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A new way of packing sandpaper, orig- 
inated by us in January, 1926, and widely 
copied by other makers. 

Has revolutionized the industry and 
raised sandpaper to the dignity of “shelf- 
hardware.” 

Puts a stop to serious spoilage-losses by 
keeping the sheets flat, clean and in order. 
Your sandpaper stock, from now on, will 
occupy a neat section of shelving—not be 
hidden in drawers and cubby holes. 

Boxes all the same size—a box for each 
grit—all “decimal-count” 
















ee SP Ce eee eee 100 sheets to the box 
ee 75 sheets to the box 
ag . eg | 50 sheets to the box 


25 sheets to the box 


Counter Display Case 


A beautiful lithographed steel cabinet 
holding 480 to 500 sheets—a separate 
erit for each of its 8 pockets. This was 
originated by us and announced Febru- 
ary, 1925—copied, of course, by other 
makers. 








A “Show-It-and-Sell-It’”’ 
Device that Doubles and 
Triples Sandpaper Sales 


“Ruff-Stuff”? Emery Cloth 


in 10-Sheet Packs—Boxed 


Latest Ruff-Stuff innovation. Does away with the old broken-quire 
nuisance. Each grit in its own attractively labeled pack. 
Boxes all the same size—uniform with the flint paper box above shown 


—packed as follows— 








Counter Display 




















ee 99 - "' 
Show-It-and-Sell-It Grit Sheets in | Packs to | Sheets 
Pack Box to Box 
FF to No. 10 5 50 
LY (#) 1% and 2 10 4 40 
A 214-3-3V 10 3 30 
GuSau brasive: 
General Sales Offices: 4860 So. Halsted St., Chicago Tell Your Jobber 
You must have “Ruff-Stuff” Flint paper in 


Branch Houxes: 
New York—45 Warren St. 

Los Angeles—Sprake Sales Co., American Bank Bldg. 
San Francisco—Sprake Sales Co., Postal Telegraph Bldg 
Portland, Ore.——Sprake Sales Co., 53 Fourth St 
Denver, Colo.—Sprake Sales Co., Charles Bldg. 




















Unit 


Boxes—and 


Unit 10-sheet Packs. 


If your jobber 
giving his name al address. 


“Ruff-Stuff” Emery cloth in 


can’t supply you, write us, 
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SILVER ENOUGH FOR THE EXTRA MATE AND HIS LADY! 


In Europe, where the centuries 
have reduced entertaining to a 
science, silverware pieces are sel- 
“half-dozen” lots. 


. . . Sets are made up, instead, 


dom sold 


in ‘‘eights” and ‘‘twelves.” For 
the Old World hostess knows 
that ‘‘sixes” arc inadequate when 
company comes—even for the 
. So to fill a great 


American need, The Pieces or 8 


small family. ae 


Chest was created .in fine 


1847 Rocers Bros. Silverplate~ 


This advertisement in full colors in such publications as the April Ladies’ 


covers for eight, in knives, forks 
and spoons—a service ample for 
the average family and their 
normal guest requirements. .. . 
Though less than a year old, 
The Pieces or 8 Chest is revolu- 
tionizing the silverware business. 


Wherever silverware is sold it is 


‘1847 ROGERS BROS: 


~ SILVERPLATE 
S) 


(2> sf 
herd. } 
SALESROOMS: NEW YORK, CHICAGO, SAN FRANCISCO 


CANADA: INTERNATIONAL SILVER COMPANY OF CANADA 
LIMITED, HAMILTON; ONT. 


fast becoming the largest-selling 


chest assortment. . .. Price, in 


the Gorgeous Spanish Treasure 
Chest .. . $49.50. Tea sets and 
dinner services may be had, to 


match, in prices equally moderate. 


MAY WE SEND YOU OUR NEW BOOK? 


A most charming little brochure... 
beautifully illustrated . . . and containing 
a gold mine of suggestions for the hostess 
on bolh formal and informal entertaining. 
A copy ts yours for the asking. Booklet 
000. Address International Silver Com- 


pany, Dept. E, Meriden, Conn. 


Home Journal and in colors or black and white in a long list of other maga- 


sines with millions of readers is helping you to spread the news of the Pieces of 8 and the whole 1847 Rogers Bros. Silverplate line. 





HARDWARE AGE, ee weekly by the JRON 
at New York, under the Act of March 3, 1879. (Printed in U. 8. A. 


class matter May 22, 1913, at the Post Office 


25c. each. Vol. 119, No. 12. 


AGE PUBLISHING CO., at 239 West 39th Street, New mt N. Y., S. A. Entered as second 
». 


$3. 00 per year. Single copies 
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Send for 
Your copy 


Or coptes 


March 24, 1927 


Our 1927 
Catalog 
is ready 
to mail 





















Contains 
a number 


of New 


Items 
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Mn, 


It 
It Lists: 





A Liberal 





the names and HOME addresses of 
your store salesmen, so we can mail 
the books direct to them. 


delivery. 
If your favorite jobber does not carry 
the V&B line, write us. 





: ; Axes 
Education in 3 
its | 
Good Tools—for ci 
the Man Behind the Counter Chisels 
E are liberal with these beauti- HOUGH your store may carry Hammers 
— useful ee to only a few V&B items, it can Hatchets 
merchants who want their clerks to ., ee ee ee 
prior ste eget Beet Bona agra aes of them from this interesting a 
carried or not. For we realize that e Nail Sets 
the clerk of today is the store-owner It quotes top RETAIL selling prices 
of tomorrow. Of course we are es- -—the prices you ought to get for all Nippers 
pecially eager to place this catalog V&B quality tools. Pincers 
in the hand of every salesman in jy a? oe 
. " : ang a copy of this booK in your 
every store now carrying any part of | ‘ k Planes 
the V&B line. It will make it easier tool department, where you can take 
for them to sell V&B Quality Tools. it down and show to gr prospects, Pullers 
' , and take their orders, for prompt 
The best way is for you to give us “| sopeihemns ew Punches 


Rivet Sets 
Scrapers 





| Scutchers 
Mention AUG STAIN & BUSHNELL Star Drills 
Hardware 4g¢ MUANUFACTURING COMPANY _.... 





when you write 





MN“Makers Of’ Fire ‘Toots 
2114 Carroll Ave.~ ~ Chicago, Hh U.S.A, 





a Etc., Etc. 
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ELECTRIC 
ACCESSORIES 
“MULTIVOLT” TRANSFORMERS 
} 
THIS ANNOUNCEMENT 
WILL DOUBLE YOUR SALES 
OF MODEL ELECTRIC TRAINS 
Lionel—The World’s Standard Line 
Now Includes 
NEW J The 100% Electrically Controlled Railroad 
san aman for “O” GAUGE 
awvonntey as well as for “Lionel Standard” Track 

















SEMAPHORE- 
TRAIN-CON- 
TROL. AMAZ- 
ING IN ITS AC- 
TION! Train ap-f 
proaches — red | 
electric light} 
shines—sema-} 
phore arm drops— 
train stops. 


A short interval—|} 
light changes to} 
green— semaphore 
arm goes up— 
train proceeds. 
Lionel Leaderstip | 
is again proven by 
this startlingly real 
accessory. 


The Lionel Line for 1927 incorporates:— 


Marvelous new “O” Gauge Electrically Controlled Railroads 
and Accessories, that operate “‘as if by magic.”’ 


A wonderful new series of “O’”’ Gauge and “Lionel Standard”’ 
Freight Cars—real rolling stock in miniature. 


A unique Traffic Crossing Signal with “Blinker” Light—ex- 
actly the same as seen at street intersections. 


New Automatic Accessory Sets—attractively boxed. 


And many other built-in refinements and improvements all 
exemplifying Lionel Supreme Quality. 


The 1927 Lionel Line is a feast ot gorgeous color—enameled by Lionel’s 
exclusive, lasting and lustrous process — equal to the finish on the finest 


Automobile Bodies. 


Visit the Lionel show-room—a real railroad terminal, designed to offer to 
the Toy Trade helpful merchandising and display suggestions that will 
greatly increase Electric Train sales. 


LIONEL STANDS SUPREME IN COMPARISON 
WITH ANY OTHER MAKE 


DEALERS—Send for your Lionel catalog and interesting dealer proposition. 
The LIONEL CORPORATION, 15-17-19 East 26th St., New York, N. Y. 


Western Coast Office: 788 Mission St., San Francisco, Cal —M. Sweyd, Representative 


LIONEL $675 ro $3EQQ00 





TRAINS 


RETAIL FROM 
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To lighten dal-key-laeiit-lakee el elye (ake 
Aluminum levels 


Sturdy setting, 
removable 


glass covers, Carpenters want to lighten their 
gies tool kits. This aluminum level with 
its many excellent features will 
appeal to your customers. Lasts a 
lifetime —easy to handle — adjust- 

ment “stays put.” 


Get your customers to handle this 
level and they will sell it to them- 
selves! 





Selling points of 
Stanley Aluminum Level No. 232 


ee 


. Cannot rust. 


. Light in weight. 





. Truss-construction is strong and stjff. 





. Tops and bottoms milled and ground parallel. 


wn > WY NH 


. Six proved glasses so arranged that one or more is 
always available to plumb or level. 





6. Glasses protected from dirt and breakage. Broken 
Stanley 
Aluminum Level 
No. 232 
Made in four sizes 
24", 26"', 28", and 30"! 


ones can be replaced by the mechanic himself. 


THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONNECTICUT 


New York Chicago San Francisco Los Angeles Seattle 


[ STANLEY ] 























STANLEY TOOLS 
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6} IGHT now in the gigantic billion-dollar poultry 
dz industry, there are a million and more minds 

“with but a single-thought:” to get everything 
in readiness for the coming season. 

They have the “buying mind,” these poultry 
raisers. They’re in the market for Poultry Fence and 
for the score or more other poultry necessities sold by 
you and your fellow dealers. Every new born chick 
suggests the need for netting. And, netting in turn sug- 
gests the need for other profitable items in your line. 


Today in your trade territory, 
there are scores of potential buy- 
ers figuring their requirements. 
Tomorrow they will buy. 

And, while it is buying time 
for the poultry raiser, it also is 
selling time for the dealer. 


4d 





creased from 579,( 


this profitable business. Build 
your sales campaign around U. S. 
Poultry Fence. It will bring new 
customers to your store and put 
money in your cash register. 


ee ee 


T A Billion Dollars J] 
| Every Year 


HE rapidly growing poultry industry represents 
a greater potential market for dealers than 
ever before. The annual income from poultry 
now averages more than a billion dollars a year. 
The number of chickens on the farms alone in- 
° ° , 000 in 1922 to 678,300,000 in 
Now 1S the time to £0 after 1924. Latest government estimates disclose that 
the production of chickens on farms in 1925 was 
4.2 per cent greater than in 1924 and that the total 
value was about 12 per cent greater. Farm egg 
prices in 1925 averaged 30 1/2 cents a dozen as com- 
pared with 26.4 cents in 1924. The total value of 
the egg crop alone increased from $521,574,000 in 
1924 to $610,241,580 in 1925. 






~ Its selling time for you 


Poultry-men everywhere recognize U. §. Poultry 
Fence as the only netting which fulfills every require- 
ment of modern poultry husbandry. 

They know it is the only netting that can be 
stretched straight and true from post to post without 
the aid of top-rail or baseboard. 

They know it is the only netting which can be 
taken down and put up time after time without 
buckling or sagging. 

They appreciate its greater 
economy, its superior strength 
and its longer years of service. 
Nothing else will do. 


Round out your stocks of U/. S. 
Poultry Fence now. kepresenta- 
tive Jobbers in your territory will 
fill your orders promptly. If you 
do not know the name of the 
U. §. distributer near you, write 
us for his name. 

Indiana Steel & Wire Company 


Muncie, - Indiana 














<—s 


This year specify U. §. Poultry Fence---not just “poultry netting.” 
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tlow many selling points have most pipe wrenches? 
° z 


The Morco Original Stillson has seven distinctive features 
that are easily demonstrated. Best of all—those seven fea- 
tures prove themselves out when the wrench is put to work. 


llere is a brief summary of them: 


1. High grade carbon steel specially selected for special 
heat treatment. 


Morco bars have the original construction. 

Teeth only are heat treated. 

l'rames are heavy. 

Springs made of special steel and carefully tested. 


Jaw and end nuts—screw machined from solid stock. 


NAW SF wDN 


All parts made to gages—highly finished and _ in- 
spected. 


Yes—Morco Original Stillson wrenches are easily sold, and 
therefore profitable. 








Write the nearest office for prices. 


MOORE DROP FORGI NG CO. 
Springfield, Mass.U.S.A. 








phen can write abeltes Loop, 


VeaCh a LEME SE7MNOR, Or Nake Surpless, Dunn & Co. Surpless, Dunn & Co. 
Obetter mouse (ht Chan ti neighbor; 74-76 Murray Street 34 North Clinton St. 
though he bitld. phage me te Woods New York City Chicago, Illinois 
the world will make a Leven 2 oat e- London Office: Gaston E. Marbaix, Adelaide House, King William St., 


lo hls doar” London E. C., 4. 

















March 24, 1927 HARDWARE AGE 






































ollow the GREEN TOP LINE 


to Underground Garbage Receiver 


PROFITS 





Most of your customers are already more 
than half “sold” on the new method of con- 
trolling garbage. If you can show them an 
underground garbage receiver that is guar- 
anteed to give years of service, that cannot 
freeze shut, and that effectually seals in all 
odors, they will buy. | 


Sexton “Ajax” Underground Receivers, the 
“Green Top Line,” have all of these sales 
points and many more. The concrete body 
is a feature that eliminates corrosion, since 
no metal can come in contact with the 
ground. The handsome green top is a flaw- 
less iron casting that will not break. The 
inner pail is made of heavy galvanized steel 
and strongly reinforced. 


Put in a small stock of Sexton ‘Green 
Tops,” display it, and talk about it. It 
won’t be long before you'll find it necessary 
to reorder. Let us send you full details as soon as possible. 











SEXTON CAN CO., Everett Sta., Boston, Mass. 




















eeeeeeeeemene 





























10 HARDWARE AGE 


March 24, 1927 








pst N Five 
4 
a 
| S 
%, : 





AMERICAN 
SCREW 
COMPANY 








Wood Screws Machine Screws 
Stove Bolts Tire Bolts 











Largest Stock 


Greatest Assortment 
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Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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POULTRY NETTIN 


Galvanized Before and d Galvanized After Weaving? 
CBB LBB BID EAD LL LA BD? . — PAA LS a 





DTT Se. 2 
MWIRERALOTS ~~, 
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REGULAR 
GRADE (12x 
13 mesh )and 
14, 16, 18, 20, 
24 and 30 
mesh, also 

X TRA 


HEAVY 
GRADE (14 
Mesh only) 


Garvawreee STEEL WIRE CLotTH 
In CAll Grades 


aie 
<=Look for the tag, carrying our name, at the end of every roll! 
b=! The Gilbert & Bennett Mfg. Co. 
nan Lh kag By ge Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth 1a all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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33 gauge filler 
No. 34 gauge warp 
, No. 34 gauge each way 


IMCORPOS ATES 16°92 
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inert San 
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, No. 33 gauge each way 
, No. 33 gauge each way 
Wickwire Bronze 
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White Metal Finish 
Wickwire Premier 
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Cortland Black Enameled 


Oorrices 
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18 Mesh 
Our other Brands Screen Cloth 


12 Mesh 
14 Mesh 
16 Mesh 
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Write your Jobber for Full Information and Prices 
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HACK SAW FRAMES 


ae ANOTHER INSTANCE 
The Original Extension OF YOUR 
—_N SUCCESS 
No. 50 WITH 


The Popular Leader 


FACTORY BRAND 











No. 56 


USES ONE 
AND OFTEN 
THREE OF THEM 











No. 75 
The Latest 
cs 
HARDWARE COMPANY 
Buyels = aad 
in| @talo 
Reg. U. 8S. Pat. Off. 
TORRINGTON, CONN., U. S. A. 
New York Office 151 Chambers St. 


ESTABLISHED 1854 INCORPORATED 1864 
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Sell More Lawn Fence 


| 

" 
HE new vogue for enclosed lawns means larger lawn fence sales for the mer- 
chants who appreciate this new market. As. population increases private lawns 


must be protected, and children must be safeguarded from traffic dangers. Lawn 
fence is a profitable item and sales are increasing rapidly. 


Pittsburgh Perfect SupeZincedJawnfence 


will prove a great help to you in getting your full share of this desirable business. 
Scrolls can not pull out, and the many upright wires keep the fence permanently 
in shape. Made of heavy wires, heavily Super-Zinced, and will outlast other lawn 
fences at least 75%. At the same time they are exceptionally neat and durable. 


Super-Zinced Pittsburgh Perfect Lawn Fences are nationally advertised, widely 
known, and we cooperate with merchants in promoting their resale. The bulk of 
the lawn fence business this season will be done during the next sixty days. We 
have warehouse stocks conveniently located to serve you. Write our nearest office 
promptly for prices and other information on your requirements for all wire products. 


Pittsburgh Steel Co. 


Pittsburgh, Penna. 










New York Chicago . 
Memphis Detroit Dallas 






San Francisco 
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The reason why Columbian Tape-Marked Rope represents Full-Value 
is because it is always up-to-date. 
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Many features which are advertised as special and new by rope manu- 
facturers, and for which you often-times pay a premium are furnished as the 


regular quality in 
COLUMBIAN 


T APE-MARKED PURE MANILA 


ROPE 


Before purchasing other brands for some special features such as 
waterproofing-flexibility, etc., test a sample of the regular Columbian J ape- 
Marked brand and you will find that it has all of these special features. 
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Columbian Rope Company 
352-80 Genesee Street 


Auburn, “The Cordage City” N. Y. 


Branches: New York Chicago Boston New Orleans 
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HARDWARE AGE 


EVERY OUNCE 
IS QUALITY 


Ty ; ie. mons 
* SHERWIN-WILLIAMS 


“or 


A TRADE MARK 
THAT SPEAKS IN 
EVERY TONGUE 


COVERS 
360 SQ.FT. 
PER GALLON 


2 COATS 


DRIES TOA 
DURABLE 
ELASTIC GLOSS 
FINISH 


Prepared House 
Paint—at its best. 





Dont be fooled 


on House Paint! 


Chea p paint isn't cheap at all / 


HEN you buy paint to dress up and protect your 

house, don't let a “low price.’ blind your good 
sense. Thousands of home owners are bewailing a 
“cheap” paint job this very minute and paying the 
penalty in hard cash. 

“Cheap” paint is made of cheap or skimpy materials. 

How else could it be sold at a low price in the highly 
competitive markets of today? 

Cheap or skimpy materials make a poor, weak grade 
of paint. That's only sense. It may look like paint and 
smell like paint in the can. But on the brush and on 
your house—the poor quality shrieks. 


Compare the «‘cheap”’ formula 
with SWP! 


If you are tempted to use a “low price’ house paint — 
one that is claimed, even guaranteed and warranted, to 
be “just as good as SWP,’—GO SLOW!! Remember 
that low price and low quality go hand in hand. You 
can't make a silk purse from a sow’s ear. 


Make the formula test! Insist upon seeing the formula 
of the “cheap” paint, either on the label or in the 
literature of the company. 

Compare the materials used in making the “cheap” 
paint with the ingredients of fine old SWP House Paint 
—as shown in the formula which is plainly printed on 
every SWP can. Take Outside Gloss White for example: 


Note the big percentage of White Lead Carbonate 
and White Lead Sulphate used in fine old SWP Outside 
Gloss White. White lead should be the basic ingredient 
of all white paint and light tints. It is to these paints 
exactly what flour is to bread. 

See how much less of this basic ingredient is used 
in the average “cheap” white paint. 

Zinc oxide, another costly pigment, is the next es- 
sential ingredient. A liberal percentage of zinc oxide 
combined with a large amount of white lead makes 
for a balanced formula — such as the formula of SWP 
Outside Gloss White House Paint. It assures a niet of 
superior wearing quality. 





THE ACCEPTED STANDARD THE WORLD OVER 
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HOUSE PAINT 


More than 90% of the 
pigment content of SWP 
Outside Gloss White is 
made up of these two im- 
portant ingredients— 
white lead and zinc oxide. 

In the majority of 
“cheap” white paints you 
will find only 50% or less. 

It is the liberal quantity 
of this expensive basic material in 
every can of SWP Outside Gloss 
White that gives this fine old pai; 
its remarkable — sas 
In tho 
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on. 
a matter of fact, SWP is the 
east expensive house paint on the wall 
—on the market. And here is why: 






Ask your painter 
to use SWP—for 
best results. 











A gallon of SWP will properly 
beautify and protect three hundred 
and sixty square feet of your 
house—two coats to the gallon. 

Will a “cheap,” low price 
paint do that? No! 

The best you can get from 
a gallon of the average “cheap” 
paint is two hundred and f 

square feet! | 
Right thers 


r chipping or 
peeling —if properly 
stirred and applied. 

Long after a “cheap” paint job has 
taken on the appearance of a pair of 
faded overalls, you can wash the 
dust off an SWP job with plain soap 
and water, and the colors will come 
up fresh and bright. 


Less repainting expense 


And when repainting is needed it 
can be done easily, quickly and with 
much less paint, because the SWP 
surface is in perfect condition. 
Compare that with a “cheap” 
paint job that fades out and wears 
out quickly —that cracks and chips 
and peels—that has to be repainted 
often—and that costs more to re- 


paint because it has to be burnt off, 
or scraped off, at every repainting. 
SWP House Paint is sold by leadin 
paint merchants everywhere. An 
each of these dealers is “Paint 
quarters’ in his distric 
them is ng doub 






















Guaranty 
of Satisfaction 


SWP House Paint, when thor- 
oughly stirred and applied 
according to directions, is 
hereby guaranteed to cover 
more surface, to look better, 
to last longer and cost less 
per job and per year than any 
house paint on the market. 


THE SHERWIN-WILLIAMS 
COMPANY 


Largest Paint and Varnish 
Makers in the World 


Cleveland : : Ohio 
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WHITING’S Celebrated Brushes hy. 
ADAMS Superior Brushes A 








They “break in” quicker 
and last longer than any other 
you can get. That is the 
reason why theyre 
Standard Equipment 
with all good 


painters. 
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BOSTON 
BRUSH MAKERS FOR 118 YEARS 
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5% Pure cannot de made 


xnow WHAT YOU BUY 


NSE @ 


MARTIN . 
Prowcons oF 100% Punt anise 











5 Chan gi n 
VARNISH MERCHANDISING 


HEN you sell Varnish to your customers, do 
you know what is in the can that you recom- 
mend? If you sell Martin’s 100% Pure Var- 
nish, you do know, and your customers know, for the 
formula is printed on every can, Your reputation for 
selling the BEST in Varnish rests securely on the 
Pure Fossil Gums, Pure Vegetable Oils, Pure Tur- 
pentine (no benzine and no rosin) in the Marttn’s 


100% Pure Can. 


NO BENZINE— 


MERCHANTS, CONSUMERS and PAINTERS 
are requiring better Varnish value each year. The 
average buyer does not care to pay high prices for fin- 
ishes made wholly or partly from substitute materials. 
We invite inquiries from progressive merchants who 
are interested in securing the agency for the “Sterling” 


trade marked 100% Pure Quality Varnish. 
“Know What You Buy” 
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PURE PAINT 
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OWE GALLON U.S. MEASURE 
OUTSIOE WHITE 











USTOMER confidence in your store can 
only come through consistent high quality 
merchandise and good service. 

Monarch 100% Pure Paint and the M-S line 
of Popular Paint Products have building 
customer confidence for thousands of dealers 
everywhere for nearly half a century because 
they are the best that can be made, regardless of 


manufacturing cost. 


Chicago-Brooklyn a | alaelia, oR &- $- O07) a fil 4S CO- 40 1ST ¢ Old, 
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VALSPAR 


BRUSHING 






Dries 
in 
Minutes 














Profit with Valspar Lacquer 


There are four main reasons why Valspar Brushing 
Lacquer is such a profitable seller. 





First, a wonderful selection of popular colors, chosen by experts, 
interior decorators and artists who know the colors people 
want. These colors are all shown on the label. Thus every can 
acts as a color chart and sells more- Valspar Lacquer for you. 





Second, remarkable brushing qualities, Valspar Lacquer dries 
fast —- hard within 30 minutes—but not so fast as to interfere 
with easy brushing. 


Third, greater durability and waterproofness, so that it may be 
used outdoors as well as indoors. 


Fourth, the greatest advertising campaign in paint and 
varnish history. 


VALENTINE & COMPANY 
456 Fourth Avenue, New York, N. Y. 
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The MITRE BOX 


H. OW much sho Uu ld yo UY CuS- automotive mechanics, machinists and amateur 


mechanics. 


tomer pay for a good one See our current advertising in Popular 
Science Monthly, Popular Mechanics, Car- 


; — of your customers may expect to pay Ppenter, Automobile rade Journal, Motor 
as little as two or three Aollens fora mitre Service, American Machinist and Machinery. 
box. Some will make their own. Write for catalog showing full line. 





But the wooden ones they buy or make 








never 4 accurate long. The — set of ~ 
saw teeth soon cuts them out of true—an . 
then their usefulness in cutting clean, accurate F 1g ures t he Ang les 
angles is nant ; A special feature of this mitre 
Here’s a mitre box that won’t break, bend box is a Patent Framing Scale, 
or wear out. Time and hard use will never which gives the proper angles 
spoil its accuracy. It is all-steel, built like a at which Gnish and trim for 
truss-br idge. roofs, staircases, etc., should be 
It will cut any wanted angle. It has a length cut for a given rise per foot. 
gauge, which can be set to saw piece 0 This device actually figures the 
piece of moulding to any precise length up to angles, saves time, and makes 
20 inches—a depth gauge that can be set to errors practically impossible. 
stop at any desired depth, and also an angle | 





attachment for cutting angles less than 45 
degrees. 


Every time you sell this mitre box, you'll make N O ] ») ° —_ 
* . fees GW y 


a real profit and a friend for your business. 


Goodell-Pratt makes a complete line of Mitre With 28 by 5 inch Saw 
Boxes and also other fine tools for carpenters, List Price . . . . $27.50 


GOODELL-PRATT COMPANY Sovlomiths, GREENFIELD, MASS., U. S. A. 


QODELL PRATT 


1500 GOOD TOOLS 
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Puttin g Pep in Business 
for Pee Gee Dealers 


E of the things that every manufacturer 
strives for in his advertising is the ‘‘hook’’ 
that will bring readers into his dealers’ stores. 


The Pee Gee Color Selector has done the trick. 
Dealers everywhere are writing and telling us that 
they never experienced anything like it. The 
public has taken to the Color Selector. It seems 
that everybody wants one, and if our mail is any 
indicator it would seem that every family in the 
U.S. will eventually have one in their home. 

Most important, however, is the fact that sales 
are skyrocketing asa result. Dealers are cashing 
in on the idea. 

If you want to get the details of what is proba- 
bly the livest sales promotion plan that was ever 
presented to a paint dealer, write today —it 
places you under no obligation to do so. 


Peaslee-Gaulbert Company | 


INCORPORATED 
LOUISVILLE - ATLANTA - DALLAS - HOUSTON— 
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Your best customers—those who buy \\ , Ne 
for quality—demand the lead- 


“Sss= ing product in any line 
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of merchandise 


N a good many lines of mer- The 


chandise one product is recog- 


nized as the leader—the best of Dutch Boy "¢ 


its kind. 


This product has earned a repu- Column 


tation for superiority. It enjoys a 
long record of usefulness and worth. Because its value 


has been proved, it is everywhere in demand. Paint Demonstrations 
| Such a product is Dutch Boy white-lead. I or genera- S I’ve often said before, there’s 
tions Dutch Boy has been the choice of skilled profes- nothing like a demonstration to 
Lie cnallanas Th _s ' wore , boost paint business. Show them how 
mone painters. ese paemeces use 1t on the best paint to paint. That’s the idea! Then they’ll 
jyobs—the best decorating jobs—thruout the land. come back to buy paint from you. 
‘ -, _It’s easy enough to do. One fellow 
Dutch Boy white-lead is pure white-lead. It invites did it this way: He passed around 
the trade that demands quality—the trade that brings among his visitors some sample boards 
- covered with distinctive wall finishes 
you permanent patronage. —Crumpled Roll finish, Shaded Tif- 
' , fany, Sponge Mottle and others. Then, 
And Dutch Boy leads to other sales—linseed oil, dake teenie eyes, he had a painter 
flatting oil, turpentine, driers and colors, of course, and take a board and some paint and show 
h a] “ar eer d d them how to apply these finishes. 
other materials as well—brushes, sandpaper and putty That sort of thing’ creates a real in- 
knives. terest in painting, and gives paint- 
* buyers something to think about. You 
Feature Dutch Boy. Write us for any selling helps can probably think of a lot more ways 
you may need—window displays, folders, movie slides, to turn casual onlookers into paint 
prospects. And maybe one of your 
newspaper electrotypes—they are all free. Address our clerks has some real ideas. Find out! 
nearest branch. Here’s another good thing about 
demonstrations—they give you a fol- 


low-up that will produce business the 
year round. This is the way to do it: 
Before the people leave your store, 
make them register. Result—a hand- 


NATIONAL LEAD COMPANY picked mailing list! Revised and kept 


up to date each year) 
New York, 111 Broadway Boston, 800 Albany Str. 
Buffalo, 116 Oak St. Chicago, 900 West 18th Str. hustle 
Cincinnati, 659 Freeman Ave. Cleveland, 820 W. Superior Ave. The 
St. Louis, 722 Chestnut St. San Francisco, 485 California St 


Pittsburgh, National Lead & Oil Co. of Pa., 316 Fourth Ave. 
Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut St. 











DUTCH BOY WHITE-LEAD 
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means a better 
paint job 


A STAR Brush 
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A Source of Profit 
for Alabastine Dealers 


Mixed in One Minute Every home owner is a possible Alabastine user. Millions 
With Cold Water. Ready now use Alabastine instead of kalsomine or wall paper. 
They know about it through our extensive national adver- 
‘a Apply amediately tising in such influential publications as Ladies’ Home 
Journal, Good Housekeeping, Delineator, Woman’s Home 
Companion, Country Gentleman, Pictorial Review, McCall’s 
Magazine, People’s Home Journal, Modern Priscilla, Wom- 
an’s World, People’s Popular Monthly, Farm Journal, Farm 
Life, Farm and Fireside, Needlecraft, Household Magazine, 
Better Homes and Gardens, Successful Farming, Farmer’s 
Wife, Capper’s Farmer. 
But—they can’t come into your store and buy Alabastine 
if you don’t handle it. Stock it—put it in your window 
with one of our attractive, attention-getting displays, and 
you'll see a lot of customers who’ve never been in your 
store before. This wall coating is going bigger than ever 
Look for the Cross and Circle this year. : 
Printed in Red We send customers into your store by our national adver- 
tising. And, remember, every Alabastine customer is a 
possible buyer of other merchandise you sell. Get in touch 
with your jobber today. 





Free to Dealers 


Let us help you make real profits, Mr. Dealer. Write for our booklet 
illustrating attractive, new Opaline effects obtained with Alabastine 
—a revelation to you and your customers. Also ask for information 
concerning our special Stencil offer, and our free offer of high grade, 
all bristles, 7-inch wall brush. And at the same time permit us to put 
you on our list, along with thousands of other dealers, to receive with- 
out cost, our helpful and interesting publication, “Brush and Pail.” 


Alabastine Company, Grand Rapids, Michigan 
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Here’s a display 
that will pick up a lot of loose 


business this Spring 


Forget the guesswork and the optimism. 
Here are some facts——checked against ac- 
tual sales figures: 

Dealers who are consistently using Murphy 


displays are the dealers who are making 
the most money out of Murphy products. 


Every year we try to make our displays better, [RS 5 ae. 
tor we’re convinced from long, hard ex- a Murphy 
perience that they are the heaviest hitting [Pim : 

sales ammunition we can give our dealers, 

Just look at this Murphy Da-Cote 
Enamel display. Full of color. Tricky 
enough to catch instant attention. Quick- 
reading sales messages. The kind of display 
that really stops *em—pulls ’em up short 
and makes ’em realize that the old bus does deserve a little dolling up. 

And they’re pretty likely to step inside and get a can of Da-Cote while 
the impulse is still strong . . . . Send for this display now. Right now, in the 
spring months, is the time to reach out for all the automobile refinishing busi- 
ness that is waiting to fall into your lap. 


Don’t delay. A post card brings it. 


Munphy 


DA-COTE 


AUTOMOBILE EL Th am el 


€¢ For sixty years the Murphy Varnish Company has been making varnish. Sixty 
years is a long time—long enough to test any finish, or any reputation. If 
the Murphy Company has a reputation for making good finishes, it must be 
because throughout that sixty years it always tried to make the best it could. 99 





TEN COLORS - EASY TO HANDLE 





MURPHY VARNISH COMPANY - NEWARK - CHICAGO - SAN FRANCISCO - MONTREAL 
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A Genuine Spirits of Turpentine -.. 
se Painters Use GUARANTEED = PURE 


STEAM OMS T MLE) _ 
WOOD TUWIRPANTIN 


IN 
IN 














WHAT THIS DISPLAY 


T lite ‘Turp and Tine display pictured above will do more than sell Hercules Turpentine. 
Placed in your window or in your store with some of the attractive Hercules lithographed 
cans, in tive-gallon, one-gallon, and one-quart sizes, it will tell customers that you are looking 
out tor their imterests; that they can depend upon you to give them the up-to-date products. 
They have learned about Hercules Turpentine through our national advertising. 


Painters are becoming more and more familiar with the merits of Hercules Steam-Distilled 
Wood Turpentine, both through advertising and through the comment of those who have used 
it. Painters know that Hercules guaranteed turpentine is a product that safeguards their work 
irom the bad after-effects of poor or adulterated thinners. They know that the dealer who sells 
and displavs [lercules Turpentine is keeping up with modern developments in his business, and 


is giving his customers the advantage of improvements in paint products as they come on the 
market. 





Many painters in all parts of the country have learned by actual use that Hercules Turpen- 
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WE MEBY GUARANTEF. THAT 
PSTEAN DISTILLED WOOD 
T@E ISA GENUINE TURPEN 
TINE DS LED FROM THE OLEORESIN 
OF THES “SRRWERN PINE. IT 1S PURE, 

IS FREE! 
IS RECOY MENDED FOR ALL COMMER: 
CIAL PUR BES REQUIRING PURE TUR- 
PENTINE. “78S MADE AND SOLD BY US 
IN CONFY FSMITY WITH THE U.S. NAVAL 
STORES A" APPROVED MARCH 3rd.igz3 
HB ABLES POWDER COMPANY 
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HERCULES TURPENTINE 
5 Gallon THtiNg Crate 





__ - SIZAM-DISTILLED 
WOOD WURIMEN TINTS 














WILL DO FOR YOU 


tine is an extraordinarily effective thinner, that it gives good penetration to the priming coat. 
and keys the succeeding coats thoroughly. It dries rapidly, but not too rapidly to allow the 
brush marks to fill in. It is sold in fifty-gallon drums as well as in the handy five-gallon, one- 
gallon and quart cans. 


Write us for the name of the nearest distributor or jobber handling Hercules Turpentine. 
Production has been increased in response to the demand that exhausted all stocks last vear. 
We believe that with our present enlarged output we shall be able to take care of all orders 


selceteaiatateteataietatedateatetetaleten - ~-----TQ GET THE DISPLAY-~MAIL THIS COUPON -- 
HERCULES POWDER COMPANY, Inc., 966 Market Street, WILMINGTON, DELAWARE 
Please send us one of your free five-panel Turp and Tine displays. 
We purchase Hercules Steam-Distilled Wood Turpentine from 
-}] One-Quart Cans -} One-Gallon Cans (] Five-Gallon Cans .] Fifty-Gallon Drums 
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Paint ut at seven — sleep in it at eleven 


if you use the quick- drying 


464 99 
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LACQUER ENAMEL 


An mene a woodwork and d floors 
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From a drawing by Ruth Eastman 


OU NDS almost too good t 
can do even bettertha 
Lacquer Enamel actu 

minutes and in thirty minu 

Everywhere in your home 

and countless other article 

and made beautiful, in a fe 
delightful “61°” Lacquer Er 
You can enamel your floo 


Gpyright 197, PSL 
x and waterproof. Dependable 
tion are guaranteed. 
s made in fourteen rich enamel 
re, Yellow, Light Blue, Rich Blue, 
Gray, Light Olive, Light Green, 
, [vory, White, Black; also Clear. 


61’? LacgueR ENAMEL 





walk upon them almost as s ist. Only one free can to any one person. 
rt Varnish Products are used by painters, 


< »? in ‘ 
po brush. “61 Lacquer E hitects, and sold by the better paint and 
easily. It forms a tough, 1 ware dealers everywhere. 
Pratt & LamBert-Inc., 114 Tonawanda St., Buffalo, N.Y. Canadian Address: 20 Courtwright St., Bridgeburg, Ont. 


PRATT & IAMBERT VARNISH PRODUCIS 











= eee a4 


FLoor VARNISH { | &&) 


The transparent floor finish in clear and 
colors, which stands the*thammer test.” 
You may dent the wood but the varnish 
mg cwon't crack. For nearly forty years it has 
y withstood the utmost in foot traffic on floors. 
The world walks on **61°’ Floor Varnish. 












March 24, 1927 HARDWARE AGE 31 












la 
0¢ 
“Une 























A Necessity 
No. 4-6 Clothed 
RADIONA in Beauty 








Beyond Comparison in the Cabinet Heater Field 


Compare the Radiona and you'll find all the good features essen- 
tial to superb Cabinet Heater construction; features that cannot be 
duplicated because they are typically and inherently Riverside. 


Of course, the Radiona has a heavy fire pot, heavy heating 
drum, air moistener, reversible pipe collar, enameled ash pan—has 
had these and many other features ever since its introduction. - 


But the really distinctive advantages of the Radiona are its 
incomparable Riverside Characteristics—its superb beauty of 
design; walnut color with hand graining, fine fitting, Out O’ Sight 
stove board, concealed door hinges, concealed bolts, inimitable per- 
formance, its unfailing dependability and long life—Characteristics 
that are quickly accepted by the buying public—-features that are 
unique and must remain unique because of the Riverside plan of 
Quality Standards. 


Because of these facts there is a tremendous demand for 
Radionas. If we do not have a dealer in your town right now is 
the time to write for our franchise. 


ROCK ISLAND STOVE CO. Rock Island, Iil. 
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color for the first time—2 pages 
in The Saturday Evening Post, dated 
April 2, on sale Thursday, March 31. 


Watch for it—read it—display it where 
you have space for display. Show it 
to your friends, your customers. Talk 
about it. 


Here is a complete presentation of 
the Save the Surface idea in a new 
and compelling form. More people 
will see it than any previous Save the 
Surface advertisement. 


Write and tell us what you think of 
this Save the Surface advertising. 








SAVE THE SURFACE CAMPAIGN 


18 East 41st Street New York, N. Y. 
AS Rh ARNON SAIN SVR An SAN NORRIS 38 mit ERNE EMER Rg 
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PAINTS 


Advice from 

a Merchant 

35 years in the 
Paint Business..... 





“If you want the biggest and best paint 
business in your community, handle 
du Pont Paints, Varnishes, and Duco. 
This is our experience after thirty-five 


years in the paint business.” 


a ARTER PAINT AND GLASS CO. 
Charleston, W. Va. 


CPO 


Write for the Du Pont proposi- 
tion to E. I. du Pont de Nemours 
& Co., Inc., 3500 Gray’s Ferry 
Road, Philadelphia, Pa.; 2100 
Elston Avenue, Chicago, IIl.; 
Everett Station No. 49, Boston, 
Mass.; 569 Mission Street, San 
Francisco, Cal. 
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YES 


ZAPON will soon be a name favorably 


known in every household in America. 


Why? You will want to know how we 
can feel so sure of this— 


BECAUSE 


Zapon Lacquer Flowing Finishes, for 
every interior surface, are the only quick 
drying, pyroxylin brushing lacquers that 
are sufficiently attractive to make the 
consumer want to spend the money and 
time to buy and use again and again. 


The facts are: Zapon Lacquer Flowing 
Finishes are ODORLESS (no nauseating 
odor) and SAFE (no benzol); HEAVY- 
BODIED (hold more on a brush); 
HIDE BETTER (more cotton, gum 
and pigment); BRUSH BETTER (set 
up slow enough to permit brushing with- 
out laps; self leveling) MORE DUR- 
ABLE (true nitrocellulose products—not 
spirit varnishes or haphazard varnish 
concoctions); MORE BEAUTIFUL 
(the true lustrous beauty of lacquer made 
with lacquer and lacquer pigments as 
only the world’s oldest and largest lacquer 
maker knows how). 


DO IT NOW 


HARDWARE AGE 











Prove It To Me 








THE ZAPON COMPANY, 247 Park Ave., New York 
Please send sample Zapon Lacquer Flowing Enamel 


to—Name 





Address 
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A Paint 
¢ Information Bureau 
In Your Window 





cDOUGALL-BUTLER have devised 


one of the most interesting and help- 
ful displays ever invented. 


It purveys actual information and makes 
substantial sales. 


Information gladly supplied on request 


Makers of 


VARNISHES, ENAMELS AND PAINTS 
THAT REFINE EVERYTHING THEY COVER 


GD 2es onetennes 


Evans, Water and Norton Streets 
BUFFALO, N. Y. 
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UNITED HARDWARE & PAINT CO. 


[.AFAYETTE. LOUISIANA 


November 30th, 
19295- 


pittsburgh Plate Glass 0°» 
New Orleans, Louisiana: 


Dear Sirsi- 


While true we nave been in business — 
put eignteen months our retail trade has con@ 
sistently grown from month to month to sums 
peyond our jnitial expectations- Such a cone 
aition is to be attributed, to a certain ex= 
tent, to our keeping wiae awake on the jovd; 
day in and day out. . 


However, W® must say that this sucm 
cess is derived to an appreciable extent from 
the hearty co-operation we have enjoyed from 
Mr. Millers your Representative, ana from the 
twenty four nour service which your warenousé 
4n New Orleans has, av all times in the past, 
given us: By reason of these facts we. were 
even enabled to reduce our stock considerablys ‘ 
turn-over with the capital invested in our 
enterprise: 





Yours very cordially, 


UNITED HARDWARE & PAINT CO. 
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PITTSBURGH PLATE GLASS Co 
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For Quicker Turnover 
Sell Avertised Merchandhse 


of Known Value, 


Liquid Granite 


The Vamush that Wears 











- unsurpassed durability puts Liquid 
Granite Floor Varnish in a class 
by itself. 





Dealers who stock it, painters who use 
it and consumers who walk on it know 
that it is the greatest varnish value on 
the market today. 





Here is merchandise of known value, 
backed by heavy advertising that thor- 
oughly covers the best class of magazine- 
reading families everywhere. 





THE SATURDAY EVENING POST 

THE. AMERICAN MAGAZINE. Make Berry Brothers’ advertising in- 

THE. LITERARY DIGEST vestment in your community increase 

GOOD HOUSEKEEPING MAGAZINE J U7 business. 

HOUSE BEAUTIFUL MAGAZINE Identify your store as the local head- 

SUNSET MAGAZINE quarters for Berry Brothers’ varnishes, 
enamels and stains—products that 
give unequaled satisfaction and build 


Colliers | quick turnover. ae 


THE NATIONAL WEEKLY “Ses 
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ERRY BROTHERS 


BERRY Enamels Stains 


Detroit, Mich. Walkerville, Ont. 
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iL HE FIRST 
American Paintmaker 


1754— 
OE 





It was 173 years ago, that William 
Post established himself in the 
paint business at the corner of 
Water and Fletcher Streets, New 
York City, and thus founded what 
today is known as Devoe @ Ray- 
nolds Co., Inc. 
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Devoe & Raynolds Co., Inc. General offices: 1 W. 47th St., New York 
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rom COVER to cil 


Nothing but Buying Information 
Over 15000 Manufacturers Listed 


74123 Entries of names, addresses and trade marks of American manufacturers of 
hardware and kindred products listed under their product headings. 
4125 Master product headings alphabetically arranged. 


6919 Cross reference headings. 








367 Manufacturers showing catalog descriptive data near their product listings. 


882 Pages of specialized hardware buying information—which over 10,000 hard- 
ware buyers have indicated represent Greater Convenience, Time Saving 
and More Sales to every one in the Hardware Trade. 


Are you profiting thereby? 
HARDWARE BUYERS CATALOG 239 West 39th St., New York 
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MYERS rower SP 
for Spraying, Paintin 








FIG. 1614 

















MYERS HANDY 
PORTABLE 
SPRAYERS 


WITH SINGLE OR 
TAMDEM WHEELS 


we Well! 
Who wants to 
carry ten or twelve 
gallons of spraying 
mixture when out- 
fits like the Myers 
Handy Portable 
Sprayers are avail- 
able for general 
sprayin service? 
12% gallon galva- 
nized tank, wrought 
steel frame and 
handles, single or 
tandem wheel 
trucks, easy oper- 
ating cog gear 
pump, hose, exten- 
tion and nozzle— 
assembled ready 
for action—empha- 
size the general 
adaptability of My- 
ers Handy Portable 
Sprayers to a wide 
range of both out- 
side and _ inside 
spraying opera- 
tions. 























DOUBLE ACTING 
HAND SPRAY 
OUTFITS 


[FTY GALLON 

barrel or one 
hundred gallon 
tank mounted on 
substantial well- 
balanced platform, 
complete with pow- 
erful easy-operat- 
ing large capacity 
spray pump, me- 
chanical agitator, 
nozzles, hose and 
extensions assem- 
bled and ready for 
service — make 


BARREL 
SPRAY PUMPS 

O lighten spray- 

ing labor —to 
maintain a uniform 
pressure — to in- 
crease the volume 
—to insure higher 
efficiency, Myers 
Barrel Spray 
Pumpsare equipped 
with patented easy 
operating cog gear 
head, have extra 
large cylinders and 
air chambers, me- 
chanical and _ jet 
agitators, and are 
fitted with the best 
of hose and noz- 
zles. Recognizing 
the service they 
are called on to 
perform in _ this 
particular field of 
spraying work, we 
build them to sat- 
isfy the mosf criti- 

cal of users. 































































INNING the 

patronage of 
those in your com- 
munity who spray 
in a large or small 
way can readily be 
accomplished with 
MYERS SPRAY 
PUMPS—the com- 
plete line for every 
spraying service. 


Many of your 
customers will wel- 
come the new 
Myers Compressed 
Air Sprayers. Two 
sizes with 2% and 
4% gallon brass or 
galvanized tanks, 
adjustable long- 
distance - close - 
nozzle, brass tube 
cylinder, and other 
exclusive improve- 
ments to increase 
spraying efficiency 
satisfy discriminat- 
ing users and spell 
business for dealers. 


OOK to the 
Myers line of 
Bucket Spray 
Pumps for quality 
and better spray- 
ing service. They 
excel in design, 
material, finish and 
equipment. Five 
styles — each style 
complete with hose 
and nozzle, ready 
to spray, packed in 
separate cartons. 
Easy to stock. Easy 
to sell. See to it 
now that your as- 
sortment of Myers 
Bucket Spray 
Pumps is ample to 
Carry you through 
the spraying sea- 
son. 





















































































fits, pictured above, 
popular with those 
who have orchards 
or field crops to 
spray. Where 
spraying operations 
are too extensive 
for the ordinary 
hand purap and 
not large enough 
for power service, 
recommend and 
sell this Myers 
Outfit which has 
sufficient volume 
for eight nozzles. 
Invariably, it gives 
the best of satis- 
faction. 
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MYERS SELF-OILING 
POWER SPRAY RIGS 


OWER Spraying has developed into a 
Science—equipment, spraying compounds 
and mixtures, weather conditions and seasons 
are carefully considered and observed before 
spraying operations start. Myers Self-Oiling 
Power Spray Rigs, now supplied in a complete 
range of styles and. sizes for every spraying 
a ee swameeives in = results they — 
shing. eir excellence of design, construction 
and high efficiency is acknowled 
everywhere y ged by leading fruit growers 
; e are looking forward to a largely increased deman 
Myers Hand and Power Spray Pumps. Write or ~ Fg 


TH FL.E.MYERS & BIRO.¢2: Ashland Ohio 


ASHLAND PUMP AND HAY TOOL WORKS 



































Nw 


Take Ser Han 


oO e 
MYERS 
— WATER SYSTEMS — HAY TOOLS — DOOR HANG 
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New 
6-OQuart 
Churn 


50% larger churning capacity than 
the former largest Dazey Glass Churn 









To meet the demand from Dealers and Con- 
sumers for a larger Dazey Glass Churn, the No. 

60, 6-quart Churn has been added to the Dazey 
line. The new size retains all of the exclusive 
features of the other sizes. 



























Jobbers are now ina position to make immediate 
delivery on the No. 60 Churn. 


The DAZEY Metal 
Hand Churn 


Because of the ease in handling and cleaning the 
sanitary, removable container, the Dazey Metal 
Churn is overwhelmingly preferred wnere a 
larger Churn is desired. 


The DAZEY 
Electric Churn 


The rapid extension of electric power lines 

through the rural districts has opened up a new 
Feld for Electric Churns. Many users of 

DAZEY Hand Churns would buy an Electric, 


if it was shown to them. 


Dealers would find it profitable to carry a full 
line of Hand and Electric Churns. 


The Dazey 
SHARPIT 


This handy household tool of a dozen uses 
appeals to every housewife. Different from 
all others, it sharpens knives, scissors, sickles 

and practically every cutting edge. Retail 


D 7 / >> C. } | | price $1.50. 


Window and counter displays and an 
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unique merchandising plan make 

turnover quick and easy. Order : 
from your Jobber a self-selling 
carton of six. 


Dazey Churn & Mfg. Co. 


Warne & Carter Avenues 
St. Louis, Mo. 
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THE ROUND 
TROUGHS 


—center the trolley 
wheels 





—prevent side rubbing 


—keep pendant and 
load in center of 
track 


garage doors 


There are three definite reasons why Coburn dealers are 


making money—and Coburn hardware gives such lasting 
satisfaction. 


First—Coburn Construction 


Coburn Sliding Door Garage Hardware possesses a com- 
bination of structural advantages which sell it by com- 
parison with any make of hardware on the market today. 
In addition to the advantages in the Coburn Track, as 
described above, Coburn Hangers have cast iron wheels, 
case hardened, cold rolled steel Stud and Bearings, drop 
forged steel Pendants and stamped steel Petticoats. Coburn 
Brackets are cast iron and are twice as strong and more 
rigid than the wrought steel Brackets usually used. Only 
Coburn Hardware has all these features. Such construc- 
tion assures satisfaction and sales. 


Second—Packaged in Complete Sets 


Coburn Hardware is packaged in complete sets, including 
track. This saves time in handling and facilitates stocking. 


Third—Well Known and Well Advertised 


The 1927 Coburn advertising campaign is placing several million sales 
messages before your customers—those who install, specify and buy 
garage door hardware. 

To enable dealers to reap the full benefits of this advertising, we have 
prepared a complete line of dealers’ sales aids. These include metal 
signs, folders, sliding door models and a new catalog. 

This new catalog No. 140 has been designed to be used as a sliding 
door reference book by hardware 
dealers. By consulting it, a dealer 
can recommend to his customer the 
best type of sliding door to use in 
any opening—from china closet to 
warehouse. Complete data on the 
amount and type of hardware re- 
quired in every case is also given. 

Put these Coburn. features to- 
gether and you’ve got a profit 
combination. Send the coupon 
below for a free copy of our 
new catalog No. 140 and full 
information. 



















NVENTORS AND Doon OF PRESENT HARBWARE 
SLIDING DOOR HARDWARE SINCE 1668 ©.. 


Ke 


makes sales because it makes 





open. 


Velide i SY without attention 
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Coburn Round 


Trough Track 


THE ROUND 
TROUGHS 


—prevent side play 
—prevent door wobble 


—eliminate friction 
and provide smooth 
and easy door slide 


for years 



















To the left is 
shown the exterior 
ofa private garage 
in Springfield, 
Mass., equipped 
with Coburn Slid- 
ing Door Hard- 
ware Set No. 7. 
Below is an in- 
| terior view of the 
same set. 





All necessary hard- 
ware (including 
track) for equipping 
new doors or trans- 
forming hinged 
doors to the type of 
sliding doors shown 
in these photographs 
is contained in Co- 
burn Sliding Door 
Hardware Set No. 7. 





The Coburn Trolley Track Mfg. Co., 
Dept. B-8, Holyoke, Mass. 


Without obligation, please send me a copy of Catalog 
No. 149, The Sliding Door Reference Book, and com- 
plete information about the Coburn line. 


se eee ecg eeeeveeses@escesweeweeoeeeseasceaeeoeoee oveeseseevee eo eeceecee 























42 HARDWARE AGE March 24, 1927 


ATKIN 


SILVER 
STEEL 


THE FOUR HUNDRED 
WORLD’S FINEST SAW 


Made from 


“Silver Steel’”—Atkins exclusive formula; 5 gauges 












This saw is the standard for excellence. 


taper ground; mirror polish; equipped with handle 
of solid rosewood and nickeled screws—Perfection 
Pattern—prevents wrist strain. 


The cutting efficiency of THE FOUR 
HUNDRED is’ unquestioned; its use 
among better carpenters is becoming 
universal; its design is absolutely ex- 
clusive and distinctive; furnished in 
Regular, or Narrow Ship Pattern. 


Sales and Profits 


Every first class hardware store should stock this 
and other Silver Steel Saws. Your customers are 


bound to obtain SERVICE in all of the ATKINS 
QUALITY SAWS you sell. 





For yourself you will receive that ‘customer friendship” and 
confidence that only Atkins Silver Steel Saws command. 
Atkins No. 401 is the same grade of saw except it is Straight 
Back, and made in Regular Narrow Ship Pattern. 


Write for literature 


Modern Manufacturing Methods Make Atkins Saws the Leaders 


E.C. ATKINS & COMPANY 








ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 


Paris, France Vancouver, B. C. 
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directions which. they pro- 
duce. . 





Comments of Our 
Readers 


You have without a doubt 
the best Hardware Journal in 
the United States. 

(Signed) O. Koffman, 

Koffman Hardware Co., 

936 Taraval Street, 
San Francisco, Cal. 


I enjoy this trade paper 
more than any other, there- 
fore I don’t want to mtss a 


single copy. 
A. L. Woodlawn, 
Dunnellon Supply Co., 
Dunnellon, Fla. 
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Au McKinney meets a 
waiting market with a 
product of unique design, the 
McKinney Friction Control 
Hinge. 

For years architects have 
hoped for just such a hinge. For 
hospitals and hotel work the 
need has been acute. Evidence 
of this fact was given when 
sizable orders followed on the 
heels of the recent announce- 
ment of this McKinney de- 
velopment. 

Briefly, the McKinney Fric- 
tion Control Hinge, while yet 
permitting the easy opening 
and closing of the door, sets up 
a predetermined and fixed fric- 
tion just sufficient to eliminate 


« 
the possibility of slamming. h 
The door swings on what are Wit 
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t 
The MCKINNEY 


_ friction control 
“hinge 











\eutee sults. It is done without sac- 
7 ; rificing the virtue of the 
loose-pin type of construc- 
tion, which is still main- 
HE tained. Consequently, the 
] hanging of a door remains a 
one-man job—a great sav- 
ing of labor as compared to 
the alternative two-man 
task. . 
The tension wnich deter- 
mines the friction resistance 


is obtained by applying fric- 


tion vertically to the center 
or movable joint of the 


i inges. hinge b hosph 
apparently ordinary butt hinges Oi Ve markab le a oluaaiiaioen 


It swings noiselessly. Yet by the 

permanent setting of a nut a 

uniform resistance todoor swing- new 
ing is set up so that to be opened 
or closed a door must be gently 
pushed or pulled all the way 
open or shut. 

The door cannot slam. No fitfully wandering 
gust of wind whistling through the hallway can 
close it other than quietly. The forgetful guest must 
take thought to the door as he moves it. In short, 
the cause of door slamming being once and for all 
done away with, our old acquaintance “Human 
Weakness” can no longer play his devastating part. 

A descriptive word concerning the mechanism 
of this remarkable new friction hinge is worth 
while. In appearance it is very similar to an or- 
dinary butt hinge, the only external difference be- 
ing the barrel, which is slightly larger than ordi- 
nary. Within the barrel is the simple mechanism 
for setting up the friction control so potent in re- 








hing e by perfect bearings for the steel. 
That is the secret of its 


quietness and smoothness of 
C action. 
As a secondary point, the 
a eeiiel q ' / 


slight tightening of the pres- 
sure screw after years of service raises the door 
slightly, thereby automatically overcoming any 
sagging of the door. 
Send for complete information on this remark- 
able new hinge. 


McKinney MANUFACTURING COMPANY 


Pittsburgh, Pa. 





McKinney MANvuFACTURING Co. 
Pittsburgh, Pa. 
Please send full description of the Friction Control Hinge. 


Name 





Address H A 3-24-27 
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TRADE WINDS 


By Llew S. Soule 








WHAT THE CHAIN STORE MEANS TO YOU 











HE Pittsburgh wholesalers representing all 

lines held a market week recently, inviting 

all the retail merchants in the Pittsburgh 
district to come in and get acquainted. Speakers 
were provided each evening to talk to those mer- 
chants on their various trade problems. 


We were asked to talk on the subject: “What 
the Chain Store Means to You.”” What we said, 
summed up in a single sentence, was: The chain 
store, in its remarkable development and growth, 
means that the independent merchant must be- 
come as efficient a merchandiser as the chain, or 
eventually pass out of the picture. The chains 
will weed out the inefficient merchants. 


Twenty years ago, chain stores were compara- 
tively unimportant factors in retailing. Last year 
eleven of the leading chain store systems did a 
volume of business amounting to more than one 
billion dollars. The increase in chain store busi- 
ness of 1926 over 1924 was more than the en- 
tire chain store volume fifteen years ago. 


What are the reasons for this tremendous 
growth? There are several. First, there was 


the novelty of the chain idea; then there was the 
high grade advertising and the appeal of price; 
finally, there was the type of display which 
brought practically all the merchandise out where 
it could be seen and handled, with prices shown 
in plain bold figures. People had never realized 
that there was so much merchandise that could be 
sold at ten cents, twenty-five cents, fifty cents and 
a dollar. 


3ut there was one other reason, more potent 
than all the rest, one in which the chain store 
itself had no part. That was the carelessness, 
lethargy, indifference and inefficiency of the aver- 
age independent merchant at the time the chains 
saw their opportunity and grasped it. 


If the independent merchant had been as effi- 
cient a merchandiser as the chain store manager, 
the chains would still be unimportant factors in 
retailing, with slight opportunity for growth. 


As it is, they are here and going strong, but 
efficiency of the independent retailer is still the 
deciding factor in how far the chain can go, and 
how fast it can grow. 





THE MUCH ABUSED ITEM OF SERVICE 


cessful lies in the independent merchant’s 
heavy handicap of so-called service. 


The chain store has but two services—mer- 
chandise and price. The average independent 
merchant is tangled in a veritable network of 
services—some worth while and some not. 


At least it is well for the independent mer- 
chant to realize that wherever a so-called service 
makes the customer pay more for merchandise 
than the price at which he can obtain the same 
goods elsewhere, it ceases to become a service 
and becomes an expense. 


O}en reason the chain store has been so suc- 


The retailer in his competition with the chains 
has apparently two courses open to him. One 
is to merchandise on the basis of price only. The 
other is to merchandise on the basis of price and 
service. 

If he chooses the latter method, he must make 
sure that each service he renders is a worthwhile 
service, and one which his customers are willing 
to pay for. 

The idea that most services rendered by mer- 
chants were the result of customer demand is a 


fallacy. Most of the generally adopted services 
were originated by individual merchants to in- 
crease their business. Later they were adopted 
by merchants generally! As a matter of fact, 
the public was educated to want the services. 


In the early days there was no question of price 
competition to offset the service idea. Then came 
the chain stores, and price became a very live fac- 
tor. Also the fact that thousands of people patron- 
ize the chains, paying cash and carrying home 
their purchases, verifies the statement that all cus- 
tomers do not demand the prevailing services. 


It might be well for the independent merchant 
to merchandise on a price without service basis 
to those who prefer such a method, and furnish 
service, on a price basis which pays for that serv- 
ice, to those who want it and are willing to pay 
for it. 


Certainly the independent merchant will find 
it difficult to meet the no-service competition of 
the chain stores, so long as he carries the present 
heavy expense of service on the same items which 
the chains sell. 


Think it over. 
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Get ’Em to Paint the Block : 

FE are all aware of the great difference a 

a coat of paint will make in the ap- 9 
pearance and value of a piece of property, 
and the street or town that keeps its build- 
ings well painted is known as a live one. 
Apropos of this you have noticed that when 
one man paints up his property his neighbor, a 
spurred on, possibly by the accentuated 
shabby appearance of his own place, gets E 
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Pee REAL ESE Bs Niet (aS 2 > Tite 


busy and paints, too. It is not long until a a 
third and fourth follow suit, and soon the ” 
ae. painting fever, like smiles, has spread to all 
| parts of the thoroughfare and neighborhood. a 
This has too often been left to chance, S 
hut a little salesmanship on the part of the % 
merchant in suggesting the matter of x 
| paint to the right party will start the ball a 


rolling. Select your prospect in a strategic 
- location on a street and sell him the paint- 
up idea. It’s a hundred to one that he will 
do the rest. At least that will be half the 
battle. Once this improvement has been in- 3 
stituted the neighborhood will be very un- 7 
willing to recede from it, and that will mean : 
repeat orders. The neatly painted home will 
call for new garden tools, lawn mowers, 

vrass and hedge clippers, sprinklers and 
ia hose, flower seeds and bulbs, door knockers, 

foot scrapers, door mats, window boxes for 
Howers and many other items that con- 
tribute to the spruciness of the average 


home. a 

Now is the time to start this little plan E 
which will spell a big difference in your a 
annual turn-over figures when vou come 3 


to review them. 
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The Man Behind the Counter 
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T is a good many years since the publishers of sub- 
scription books devised the roll of canvas on which 
were glued the backs of the different volumes of the 

set of books the canvasser was out to sell. ‘The appar- 
ent purpose of this “swatch” of backs was to show the 
titles and the quality of the binding and the thickness of 
the books. The real underlying purpose was to provide 
the salesman with something to place in the prospect’s 
hands. It had been demonstrated that if it were possible 
to get the prospect to hold something, it was much 
easier to keep his attention. His eyes and his hands 
were engaged as well as his ears. 

There is a lesson in this for the hardware salesman 
who may well take thought as to how to get something 
connected with the merchandise shown into the cus- 
tomer’s hands. Don’t lay the wrench or the saw down 
on the show case in front of a man; put it into his hands. 
He will take it if it is offered to him. If the article is 
too big to handle, why not have some part detached, as 
a wheel from a coaster cart, a sample cross section of 
hose, a small section of wire fencing; any piece which 
can be handed over with the suggestion, “See how well 
that is made.” 

ints 

Do you ever see those little human dialogue cartoons 
of Briggs, showing two people trying to out-brag one 
another about some possession? ‘They serve to show a 
man that he only bores the other fellow by trying to 
prove that his own is the better lawn mower or bicycle 
or razor. When some other fellow tries to tell about 
his method of handling sales, why isn’t it better to listen 
and pick up what ideas you can rather than to pay no 
attention to what is said and to try to tell your own 
methods and show their advantage? 

. ee 2 

Fred Kelly tells of a bluing manufacturer who could 
not make a success of his product, despite liberal adver- 
tising, just because women would not follow directions 
and shake the bottle before using the bluing. 

Many an unsatisfactory sale from the store is unsatis- 
factory only because the buyer has not followed in- 
structions for the care or use of the article purchased. 
Do all you can to make your customers satisfied by im- 
pressing upon them the importance of proper use and 
care. That puts you in a better position if the customer 
does come back to complain and it makes it very unlikely 
that there will be any complaint. 

x *k x 


‘“There’s a case where the customer didn’t bluff me 
out,’ said a hardware salesman after his customer had 
left. “He might have got away with all that talk about 
how much better another make of shotgun is, only I 
happen to know all about that other gun and I knew a 
lot of the things he said weren’t so. He thought he 
would knock out all my quality arguments and then 
I'd have to make him a price inducement. Nothing 
doing. Before we got through he had to admit our 
gun had it all over the one he was talking about. 

x * * 


I haven’t yet seen any magazine advertisements about 
hand shaking, asking, “What is the matter with this 
man’s hand shake?” or proclaiming “He didn’t know why 
people avoided his hand shaking.” And vet there are 


men with whom shaking hands is an unpleasant expe- 
rience. They give you the college freshman fraternity 
brother grip that paralyzes your hand, or they offer a 
limp, clammy paw that is about as attractive as halitosis. 
You wish they would keep their hands in their pockets. 
Iriendliness may call for hand shaking with some cus- 
tomers, but it calls for developing a hand shake that will 
not make the other fellow wish you had lost both hands 
in the war. 

‘+ *-s 

In a Minneapolis shoe store there is a young: sales- 

lady who has been almost phenomenally successful. 
She explains it: “It’s because I understand people. If 
they are cross when they come in here I know there is 
probably a reason for it, and by talking about different 
things I usually help them to forget their troubles. 
Another thing is this: if a customer comes in and asks 
for a shoe I know is not in stock I never tell her that. 
Instead I ask her to be seated and I show her what we 
have. Nine times out of ten this works and | sell her 
a pair of shoes.” 

*k ok 

Life is just one long series of ball games with one 

hardware salesman. He thinks it over after each cus- 
tomer leaves and counts up the scores that customer 
made against him as by asking questions he could not 
answer, putting forth objections he could not meet, turn- 
ing away from lack of interest, deciding the quality is 
not good enough, and so on. 

2 8 


The salesman who thinks he cannot win out because 
he has made a certain number of failures might well 
consider the case of Abraham Lincoln. Lincoln ran for 
the legislature and was defeated. He tried business and 
failed. He was to marry a beautiful girl and she died. 
He ran for Congress and was defeated. He sought a 
political appointment and failed to get it. He was a 
candidate for the United States Senate and was beaten. 
But he stuck to his ambitions and won in his greatest 
event. 

* ok x 

Says a Smith College instruction pamphlet, “Remem- 
ber you have chosen Smith as a place to come to, not a 
place to go away from.” 

And some young hardware salesmen seem to think 
of the store only as a place to get away from as early 
and as often as possible, rather than as a place to put 
in all available time with a view to getting as much 
experience and knowledge as possible. 

* * * 

A successful man told me recently the following about 
his youthful experience in his father’s store. He must 
have been very youthful. 

“My father left me in charge of the store while he 
went to dinner. In that short time I sampled all the 
goods in the store. After eating a few dried apples and 
an orange or two, some peanuts and a large piece of 
candy, I still had time on my hands and I thought I 
would try one of what they called in those days, ‘Ladies’ 
cigars. This was made of wood with a hole through 
it and the hole was filled with smoking tobacco. It was 
a sort of progenitor of the modern cigarette. And then, 
talk about advertising for cigarettes!” 
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CHANGE 


Second Article 


By Saunders Norvell 


AST week I wrote about changes that take place in 
business 1n merchandise. This week I wish to 
write mainly about the more important changes 

that do, or should, take place in the personnel of a busi- 
ness. 
+ * * 

| have a small apartment in New York where [| stay all 
night when I am detained in town. This apartment is 
over one of Schrafft’s Restaurants. In the morning | 
often eat breakfast in this restaurant. Schrafft’s Restau- 
rants are exceedingly well managed. They are run al- 
most entirely by women. I have noticed that the tables 
are always set exactly the same. The portions are always 
exactly alike. The bill of fare is printed every day, but 
Schrafft’s confine themselves to only certain kinds of 
food. These foods are easily prepared and easily served. 
The list of items is somewhat limited. It is quite evident 
that slow-moving dishes have carefully been pruned out. 
They evidently believe in rapid turn-over. 

* K * 

However, | was especially interested in studying how 
they manage. The waitresses all dress neatly in black, 
with freshly laundered collars and cuffs. | never saw a 
frowzy waitress with soiled linen in a Schrafft Restau- 
rant. 

One morning, when I| was eating breakfast, I happened 
to take a seat in the back part of the restaurant. I was 
surprised to see a long line of young girls, each carrying 
a tray, holding quite an assortment of dishes. This line 
of waitresses passed up to a certain table in turn. At 
this table a manageress was standing. She was teaching 
the girls just how to set a table and serve a guesta la 
Schrafft. I watched the class in action. The manageres: 
was very pleasant. She was not in a hurry. She was not 
irritated. When a new waitress did not do the thing cor- 
rectly, she simply had her do it over and over again until 
it had been done in a satisfactory manner. The man- 
ageress smiled and spoke gently. 

* * * 


| learned afterward by talking to her that those young 
girls who had the intelligence to learn the job as they 
wished it done were retained, while other girls—and 
there were a good many of them—who just couldn’t do 
the job right, were politely dropped. In this class not 
only were the waitresses shown how to do their work, 
but their mental ability to do the work was tested at the 
same time. 

* * * 

I asked the manageress of this restaurant, a very 
bright, capable woman, about their turn-over—I mean— 
turn-over in employees. She said that as they employed 
mainly women the turn-over was naturally very large. 
Girls found other jobs. They got married. In the large 
number of their employees, they could figure almost ex- 
actly on the rate of turn-over. This turn-over varied 
with the seasons of the year. In some seasons there were 
more girls quitting than in other seasons. However, ex- 
perience had taught Schrafft’s just what would happen, 
and so they knew in advance and constantly kept up 
their training school. Therefore they always had enough 
girls in reserve to promptly fill vacancies and to keep up 
the efficiency of their organization. 


For five years | have rented this apartment from 
Schrafft’s. I always receive the bill for the monthly 
rental two days before the end of the month. Schrafft’s 
bill always comes first of all my monthly bills. My sec- 
retary pays my bills just as they are received. Conse- 
quently, Schrafft’s get their money just a few days ahead 
of all my other creditors. 

* * * 

| have never seen the manager of Schrafft’s apart- 
ments since the time I engaged the apartment, five years 
ago. When I wish anything done about the plumbing or 
the decorating or the shades, I simply write him a letter 
and immediately the thing is done. Recently I decided 
that the apartment needed papering. I wrote to this 
effect. In reply, I immediately received a letter advising 
me to go to a certain wall paper store and select any pa- 
per I desired up to a certain price. I never went. I wrote, 
describing exactly what I wanted in wall paper. Some- 
one—lI do not know who—selected this paper for me. It 
was put on the walls. Why have so much talk about 
everything? I continue to stay in this apartment mainly 
because I like Schrafft’s, although I do not know a single 
soul at the head of this business. All I know is that there 
must be a head and there are certainly efficient sub- and 
demi-heads clear down to the porter in a white suit who 
answers an S O'S call for ice when there is a hardware 
executive committee meeting that has adjourned from 
the Waldorf over to my apartment! Whenever we wish 
ice we simply pick up the telephone—one of these new 
dial affairs—turn the dial and call for ice. It is immedi- 
ately delivered, although I notice that the porter who does 
the delivering can hardly speak English. I think he is a 
Greek, but he has been taught his job, and the less con- 
versation in connection with his work, the better. If he 
were Irish, he would do 25 per cent less work because, 
no doubt, you have noticed the Irish must talk! 

* * *K 

Speaking of dial telephones, it is interesting to note 
that the president of the telephone company recently 
made the statement that it was necessary to start putting 
in dial phones for the simple reason that at the present 
rate of increase in the use of the telephone, in ten years 
there would not be enough young women in the country 
to supply telephone operators. Therefore, looking ahead, 
the telephone company is installing dials to take the place 
of young women. This dial telephone, in its operation, 
is one of the mechanical wonders of the age—but all that 
is another story. 

* * * 

Another thing in connection with telephones is some- 
thing you possibly never thought of. Suppose a new sky- 
scraper is put up in New York. At a certain date this 
skyscraper is ready for occupancy. All the rooms have 
been leased in advance. Did you ever think that when 
these new tenants take their rooms all their telephones 
are ready? In some buildings in New York City there 
are as many as 5,000 separate and distinct telephones. 
Installing these telephones, wiring them and arranging 
the numbers, as well as putting the names in the tele- 
phone books, is all done so quietly and efficiently that we 
take this service simply as a matter of course. We do 
not even stop to wonder at how well it is done. Do you 
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know that the telephone companies run regular schools 
for the education of their employees? They have labora- 
tories where hundreds of experts are working out prob- 
lems, not of the telephone of today, but of the telephone 
of the future. Millions of dollars are spent by The Bell 
Telephone Company in its research department. If you 
are interested, look up a recent number of the magazine, 
The World’s Work, and read what the telephone com- 
pany is doing. You will be amazed. 
a 


The efficiency in management of some of our large 
corporations is almost beyond belief. Nothing is left to 
chance. Nothing is wasted. They are never satisfied. 
They are always seeking improvements. They realize 
that change is the law of life and they live amid constant 
changes. Corporations so managed are those that are 
showing the large profits that make some of us feel, when 
we read their statements, that there must be something 
wrong about it—how can they earn so much money? 
Back of this earning power is MANAGEMENT, and 
the great corporations today are ever on the alert, seek- 
ing the right kind of material to manage their enter- 
prises. 

* * * 

Now, I have attempted to draw the above suggested 
pictures of certain kinds of management because I now 
wish to draw a picture of other kinds of management. 
[ can not do your thinking for you. The best I can ever 
hope to do is to suggest thoughts that you may carry on 
to your own ultimate conclusions. 

* **K *K 


An elderly man called on me this week whose name | 
have often heard. I had never met him before. He is 
past seventy-five years of age and is one of the leading 
hardware manufacturers in this country. He brought 
with him the statement of his business covering many 
years past. This man has been very successful and has 
accumulated a large fortune. Now I will briefly tell the 
story he told me. I had a long chat with him. 

a 


He started his business in this country many years 
ago with other members of h's family. It was, and is, 
a family affair. They were careful, prudent, economical 
and hard-working. They stuck closely to their own line 
of business. The business grew with the country. They 
kept the business strictly in their own hands. Their em- 
ployees were simply employees. They were not expected 
to be managers. The family supplied all the executive 
management that this business needed, and, judging by 
the figures on their statements, it must have been pretty 
good management ! 

K * 

BUT—in the past few years every member of the 
family in the business has died except this one old man. 
He now realizes that he can not continue in this world 
indefinitely. There is actually no one in this large busi- 
ness who has been trained to run it! This old gentleman 
still keeps his finger on every part of the business. He 
realizes that when he dies there is absolutely no one to 
take his place. This wise, successful old gentleman now 
realizes that he has made a very serious mistake in not 
train ng younger men to follow in the footsteps of the 
older executives. The results of their business have been 
kept a secret. They have never published any statements. 
It has been a vest-pocket business, but now the time has 
come when the only living executive wishes to turn over 
the reins to someone else and there is nobody trained to 
take the job. This business was managed on the basis of 
personal permanence, when, unfortunately, we live in a 
world of change. Time stands still but men pass. 
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‘Why don't you sell out ?’’—I inquired of this success- 
ful manufacturer. He smiled a little wryly and put his 
finger on a certain figure in the statement of his business 
lying on the table before us. This figure was the basis 
on which plant and equipment was carried in this state- 
ment. It was a very small figure. ““Oh, | see,” I said. 
“You have reduced machinery at the rate of 10 per cent 
per annum and you have charged off buildings at the rate 
of 5 per cent. You have replaced and kept up the ma- 
chinery and you have kept your buildings in perfect re- 
pair. Now, as the years have passed and as you have 
charged off these percentages every year, there is virtu- 
ally nothing on your statement in the way of figures to 
represent buildings, machinery and equipment.” He 
looked at me and just nodded. ‘‘So,” I said, “if you sell 
out, all your plant and your machinery and your inven- 
tory must be appraised and if you get what they are 
worth you will show such an enormous profit on the 
transaction that Uncle Sam won’t do a thing to you on 
your income tax. Is that where the shoe pinches ?”—and 
the old gentleman just nodded. 

* ok * 





“Well, well,” I answered. ““The only way out of this 
difficulty is to form an amalgamation with some other 
factory that, by reason of poor management, has not been 
doing so well. Possibly the remarkable showing that 
you make may help some other factory with a poor show- 
ing. This other factory, by reason of its lack of success, 
may be bought at a very low price. This will help you 
get a very good price for your factory. We could throw 
the two factories into the same statement and possibly 1n 
the shuffle you may be able to get enough for your good 
will to offset some of the income tax you will have to 
pay on your present concealed assets.”’ “That is just 
about my idea,” said the old gentleman. ‘I thought pos- 
sibly you might be able to help me amalgamate with 
somebody.” So I promised to look around and hunt for 
that other factory. Then the old gentleman departed, 
promising to call again in a few days. 

* *K K 

Now, it is quite a far cry from Schrafft’s little restau- 
rant where I eat breakfast to the smokestacks of this 
great and successful hardware factory, but after my 
guest departed I could not help but think that if he had 
had a little more of Schrafft’s preparing-for-change man- 
agement in his business he would not now be looking 
around for an amalgamation with some siranger just to 
get his affairs in shape before his name is engraved on 
a marble shaft in Woodlawn! 

Now, let us analyze, in a general way, what is happen- 
ing all over this country in all lines of business. A hard- 
working, frugal, ambitious young fellow works for 
somebody else. He learns all the details of the game. He 
saves his money and finally, in a small way, goes into 
business for himself. He puts every dollar he has and 
frequently every dollar he can borrow, into his own 
enterprise. He backs himself with everything he owns 
in the world. It is a case of root, hog or die. He works 
like mad. He watches every cent. He has his ups-and- 
downs but his business prospers. A man in business for 
himself prospers for two reasons—first, because he gets 
the unearned increment of increasing population and 
a territory growing in wealth. A _ business managed 
with just a littke common sense, under such conditions, 
would grow unless the owner went to work and killed 
it with an axe. The second reason for his success is 
that his growing business, by its demands for capital, 
keeps him broke. A successful, enterprising merchant 
is always hard up. He plows back all of his profits 

(Continued on page 90) 
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Are You 
Merchandising 


Paint 
OY 


Profit? 


These hardware dealers have 
found the methods here de- 
scribed to be successful. They 
pass along their experience 























N the spring months one out of every 
| five sales made by the William H. 
ox Co., Cincinnati, is of paint. While 
its paint business during the remainder of 
the year is not maintained at that high 
point, nevertheless in volume it consti- 
tutes a substantial percentage of the total 
trade. 

Successful merchandising of paint by 
this company has been established by mak- 
ing a special appeal to housewives. To 
secure the absolute confidence of its cus- 
tomers has been the laudable objective 
which, to a great degree, has been at- 
tained. Emphasis has been placed upon 
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The paint stock in the store of William H. Fox Co., Cincinnati. 
Ohio, indicates that paint constitutes a substantial percentage of 
the total trade. 


selling the housewife what is correct. In that way the 
return of goods is avoided, and satisfaction on the part 
of the customer is realized. 

By adhering to a strict policy of advising its trade 
in the purchase of the kind of paint which will best 
suit the purpose for which it is intended, and by con- 
centrating much attention upon the housewife, the com- 
pany in the past three years has doubled its paint sales. 
Analysis of the-orders shows that of the total volume 
60 per cent was placed by women. 

The entire line of paints is featured in the spring 
months of April, May and June. Window displays are 





The paint department of the Peck Co., St. Johnsbury, Vt. 
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utilized for about two weeks prior to the opening of 
the season to convey the thought that the ‘“‘clean-up and 
paint-up” period is almost at hand. In June paint for 
porch furniture and for camps is the big seller. In that 
month the specialties, such as auto and canoe enamels, 
are in heavy demand. It is then that boys particularly 
are an important factor as purchasers. 

Fach year more paint is being sold in the fall, accord- 
ing to Will Fox. Outside floor paint and furniture 
enamels and varnishes are featured in September and 
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The merchant handling paint should be well posted 
in the use and abuse of paint and be able to advise cus- 
tomers on the kind, color and amount of paint required 
on any job, as well as to sell the proper brushes. 

Coordination of window displays, direct mail and 


newspaper advertising will make a surprising difference 


in paint sales. In the advertising call attention to your 
window display, and do not forget the price tickets. 
This method helped Beaulieu & Ineck, Winner, 5. Dak., 
a town of 3000, to sell $5,000 worth of paint a year. 


October. 

To prevent over- 
stocking of paints, the 
shelving on which the 
paint is kept was re- 
arranged about a year 
ago. As a result the 
amount of merchandise 
carried has been re- 
duced more than 30 per 
cent and a better turn- 
over has been effected. 
While it is true that the 
quantity of stock is less, 
it actually is more di- 
versified. Under the 
new plan gallons and 
half gallons are kept to- 
gether; quarts are on a 
separate shelf, and pints 
and half pints are 
grouped. The — old 
shelving was 13 in. in 
height, whereas the new 
measures & in. for gal- 
lons, 6% in. for half 
gallons, 534 in. for 
quarts and 4% in. for 
pints. The 13-in. 
shelves have been re- 
tained at the top for 
varnishes. 

Never neglecting the 
opportunity to sell as 
much merchandise as 
possible, the officers of 





Get New Customers for Your 
Business: 
By definitely soliciting such business through direct- 


-by-mail letters of a cordial character, addressed to se- 


lected mailing list. 

By pleasing face-to-face solicitation of business from 
those whom you would like to serve or who might 
reciprocate business which you are giving them. 

By window displays of a seasonable, attractive and 
appealing character. 

By the offering of superior goods and service at a 
reasonable price. . 

By honest representation at all times, and promp 
readjustment of anything which is wrong. 

By asking those who have never patronized the busi- 
ness to give it a trial. 

By staging a New Customer Week with a special in- 
ducement for each new account approved by the credit 
department. 


Hold Old Customers: 


Ry being able to call them by name. 

By expressions of appreciation of patronage. 

By the friendly recognition of such people in the store 
and on the street. 

By notifying them by telephone when there is some- 
thing in extra value in which they might be interested. 

By protecting their interests at all times and wherever 
possible. 

By being ready to render helpful small services, cordi- 
ally and without additional charge. 


Miller & Sons, Ken- 
dallville, Ind., had a 
man from their paint 


department call on every 


home owner in town, 
not to sell paint but to 
sell the idea of paint. 
Resulting from his 
calls was a mailing list 
used for a direct mail 
campaign, backed up 
by newspaper advertis- 
ing, and personal ap- 
peal. Sales in that 
paint department are 
12,000 a year, with auto 
enamels at about $700 
more. In addition to 
this very successful ef- 
fort many leads were 
obtained by the good 
will “ambassador” 
which resulted in sales 
of such items as lino- 
leum, vacuum cleaners, 
washers, etc. 

In Bay City, Mich., 
the Rechlin Hardware 
Co. have successfully 
sold the “surface sav- 
ing’ idea, proving to 
real estate brokers 
that $500 spent in paint 
will sell a house quicker 
and at a higher figure. 
Following this they 
went after the used car 


the company have in- 
structed clerks to ask 


. entirely satisfactory. 
each customer buying 





By promptly making right anything which is not 


dealers and also con- 
vinced them. The 
The Rechlin paint de- 








paint whether he is in 
need of a brush. Such 
a reminder has proved to be a potent factor in increasing 
sales of brushes, for at the present time one out of every 
two people purchasing paint also buys a brush. 

Thus it is plain to see that there is nothing mysterious 
about the way in which the William H. Fox Co. has 
built up its paint business. Every alert hardware dealer 
has the same avenue to success open to him and should 
avail himself of the opportunity to explore it. 


Work with Manufacturers’ Representative 


With a paint stock of $18,000, Rackliffe Bros., New 
Britain, Conn., sell $125,000 in paints, varnishes and 
brushes. This firm solicits the factory, farm and house 
owner for paint business, and two three-day demonstra- 
tions are held each year. The men in the paint depart- 
ment work with the manufacturers on hard problems 
or hard sales, and learn from this contact all that should 
be known to use and sell paint. One of Rackliff’s win- 
dows is always devoted to paint. 


partment sent investi- 
gators up and down every street*in town to make a re- 
port on houses that needed painting. Personal letters 
suggesting a visit to the Rechlin paint department were 
sent to all good prospects. In these letters the sales 
angle used was, as in the letters to the real estate brokers. 
improving the investment. 

James & Hawkins, Inc., Jamaica, N. Y., sell about 
4000 cans of auto enamel every year. Early in the 
spring each salesman asks each customer: “Are you 
going to paint the car this year?’ From that simple 
introduction of the subject several good orders are re- 
ceived each week. Every car owner is a prospect and 
nearly every one is a car owner today. This plan doesn't 
sell every time but it has helped make the sale of auto 
enamels a very important and profitable part of the 
paint business. 

These are a few of the methods employed by other 
paint merchants to increase their sales turnovers. Per- 
haps they can be used to advantage in your store. Try 
them. 
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No fear of gardens suffering for want cf regular watering when the farm is equipped with a water system 


Farmers Need for Water Supply Opens Big 


Field for Hardwaremen 


RECENT survey covering 10,000 farm homes 
Ay brows out the interesting fact that on over 90 
per cent of the farms automobiles were owned, 
and on less than 10 per cent were there running water 
systems. Ninety-six per cent of the farm women did 
their own family washing, 61 per cent were compelled to 


3. See a Sas PARR AER SHAS + othe: 


A window display showing water system equipment by A. A. Wolfe, Jefferson, Wis. 





carry water an average of 39 ft. and the total weight of 
the water so used in a vear averaged 49 tons per home. 
()n 65 per cent of the farms the stock was watered from 
ponds or the water was pumped by hand and carried 
some distance. 

With this array of figures and similar ones which are 
issued from time to time by the 
L'nited States Department of Agri- 
culture in mind, it is not hard to see 
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the possible market in the agricultural sections of the 
country for pumps and water systems. Possibly it is 
because most hardware dealers—even those located in 
the smaller towns—are so used to merely turning on the 
“city water” faucet for their water supply that some of 
them fail to realize the vital importance of the water 
problem to the farmer. 

In order to sell to this farm market the dealer has only 
to line up the many reasons why a farm should be 
equipped with water under pressure—it will save labor, 
it is a safeguard against fire loss, it prevents drudgery 
in the housework, it adds to the health and happiness of 
the family, it promotes cleanliness, it adds to the value 
of the farm and it increases farm profits. Also, it is to 
be remembered that the installation of a pressure water 
system immediately opens up a field for the sale of many 
other items ; plumbing supplies, bathroom fixtures, wash- 
ing machines, garden hose and sprinklers, and so on. 

That the possible sale of farm water systems is a real 
market and not merely a fancied one is proved by the 
sales records of the hardware dealers who have already 
gone after this class of business. Located in San Angelo, 
Texas, a district where perhaps there is an especially 
good demand for pumps, wind-mills and water systems, 
the Harris-Luckett Hardware Co. sell annually better 
than $25,000 worth of these items. On their display floor 
they keep set up a complete water system as well as 
several wind-mills mounted on stub towers, a wind-mill 
head with the housing cut away to show the workiny 


parts and an array of hand pumps. Approximately 


$3,000 worth of repair parts are carried in stock in 
erder to give the customers prompt and efficient service. 
Other dealers have found it profitable to have a truck 


The accompanying photo shows how com- 
pactly a water system can be installed in 
a basement. Hardware dealers are the 
logical people to get this business, which 
can often be sold to the farmer with very 
little persuasion. Present-day living 
standards are making such conveniences 
almost imperative for the farm home. If 
automobiles can be sold to such a large 
percentage of the rural population, it is 
reasonable to suppose that this necessary 
and desirable comfort can also be sold if a 
little effort is expended in presenting it. 
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on which is mounted a water system pump so that dem- 
onstrations may be carried right to the farmer's door. 
A. H. Porter, of the Meriwether Hardware Co., Para- 
gould, Ark., in speaking of his truck demonstration, 
says, “A good way to obtain results with this equipment 
is to take the truck to the home of the prospective cus- 
tomer and leave it with him several days hooked up so 
that he can use it. It usually results in a sale.” 

The Jeter Hardware Co., Jonesboro, Ark., state that 
their truck gets attention everywhere, and, as such news 
travels fast through the country, they very often receive 
inquiries from places.remote from the farm visited by 
the demonstration. 

C. C. Bruscke, Good Thunder, Muinn., keeps one com- 
plete water system on his sales floor, and when it is sold 
orders another—last year he turned his stock of one 12 
times. In Braham, also in Minnesota, ]. A. Monson sells 
around half a dozen water systems annually, as do A. C. 
Dahms, at Moose Lake, and N. E. Given, at Bemidji. 
In each instance these dealers make the installation of 
these systems with their own shop men. Mr Monson 
states that his pump and water system business has 
caused him to recently open a plumbing department, 
for he has found that the farmers, with whom he does 
90 per cent of his business, are increasingly more in the 
market for home plumbing conveniences. 

Due possibly to the fact that the market for water 
pressure systems is to a large extent still undeveloped 
and sales are as yet placed on a highly competitive basis, 
few dealers have found it necessary to extend long time 
credits to make sales. In fact, many dealers report that 
they are selling water systems for cash only. 
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A Spring Song You'll Like 
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Here's a 


little. six-page folder that 


breathes human interest. It sold garden 
tools for Odell’s of Greensboro, N. C. 


HI soft, gentle breezes of spring will soon be 
caressing the budding trees—and the pussywillows 
down by the old mill stream will soon be fluffing 
out. And the season is near when every man dreams of 
a wonderful garden. And he is the man to advertise 
to . . . for the fever will be upon him—and he 
will buy. 
let’s advertise to him in a human-interest way!, Let's 
tell him about gardens—the garden of his dreams—and 
he will buy rakes, hoes, spades, pruning shears, trowels, 





varden hose and a hundred and one other items. Let’s 
get out a folder to him somewhat along these 


lines. 

Of gardens: Centuries ago 
the first garden was planted. 
And, coming down through the 
venerations of man, he _ has 
found it to be one of the great- 





mean the song of the birds the cooling trag- 
rance of dew-swept meadows the joy of living 

and a fuller knowledge of those things which 
often seem so indistinct. 

And, then, let’s tell the Bill Smiths and the people 
on Friendly Road about better tools to work with. 
About a rake that will smooth off the rough places 

that will take joy in sinking its prongs in the 
soil of a garden. And about this hoe that is just yearn- 
ing to get out in the wide, open spaces a hoe 
that is willing to cooperate at all times . . ._ that 
will aim at the weeds and not at the produce or flowers. 

And let’s tell the people on Sunset Drive about the 
flowers that creep up to the 
door. How they need a little 
digging around occasionally 
and how one of our 
trowels is so handy for that. 








est of refreshments to mind and 
body. Gardening is a fit and 
healthy recreation for a man of 
study or business. It unbends 
the thought and gives him vision 
and greater understanding. 
look back through the ages 
and you will find that a number 
of the world’s greatest leaders 
were tillers of the soil. As we 
remember, there was Gideon, 


trious bee 


thee, 
How could 


and flowers! 











And, as you work, the indus- 


Computes its time as well as 


Be reckoned, but with herbs 


Truly . . . for the lady 
who glories in flower culture 
we have a trowel that 

is just right in size and weight. 
Just look at these pruning 


t shears! Why they 
Fol an sweet and are almost a necessity for the 
wholesome hours rose bushes . . . and it 


does no harm to cut out those 
dying sprigs of honeysuckle at 
the back of: the garden. By 

















the thresher; Cincinnatus, the 
ploughman; King Cyrus, a 
srower of fruit trees; Cato Major, the gardener; and a 
hundred and one others. 

Plant A Garden This Year: It’s wonderful to get that 
intimate contact with nature. Only those who have 
gone out in their gardens in the dew of the morning 
can understand how easy it is to reconcile manual labor 
with the affairs of business. Of course, at first it seems 
a little hard to get up early. But coddle yourself with 
the notion that you’re going fishing and on 
the fourth or fifth morning you'll forget all about the 
fishin’ and the garden will be upon you. Six a. m. 
will mean more than just another hour to sleep. It will 






all means—a pair of pruning 
shears should be added to that 
better kit of garden tools. 
And _ let’s advertise lawn 
mowers light-running 
The kind that take pride in doing their 
Lawn mowers that are self-sharpening 
clean-sweeping and easy to operate. 
Garden hose in fashion’s decreed spring colors. Some 
is red some is gray and some is 
black. And, of course, it is all guaranteed not to kink. 
How interesting it all is! What reward for those 
who greet the rising sun in their overalls! What an 
irresistible lure! 
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lawn mowers. 
work well. 
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What the Hardware Council Is Doing 


The margin on low and high grade merchandise. 


and local taxation. 


HE Hardware Council in its work of investigat- 
ing conditions in the trade with a view of ascertain- 
ing the causes for the increase in the cost of 
distribution of hardware, has brought to light a number 
of very interesting facts. 
One portion of the report of a special committee is 
headed: Actual cost not an average. 
That portion of the report reads as follows: 
“Frequent mention is 


Facts on State 


Paving the way for better conditions. 


from the $6 margin to pay for such expenses and provide 
a profit.” 

Another portion of the committee’s report has con- 
siderable to say about State and local taxation. 

The portion referred to reads as follows: 

“Government expenditures create the need for taxa- 
tion. In 1919 after the war, Federal taxes totaled over 
$5,000,000,000 annually; State and local taxes about 

$3,000,000,000. 





made of the difficulty in 
securing a_ sufficient 


“Now Federal taxes 
have been reduced _ to 





margin to cover the cost 
of distribution and a rea- 
sonable profit. One of 
the outstanding causes for 
this condition is the com- 
petition of lower grades 
of goods at cheaper prices. 

“Any merchant who 
attempts to meet this sort 
of competition, must real- 
ize that his costs require 
a higher percentage of 
mark-up on low grades 
than on the high grades 
of the same or similar 
articles. A cheap grade 
article bought for $4 per 
dozen, and sold for $6 per 
dozen shows a margin of 
33 1/3 per cent on the 
selling price. The same 
article in a high grade, 
bought for $12, and sold 
for $18 per dozen, shows 
the same percentage of 
margin, but an _ actual 
margin of six dollars to 
cover the sale of the 
dozen, as compared to two 
dollars for the low grades. 





EALIZING 

the hardware 
trade is intensely in- 
terested in what the 
Hardware Council is 
doing, we are devot- 
ing a page of this 
magazine, each week, 
to its activities. 


The Council rep- 
resents you. 
therefore is your op- 
portunity to keep 
abreast with the 
great forward move- 
ment, which so vi- 
tally concerns’ the 
future of the hard- ture. 
ware industry. 


about  $3,000,000,000, 
while local, including State 
. taxes, have increased to 
over $5,000,000,000. The 
relative burden is_ re- 
versed. 

“This is not, however, 
the most alarming feature 
of the situation. Expen- 
ditures have _ increased 
faster than taxes, now ex- 
ceeding $7,000,000,000 for 
State and local govern- 
ments, compared to Fed- 
eral Government expendi- 
tures of slightly over $3,- 
000,000,000. The increase 
since 1922 has been at a 
particularly rapid rate. 
The funds for this more 
rapid rise of expenditures 
have come from borrow- 
ings that must be reflected 
in still greater advance in 
taxation in the near fu- 


that 


This 


“Sinking funds and in- 
terest must be provided 
for.from taxation income. 
An annual increase of 








“Many of the costs of 
handling the articles are 
the same in both cases, 





nearly a billion dollars per 
year in State and local in- 
debtedness for the past 








such as freight, trucking 

in and out, putting in and taking out of stock, packing 
cases, cost of packing, lighting, heating, repairs, depre- 
ciation, and insurance of warehouse; office expenses, 
such as ordering, checking, invoicing, collecting and so 
forth, rent or interest on value of buildings, interest on 
capital employed—except stock on hand—and_ other 
similar expenses. 

“Tf such expenses were charged against both grades, 
on the basis of cost per dozen, instead of percentage of 
the selling price, it would be found, in many cases, that 
they absorb the entire margin of $2 per dozen secured 
from the sale of the low grade articles, so that ali other 
expenses connected with the sale were an absolute loss, 
whereas on the high grade article four dollars remains 


four vears presents a 
heavy annual carrying charge. 

“Tn contrast, the Federal Government has so reduced 
its expenditures, that besides the great reduction in taxes, 
it has paid off nearly a billion a year of the Federal debt. 

“Local business organizations should study the need 
for local expenditures and exert their influence to con- 
fine them to objects for which they are willing to pay, 
especially when the money for improvements must be 
borrowed. It is the property owners who pay nearly 
all the local taxes.” 

Such a report gives the hardware trade something to 
think about. It is merely a sample of what the Hard- 
ware Council is doing to pave the way for better con- 
ditions in the trade. 
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Interior of the West Seattle store of the Ernst Hardware Co., which gives an idea of the abundance of light and room enjoyed by 
customers of this store. 


Ernst Hardware Company 
Operating New Model Store 


HE Ernst Hardware Co., 

long identified in the hard- 

ware world of Seattle, has 
recently been expanding and es- 
tablishing branches in the varti- 
ous thriving community centers 
of the city. The last and model 
store was opened recently in 
West Seattle, a thriving metropo- 
lis within the city, under the able 
management of Axel F. Carls- 
ten, who is a resident of that sec- 
tion, as are all of the personnel 
employed in the store. 

The store is excellently planned 
and arranged, all fixtures utilized 
being of a strictly modern na- 
ture. It covers an area of 6600 
sq. ft., with a 60-ft. frontage on California Ave., divided 
into two main windows and two slanting vestibule win- 
dows, giving, in reality, window frontage of 68 ft. and 
a large double-door entrance. 

The interior is very cleverly arranged, designed and 
executed under the direction of Lee B. Thomas, sales 
manager for the firm. An abundance of light is reflected 
through the front windows, being backed to a height of 
only 3 ft., providing for interior lighting for special 
displays at night. A row of leaded glass windows line 
the store in the rear, and attractive lighting fixtures are 
plentiful, thus providing sufficient light for all times. 
The ceilings and walls are finished in white, with the ex- 
ception of an orange and green color scheme worked 
out as a background for displays of practically all items. 
This combination is distinctive and its novelty is appeal- 
ing, the colors being of a rich shade and of a quality 
that retain color indefinitely. 

One of the attractive features of the store is the fact 
that all stocks are visible and all merchandise distinctly 
priced. In making this possible, the store has been de- 
partmentalized by the means of broad aisles. A main 
aisle, 6 ft. 4 in., is flanked by three other aisles 5 ft. 6 in. 





Axel T. Carlsten 


in width. These are crossed by an aisle directly inside 
entrance, in the center and in the rear, dividing the store 
into sections. Especially constructed counters of a horse- 
shoe type are used, with plate glass partitions, adjustable 
to any size, with a depth of 4 in. With the exception of 
wall paper, there 1s no counter in the building higher 
than 42 in., the greater majority being 32 in. high. These 
low counters enable the patron to have a complete view 
of other sections and assist in the self service, as do the 
price tags, neatly set in metal holders. 

The wallpaper section is an interesting part of the 
store, situated in the rear. Specially constructed cases 
line the wall and both sides, each case built to contain 
50 rolls of paper. There are 108 of these cases, enabling 
the display of a large and very complete stock. 

Kitchen and bath fixtures are excellently displayed in 
a separate room 
19 ft. by 15 ft. 
square. The fix- 
tures are ar- 
ranged in a 
group in the cen- 
ter, and lining 
the three walls. 
A varied assort- 
ment of lighting 
hxtures are at- 
tached to the 
ceiling and sev- 
eral keep burn- 
ing constantly, 
lending to the 
effectiveness of 
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Attractive electric 
glohe section of 
the Ernst Hard- 
ware Co., Seattle, 
Wash., showing 
open display meth- 
ods used. 
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the room. Others may be lighted for demonstration to 
customers. A_ representative line of hardware and 
plumbing fixtures, boilers, laundry trays, pipeless fur- 
naces, etc., as well as a complete line of fireplace fixtures, 
are handled in space devoted to display near the rear 
of the store. 

A novel exhibition of brooms, dustless mops and hand 
cleaning brushes are arranged in a rack having a ca- 
pacity of seven dozen brooms. This is constructed on 
the order of a double table, 30 in. from floor to top, the 
lower shelf 6 in. above the floor. The table is 3 ft. by 
4 ft.6 in. The brooms are held in an upright position by 
means of holes through which the handles are passed, 
and the brushes are hung from the top shelf by means 
of screws. 

Stationery, school supplies, including tablets, writing 
paper, rulers, pencils, paints, erasers, etc., are carried 
in complete stock in a section immediately to the left 
of the front entrance. The stock is kept neat and at- 
tractively displayed, resulting in a very satisfactory vol- 
ume of business. 

An attractive array of cutlery is displayed to the right 
of the main aisle, opposite stationery. Knives varying 
in size from paring to butcher knives are placed on 
background of white, with several pieces of artificial 
(wax) fruit placed around with paring knives thrust 
through them, emphasizing their stainless quality. Im- 
mediately to the back of the knife display are the cook- 
ing utensils in aluminum, tin and granite. Adjacent to 
this display is the chinaware, oven glass and glassware. 
One counter is devoted to polishes and cleaners and 
then comes the radio accessories and equipment. 

Specially designed shelves on the right toward the 
rear are built for the tools, only so high from the floor 
as to be conveniently reached by one standing. Complete 
lines of builders’ hardware, plumbers’ fittings, etc., are 
stocked in their individual bins. The horseshoe shaped 
counters serve excellently, with their various bins par- 
titioned off by glass, for the display of the merchandise. 

The electric light globe section deserves special men- 
tion as it is perhaps one of the most unique features of 
the store. The top of a counter is equipped with sockets, 
globes are screwed of one size from front to back and 
of a graduated size from left to right, embracing clear, 
frosted, flame and colored bulbs. Corresponding rows 
of globes are screwed on the under side of the first wall 
shelf, thus enabling a customer to wait upon himself 
when he wishes to test the strength or quality of a cer- 
tain bulb. The shelves above are stocked with boxes of 
globes, arranged so that only the ends of the bulb show, 
suggestive of an unlimited quantity. Lining the top of 
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the stock cases in single file are electrical appliances, 
such as heaters, waffle irons, etc. 

In the front and toward the right of the store a small 
wicker desk and chairs are placed for the convenience 
of customers who may wish to write checks or rest. 
This is arranged on a linoleum rug, and grouped 
about is an electric washer or two and a vacuum cleaner. 
A stone drinking fountain stands in the center of the 
store, and the rest rooms are located toward the back 
of the building in inconspicuous places. Ferns in wicker 
baskets and an occasional attractive basket on a stand- 
ard are placed about the store to lend generally an air 
of attractiveness. These may be purchased but are not 
featured in special departments. 

A soda fountain is extraordinary for a hardware 
store, but in this case is proving very successtul. This 
fountain has a 20-seat capacity, is equipped with frigi- 
dair and steam table, and is finished in rich walnut. 
Electric waffle irons, toastwich racks, etc., make up a 
part of the equipment. The fountain is located in the 
front corner section to the left of the main entrance. 
flanked on the outer edge, backing along the window, by 
an attractive candy counter and cookie rack. A good 
many sales are made to the patrons of the fountain as 
there is a suggestive selling appeal here. The fountain 
is patronized extensively, and especially so at the noon 
hour, when it is filled to capacity many times. 

There is a staff of five girls and three men maintained 
regularly to care for the fourteen main departments. 
This service, of course, is augmented during rush sea- 
sons as the holiday period. A cash register system is 
used. Prices correspond identically with those of the 
main downtown stores. Two daily delivery services are 
featured, and access to the warehouse and downtown 
store is maintained that a customer may have merchan- 
dise delivered on one of the two deliveries if demand is 
made for articles not in stock at the store. 

The opening campaign was introduced through dis- 
tribution of many thousand four-page heralds, printed 
in orange and green, corresponding with color scheme 
carried out in the store. Excellent specials featured the 
opening, and souvenirs were distributed to everyone at- 
tending, 1600 to 1700 people visiting during the day. 
The same prices will be maintained in the branch stores, 
sales will be featured on the same days, thus encouraging 
the women to shop in their own districts. 

Axel F. Carlsten, managing the store, has had a 
wide experience in this field, and, due to his success in 
putting over the company’s first branch store, the Holly- 
wood, he was selected to care for supervision of this 
West Seattle branch. 





Price-Cutting Is Peanut Salesmanship 


HIE price-cutter is worse than a criminal. He is a 

fool. He not only pulls down the standing of his 
goods ; he not only pulls down his competitors ; he pulls 
down himself and his whole trade. He scuttles the ship 
in which he, himself, is afloat. 

Nothing is so easy as to cut prices; and nothing is so 
hard as to get them back when once they have been 
pulled down. 

Any child can throw a glass of water on the floor, 
but all the wisest scientists in the world can’t pick that 
water up. 


Who gets the benefit of price-cutting? Nobody. 


The man who sells makes no net profit; and the man 
who buys soon finds himself getting an inferior article. 
permanently keep up_ the 


No manufacturer can 


standard of his goods if the price 1s persistently cut. 
Pretty soon he is compelled to use cheaper materials, 
and to cut down the wages of his workers. 

The man who cuts prices puts up the sign: “This way 
to the junk heap.” 

He admits his own failure as a salesman. He admits 
he has been defeated according to the Marquis of 
Queensbury rules of business. He admits he cannot 
win by fighting fair. He brands himself as a hitter- 
helow-the-belt. 

If the business world were dominated by price-cutters, 
there would be no business at all. 

Price-cutting, in fact, is not business any more than 
smallpox is health.—Doorways. 
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Numerous Important Trade Topics Discussed 
by Montana Dealers’ Association 


Torts the future of the implement industry hinges on the well-being 
of the farmer was brought out in the opening address of President 
W. A. Lundahl, Great Falls, before the annual convertion of the Mon- 
tana Implement and Hardware Association, held at Billings, Mont., Feb. 24, 


25 and 26. 


President Lundahl reviewed the work of the association during 


the past year, and pointed out where the national federation was endeavor- 
ing to secure better freight rates for the farmer as well as for the implement 


and hardware merchant. 


Members of the association from virtually every 


section of the State were present at the convention. 





A. C. Talmage, Bozeman, Mont., secre- 
tary of the association, emphasized the 
need for an increased membership and the 
benefits to be derived from a greater reve- 
nue, and from having more dealers co- 
operating in the profits. He said that 
although the speakers on the program were 
the best that have appeared on any con- 





vention program of the organization, with | 
all deference to former speakers, he be- | 


revenue lec- 


still 


leved that with 
turers could be 
attraction. 


a greater 
secured of 


vreater | 


The delivery problem of the implement | 


dealer caused some discussion during the 
first day’s sessions. H. G. O’Rourke, 
Helena, Mont., precipitated the discussion 
when he gave an address on “Delivering 
the Goods,” in which he told of the sys- 
tem in vogue with his firm. The speaker 
cited figures which showed that it cost 
$11.50 per day for the labor to set up 
implements. A man especially hired for 
this work was paid $7.50 per day and a 
helper received $4. 

S. C. West, Jordan, Mont., in a brief 
talk averred that the mail order imple- 
ment house is injuring the _ established 
dealer, giving facts and figures compiled 
from records of his own establishment at 
Jordan, which is located 70 miles from 
a railroad. 

A general survey of the implement situ- 
ation throughout the United States was 
given the association by O. P. Robb, gen- 
eral sales manager for the [merson- 
Brantingham Company, of Rockford, II. 
Mr. Robb had attended implement dealers’ 
conventions in Omaha, Minneapolis, Kan- 
sas City, Dallas, Texas and Philadelphia, 
and said that the situation in Montana is 
as good, if not better, than in any of these 
places. Conditions generally are improving 
and the heavy inventories of last fall are 
now being moved out. The low-price cot- 
ton situation is injuring Texas and the 
bank trouble in Iowa is hurting that State. 
Texas is planning to diversify to alleviate 
the trouble. Conditions generally through- 
out the East were much better, he said. 

There were less failures in the imple- 
ment business in Montana last year than 
in any other line, it was brought out by 
IF. M. Stewart, of Great Falls. This is 
the time after a period of several years 
that the implement dealers of Montana can 
enjoy some of the pleasures of the busi- 
ness after suffering at various times. The 
result of a 30-day trip over Montana was 





that Mr. Stewart is firmly convinced that the 
man who goes out after the business instead 
of waiting for it will have a good season 
ahead of him. 

This speaker sounded a note of warn- 





W. A. Lundahl 
Retiring President 


ing to the dealers who have been ignor- 
ing the farmer and not showing the kind- 
ness due him. He said that farmers are 
complaining that dealers, when they get 





A. C. Talmage 
Secretary- Treasurer 


on top and are experiencing prosperity, 
forget about their customers. Go out into 
the country and visit the farmer and see 
what he is doing and how his livestock 
is getting along, the speaker urged. 





Economic conferences being held through- 
out Montana for the purpose of formu- 
lating a definite agricultural program fur- 
nished the subject of a talk before the 
meeting by Fred Bennion, of Bozeman, 
State county agent leader, the second day 
of the convention, and during this session 
the farmer was up for major consideration 
by the association. 

Speaking of the agricultural condition in 
Montana in comparison to other States, 
Mr. Bennion said that other localities are 
now experiencing the adversity which this 
State had several years ago. Montana, 
he said, had already struck the bedrock 
and was now on the upward path. 

He reviewed the various suggestions 
which have been made to ease the farm- 
ing situation, referring once to the Mc- 
Nary-Haugen bill. That President Cool- 
idge had vetoed the bill was first an- 
nounced in the city at the convention. 
Increased efficiency is one remedy for the 
problem that is being strived for in Mon- 
tana, the speaker said. He pointed out 
that with greater efficiency, production 
would be greater and if every State 
invoked such a program, the general situ- 
ation would not be greatly helped. The 
speaker said, however, that in view of 
the fact that Montana will probably be 
brought into competition with States where 
an efficiency program has been introduced, 
it will be necessary to keep pace if not 
set a pace for others. 

As to- the implement business in Mon- 
tana, Mr. Bennion said, basing his ob- 
servations on reports made by county 
agents throughout Montana, that there is 
a decided increase in the number of “duck 
foots” being used on Montana farms. The 
“duck foot” used with summer fallow has 
given good results, and was pointed out 
as one method of reducing the cost of 
farming on large non-irrigated areas. The 
furrow drill is being used much with suc- 
cess in central Montana, and experience 
this year shows that there is less winter 
kill where this machine has been used. 

W. N. Smith, of Great Falls, president 
of the Montana Milling Company, gave 
the second address of the Friday after- 
noon session on the subject, “It’s the 
Wheat.” The speaker traced the origin 
of wheat and its uses from biblical times, 
and said that today it is considered the 
main food of the household. 

He explained the export rate on wheat 
to the Pacific Coast, and said that it was 
working a hardship on the Montana mill- 
er. It should be the duty of every Mon- 
tana citizen, he said, to have the rate 
structure maintained in Montana that will 
not discriminate against any particular 
class of business. 

Dealers were given credit and sales sug- 
gestions by W. A. Van Heuklon, of 
Minneapolis, president of the Northwest 
Farm Equipment Association, who is here 
representing the National Association of 
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Farm Equipment manufacturers. Mr. Van 
Heuklon considered that Montana in gen- 
eral had a wonderful year in 1926, re- 
ceiving good prices for beets, wheat and 
livestock, the latter being above the aver- 
age for the previous five years. There is 
no reason, he told the association, why 
the profit and volume for 1927 business 
should not be greatly increased. 

In outlining his credit suggestions to the 
dealers for their business procedure this 
year, Mr. Van Heuklon urged the adop- 
tion of a three-fold plan of merchandising 
in the implement line, some of which, it 
was pointed out, were equally adaptable 
to other lines of business. Recommend- 
ing installment buying for implement lines, 
keeping accurate credit information and 
organization of credit interchange groups, 
the speaker developed his address along 
these lines and made a strong appeal to 
the dealers to put their business on a sys- 
tem whereby a budget would govern ex- 
penditures, thus keeping a proper control 
on the overhead cost of doing business. 

The speaker analyzed the question of 
profits and criticized the marketing of any 
goods by slashing prices, which, he said, 
must make itself felt on the profits of the 
business. He urged the members to pay 
less attention to volume and more to the 
overhead cost of doing business this year. 
The same conditions affecting the profits 
of the retailer also prevail in wholesale 
lines, he said. To prove his point he cited 
the fact that only three automobile com- 
panies showed a large increase in profits 
last year, while five showed greatly re- 
duced profits. In cutting down the over- 
head expense, the speaker prescribed the 
installation of a budget system in the re- 
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then be corrected at monthly meetings. 

In his credit suggestions, the speaker 
recommended selling the entire line of 
implements on the installment system, but 
with the same safeguards as are used in 
automobile installment contracts. This is 
contrary to the former practice of selling 
all farm implements on fall terms. He 
would insist on a minimum cash payment 
as well as monthly payments. The speaker 
criticized installment selling when it is not 
well controlled, resulting in the purchaser 
becoming involved with several inconsid- 
erate installment contracts which curtail 
his purchasing power. 

The matter of securing adjustment on 
freight rates was discussed at the conven- 
tion at the closing session by C. A. Streed- 


beck, traffic manager for the association, | 


who said that with the freight bills sent 
into him by a few members of the asso- 
ciation last year, he collected about $500 
from the railroads. He pointed out that 
overcharges are frequently made by mis- 


routing freight, but usually the mistakes 


are made in error of classification. 





Often- 
times there is a commodity rate in effect 
which is lower than a class rate and the 
dealers deserve a lower rate, he said. 

At the closing session of the nineteenth 
annual convention the recommendations of 
the board of directors to hold its 1928 
convention at Butte was accepted. W. J. 
Sewell, Butte, Mont., was elected presi- 
dent for the year, 1927. <A. S. Talmage, 
Bozeman, Mont., was again chosen as sec- 
retary and treasurer. S. C. West, Jordan, 
Mont., was appointed to the board of. di- 
rectors to succeed Mr. Sewell, newly 


' elected president. 


| 


tail implement business so that the leakage | 


in any department can be determined and 


Other officers elected at the closing ses- 
sion were: H. G. O’Rourke, Helena, vice- 
president; members of the board, Elmer 








| single one of them. 
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Talmage, Joliet, and retiring president 
W. A. Lundahl of Great Falls. 

Among the resolutions presented at the 
closing session and passed upon by the 
convention was one which protested over- 
crowding of dealers’ territory, which it 
was pointed out tended toward price cut- 
ting. The good roads program in the 
State was commended by the implement 
and hardware men and a vote of thanks 
was tendered the Commercial Club, manu- 
facturers, wholesalers and The Billings 
Gazette for their parts in contributing to 
the success of the convention. The con- 
vention closed on Saturday evening, Feb. 
26, with a banquet at which J. C. Yates, 
Billings, presided as toastmaster. 





The “Dead Heads” 


A so-called whirlwind of a 
credit man gave out a sort of confessional 
the other day of some of the types he 
avoids when making his decisions. Study 
them. Common sense would suggest every 
They include the fol- 
lowing: Those who are “offended” when 
asked for credit references. Minors not 
coming with written consents of responsi- 
ble parénts or guardians. Rolling stones 
who are habitually changing from job to 
job. Those who cannot easily refer to 
former creditors who are satisfied with 
their paying habits. Those overburdened 
with installment obligations. Those with- 
out bank accounts. Many professional 
types without regular and stated incomes. 
And here is an extremely interesting type: 
Heads of households who are being put 
to it to maintain sons or daughters capa- 
ble of self-support, or who, though they 
work, do not contribute their share toward 
the family exchequer. 


successful 


A Window Display That Strikes a Harmonious Note 


of Kaut 


RANK C. KIEHNE, 


& ; superintend the work on the floor. 


He 


Kriechbaum Co., Burlington, Iowa, is | believes that the most important job in 


responsible for the original and clever idea 
of dressing his window to simulate a pipe 
organ, using tools and other hardware to 
achieve the result. The organ is made up 
of rolls of screen, stovepipe, levels, vacuum 
bottles, flashlights, oil stoves, drill bits, 
etc. Thekeys are white zigzag rules, with 
carpenters’ pencils to make the flats and 
sharps. The stops are improvised by the 
use of strawberry hullers, while a tool box 
with the cover turned down forms the 
music rest. The foot manual, which does 
not show in the photo, is composed of 
short levels. 

There was not a nail or screw used in 
the entire job, says Mr. Kiehne, and, out- 
side of regular stock, just 20 cents’ worth 
of material was used, that being the gilt 
paper used to make the flute openings. 

This extremely ingenious window caused 
a tremendous interest among the public, 
but it is only one of the many window 
displays that Kaut & Kriechbaum have put 
in recently. 

Mr. Kiehne is president and general 
manager of the firm, and is a busy man 
indeed, but finds time to properly take care 
of the window displays and to personally 


| 
| 
! 








| 


the entire business is to be on the floor 
to meet his customers. 


pourra 


A pipe organ made of tools and other hardware by F. C. Kiehne, of Kaut & 
Kriechbaum, Burlington, Iowa. 
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Views, taken during the short Arctic days, of the hardware store of Mrs. K. Kaiser, Dawson, Yukon Territory, Canada 


This Woman Tackled a Man’s Sized Job 


Running a hardware store in the near arctic was not an alluring 
prospect for a woman, but it had to be done, so she did it— 
and creditably 


Klondike gold rush, with a population of some 
15,000, today can boast of but 300 people. Back 
in the heyday of Dawson’s prosperity, Charles Kaiser 
kept a thriving hardware store, selling the heaviest 
hardware. Two men and a bookkeeper were necessary 
to take care of the increasing business. Death intervened, 
and Mrs. Kaiser found herself the possessor of a large 
stock of merchandise in a town that was rapidly declin- 
ing in population and possible business. Hers is a story 
of real hardship and of fortitude, but let her tell it. She 
says: 

“| never did anything but hard housework in my life 
until two years ago, when I was forced to continue my 
late husband’s business. There was no one here 

who could buy the business—and I had to live. 
“We have here in this little town three hard- 
ware stores, each with a stock of from $15,000 
to $20,000; two grocery stores, each carrving 
quite a line of hardware; two drug stores, which 
also carry sporting goods ; and 


D AWSON CITY, once filled with the glamor of the 









one cigar store, carrying 
pocket knives, flash lights, ra- 
zors, etc. 
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The gold rush 
has passed, 
leaving Dawson 
a little town 
indeed 
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“To make matters still more interesting, the mail order 
catalog has made its bow here. People see merchandise 
advertised so cheap that they send for paint, brushes, 
washing machines and many other items. They do not 
stop to consider that they are not only sending money 
away from their own town, but that it is gone for a 
whole six weeks before they receive the goods. Added 
to this there is the freight which the customer has to 
pay, as well as the express man who delivers the goods 
to them. 

“Frequently, when these people receive their purchases 
they are not satisfied with them and bring them to me to 
have them exchanged. Of course, I do not do this, but 
there are some merchants here who do. A few weeks ago. 
there appeared on the front page of our little newspaper 
an enermous ad for a mail order catalog. The people 
here, as I stated, have been sending their cash to this 
mail order house and letting the local merchants carry 
their long book accounts. 

“People complain when someone else robs them, but 
there are people who rob themselves every day and do 
not know it. 

‘‘“As you know, this part of the country is a thousand 
miles from anywhere, yet one can buy anything here. 
This means that with all our hardware coming from the 
United States and our being able only to ship once a 
year, we have to carry heavy stocks over long periods. 
On most items the freight amounts to more than the 
value of the goods, so we must get higher prices here 
than anywhere else. 

“If a keg of nails cost $4.50, the freight on it would 
be $5.00, so in selling them by the pound our price would 
have to be 15 cents to 20 cents a pound. The freight on 
most things is 4 cents a pound, but paint, nails and 
building paper run a little higher. 

“Tust now I referred to people who rob themselves, 
and in this I include the manufacturer and wholesaler. 
They should take better care of their trade than to be 
forever allowing themselves to be cheated. Some travel- 
ing salesmen get to be little more than house-to-house 
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peddlers. They want to sell—and sell only—without 
watching or knowing whether the one to whom they sell 
is in a position to pay for the goods or not, with the fre- 
quent result that the house has to repossess the goods, 
and more with it, which is a very unprofitable pro- 
cedure. 

“When a salesman sells me so many bars of iron or 
steel and a quantity of coal, and I pay freight amounting 
to more than the coal, in the hope that I will sell it to a 
mechanic, it does not seem right that this same salesman 
should walk into the mechanic’s shop and sell him the 
same bill of goods that he has just sold to me. Of course, 
the house loses out, because I cannot sell my iron, steel 
and coal and am unable to pay for it. It seems to me 
that these practices should be watched and checked. 

‘The duck season is now on and [| have just put in a 
window display depicting ‘a hunter’s dream.’ This is 
how it was arranged: The whole window was lined with 
green mosquito cloth, while in one corner were placed 
some spruce boughs, on which lay a “mush” with 
a heavy beard. A sleeping bag was arranged over him 
and an empty looking flask lay beside him, with his 
shotgun, shells and a game carrier with one celluloid 


HARDWARE AGE 


61 


duck on it. To represent a lake | placed a large mirror 
on the floor of the window and arranged the mosquito 
cloth and spruce twigs about the edges. In this lake were 
placed more celluloid ducks, some of which were placed 
in flying position. This window drew a great deal of 
attention, especially among the old hunters and miners. 
This brings me to another phase of doing business in 
the far north. 

‘Some of these old men come into town here every 
few years only and some who live ‘on the creeks’ for 
five or ten years. These men order everything they want 
by mail. I have won many of these customers by remem- 
bering them in various friendly ways, as, for instance, 
sending them the ‘funny papers’ and magazines. Last 
spring we had a heavy flood when the ice went out of the 
Yukon River. The old town, that every miner and 
hunter well knew, was in a dreadful way. It was entirely 
flooded. Of course, many pictures were taken about 
town when the flood was at its worst. I secured a num- 
ber of these pictures and sent them to these men who live 
so far away from town to let them see what the old place 
had looked like. Well, I can tell you they didn’t forget 
the town or my store.” 














Tétedds Binedwase Ca.’s Moved Lincoln Window 


Old Books and Pictures Replace Hardware Items in Lincoln Display 


SHORT time ago we were 

A icoking over a copy of the 

Rocky Mountain News of Den- 

ver, when our eye caught an illustra- 

tion of two attractive looking young 

ladies examining a portrait and some 

relics of the great Civit War Presi- 
dent, Abraham Lincoln. 

Under the picture was this caption: 

“Frank A. Bare, president of the 


Tritch Hardware Co., Denver, is an | 





| published in 1865. 


window at the store he has put on 
display -valuable articles from his 
collection. The lady on the left is 
holding a copy of ‘The Life of Lin- 
coln,’ published in 1872, and a copy 
of ‘The Life, Public Services and 
State Papers of Abraham Lincoln,’ 
The lady at the 


right is holding a rare portrait of 


_ Lincoln.” 


ardent collector of articles pertaining | 


to Abraham Lincoln. 


The picture and its caption inter- 
ested us very much, so we wrote our 





Frank A. Bare, president of the Tritch Hardware Co., Denver, is a discriminating and 


ardent collector of Lincolnian articles. 


This artistically arranged Lincoln window 


contains some of his acquisitions. 


Sa 








In a show | old friend Frank Bare, who, by the | . | 
| uable items in the display. 


dow did attract attention. 





way, was at one time secretary of 
the Ohio Retail Hardware Associa- 
tion, and asked him for a picture of 
the window and a little more infor- 
mation concerning it. 

The reply was characteristic. 
wrote: 

‘TI like to obey your orders, there- 
fore 1 am following instructions by 
forwarding at once a picture of our 
Lincoln window. Everything shown 
in the picture is from my own col- 
lection, and there are some very val- 
The win- 
[ received 
some very nice letters from the city 
librarian and other worth-while peo- 


He 


_ple here in Denver concerning the 


display.” 

The display was installed in the 
windows of the Tritch Hardware Co. 
just prior to Lincoln’s Birthday, and 
was allowed to remain for several 
days. Thousands of Denver people 
saw it and commented on it, and 
many asked permission to examine 
more closely the articles shown. 

It evidenced the patriotic spirit of 
those in the Tritch organization and 
brought the name of the firm strongly 
before the people of Denver. 

Such windows are valuable assets 
to any firm, particularly on special 
days such as Lincoln’s Birthday. 

Some day we are-going to call on 
Frank Bare and look over those Lin- 
coln mementoes ourselves. The 
window has stirred up our interest 
just as it did that of the good people 
in the Rocky Mountain section. 
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Indiana Hardware Clerks Attend School 


Through the efforts of Gilbert I. Sheely, 
secretary of the Indiana Retail Hardware 
Association, a unique school for hard- 
ware clerks in that State was held in 
Indianapolis during the week of March 7. 


The school, which was in the nature of | 
an intensified<“short course” in retail sales- | sions 





Carney were assisted in the work with the 
classes by nine other men from the Cole- 
man Company, who are experts in window 
trimming, merchandise display and sales- 


' manship. 


The programs for each of the two ses- 
was identical—the forenoon and 





Indiana Retail Hardware Merchandise Selling and Window Trimming School 


manship, the outgrowth of a. talk 
given before the recent convention of the 
Indiana Retail Hardware Association by 
Ralph W. Carney, sales promotion man- 


Was 


'to talks on salesmanship. — In 


windows, a 


ager of the Coleman Lamp Co., on the | 


subject of more efficient clerks. 
At that time Mr. Carney offered his 


services to the association in the conduct 


of a sales school, and Mr. Sheely accepted | : 
been installed by the experts. 


and worked out the details of the course 
just held. The school consisted of two 
two-day sessions, 63 clerks attending the 
first session and then returning to their 
stores and 65 others taking their place 
the last two days. Mr. Sheely and Mr. 


Al Berkenmeier and Harry Har- | 


ris Address North Jersey 
Dealers 
Two active members were the speakers 
at the regular meeting of the North Jersey 


Hardware Dealers’ Association, March 8, 


in the Down Town Club, Newark, N. J., 


' nected 


with President Lou Schelling, of Hoboken, | 


presiding. 
president of the 
fully the recent 


Organization, reported 
PASHA convention in 
Philadelphia, told the members of 
highlights of that get-together, and of 
the very large and fine exhibit in connec- 
tion with the convention. About 30 were 
present. 

Harry Harris, U. S. Hardware Co., 
3ayonne, N. J., gave a talk on modern 
merchandising, stressing the importance of 
properly using panels and other equipment 
available today for the display of goods. 

It was announced that Past President 
Sidney J. Milligan would talk on “Fellow- 
ship” at the April 12 meeting, which will 
be held at the Park Hotel, Plainfield, N. J. 


Chicago to Have Golf Show 


The second annual International Golf 
Show will be staged at the Hotel Sher- 
man, Chicago, March 21 to 26. The num- 


Secretary Al Berkenmeier, past | 


the | 





evening of the first day was given over 
the after- 
noon, with the aid of about 25 dummy 
demonstration of 
window trimming was given. The class 
was divided into groups of two or three 
clerks each, and each group copied the trim 
of some half dozen “‘windows” which had 


practical 


()n the second day classes of eight clerks 


each studied the construction of various 
hardware items and received from the 
“teachers” sales arguments to use in con- 


nection with them. 


up for space is well over a hundred and 
are the manufacturers of everything con- 
with golf, from balls to power 
tractors. 

A number of the leading “pros” will be 
in attendance and take part in the tourna- 
ment to be played on a miniature 18-hole 
indoor course. Society women of Chicago 
will also give a sports clothes style show 
in connection with the Golf Show. 


Martiny Brothers Buy Store 
at Frankville, New York 


Martiny Brothers, Alleghany, N. Y., 
have acquired the hardware and farm im- 


plement business of Watkins & Son, 
Frankville, N. Y., assuming immediate 
possession. 


Charles Weiland, Inc., [Issues 


1927 Catalog and Price List 


The firm of Charles Weiland, iInc., im- 
porter and factory representative of hard- 
ware, auto and radio accessories, house- 
furnishings, cutlery and sporting goods, 
147-149 Chambers Street, New York City, 
has issued its 1927 catalog to the trade. 

The new catalog contains 256 pages and 
covers, and is fully illustrative and de- 
scriptive of the many lines handled by the 
firm. It should make a handy addition to 


ber of exhibitors who have already signed | the dealers’ reference library. 
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Manhattan-Bronx Association 
Meeting of Triple Interest 
to Retailers 


President E. Ferguson sprung a three- 
star program on the members of the Hard- 
ware and Supply Dealers’ Association of 
the Manhattan and Bronx Boroughs, Inc., 
for the regular meeting held Tuesday, 
March 15, New York Turn Hall, Lexing- 
ton Avenue and East Ejighty-fifth Street, 
New York City. There was a practical 
demonstration and talk on window trim- 
ming, an inspirational merchandising talk 
and a demonstration on some of the many 
uses of brushing lacquer. 

The regular business of the meeting in- 
cluded reading of previous minutes and 
association correspondence by Secretary 
C. H. Tilson, report by J. W. Blair, treas- 
urer, and banquet report by G. Duncan 


MacLeod, chairman of the entertainment 


committee. Roy C. Schmidt, secretary, 
Hardware Boosters, was present as a 
guest. 


J. William Johnson,and Henry Berry, 
hoth representing the New York office of 
Dennison Mfg. Co., Framingham, Mass., 
contributed the window demonstration 
showing the use of Dennison’s crepe paper 
to give tone and color to otherwise drab 
displays. Mr. Johnson offered a_ short 
review of window display progress and 
stressed the need of color and the impor- 
tance of having the proper color and 
proper harmony of colors. After this in- 
troduction came a motion picture film, 
“Putting the Win in Windows,” a peppy 
and instructive film of Dennison’s, some 
parts in actual colors. 

With a mouthful of tacks, a magnetic 
hammer; a short length of broom handle 
and a heavy pair of shears, Henry Berry 
jumped into the portable window dummy 
in front, and in less than sixteen minutes 
worked out a complete background, val- 
lance and side decorations for a simple, 
effective window, using three colors of 
crepe which at full retail price would rep- 
resent about 45 cents’ investment. His 
work included the making of crepe paper 
tubes, rosettes, streamers, sunburst and 
many other attractive crepe paper designs. 
He told the members to treat crepe paper 
rough to work with rougher side outside. 

M. M. Godschalk, New York manager, 
Duluth Show Case Co., and a contributor 
to HARDWARE AGE, offered an inspirational 
talk on merchandising and on the proper 
qualities necessary for permanent success. 
He had a series of wooden blocks labeled 
“honesty, one price, display, courtesy, etc.” 
These were to represent bricks needed in 
building the final success. As his talk 
progressed, Mr. Godschalk added a brick 
or two, and finally had the complete sym- 
bolic success. 

Fred Bunnell, an expert from Devoe 
& Raynolds Co., gave a demonstration on 
some of the uses of brushing lacquer for 
decorating glassware, bowls, console sets, 
and any other odd pieces of glassware, 
metal goods, etc. He answered many 
questions on the use of lacquer, and while 
talking finished up half a dozen pieces. 
He showed the way to effect color blends 
and combines. 
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Illinois Association Holds 
Two Schools for Clerks 


Exactly 75 hardware clerks from stores 
in Chicago and the vicinity attended the 
three day “school” conducted under the di- 
rection of Paul W. Mulliken, assistant sec- 
retary of the Illinois Retail Hardware As- 
sociation, in that city March 15, 16 and 17. 
The “classes” were held in the assembly 
room of the Hibbard, Spencer, Bartlett and 
Company warehouse and lunches were 
served each day with the company’s com- 
pliments in their dining room. The actual 
instruction was given by Ralph W. Carney, 
sales promotion manager of the Coleman 
Lamp Company, and a corps of his as- 
sistants. 

Several talks on salesmanship were given 
and there were also practical demon- 
strations in window trimming and _ table 
decoration. Each clerk was required to 
dress a window, using the information he 
had gained on crepe paper decorations and 
backgrounds. On the third day of the 
meeting, Harlan Tarbell, show card ex- 
pert of Chicago, gave a short course on 
show card writing. 

The same program was also given March 
22, 23, 24 and 25 to a class of about 40 
clerks in Springfield, Ill, with the addi- 
tional day given over to a study of ad- 
vertising under the direction of Rudolph 
Miller, of the National Retail Hardware 
Association office. 


Foreign Trade Convention to 
Be Held at Detroit in May 


The farmers’ problem in foreign trade 
will occupy a prominent place on the pro- 
gram of the Fourteenth National Foreign 
Trade Convention, to be held at Detroit, 
Mich., May 25-27, according to O. K. 
Davis, secretary of the National Foreign 
Trade Council, in making public the con- 
vention’s preliminary program. 

Reduced railway fares have been granted 
by the passenger associations of the dif- 
ferent railroad districts of the country, 
as well as in Canada, assuring to all dele- 
gates round trip fares to Detroit at one 
and one-half the regular rate. 

Registrations for the convention are al- 
ready the largest in six years, in response 
to a rising interest in foreign trade indi- 
cated by our 1926 foreign trade tonnage 
of 94,183,000 tons, the greatest volume of 
international commerce in our history. 


Izaak Walton League to Meet 


The Izaak Walton League will hold its 
fifth annual convention, at which over 
3000 delegates are expected to be in at- 
tendance, at the Hotel Sherman, Chicago, 
April 7, 8 and 9. Following the cus- 
tom inaugurated two years ago, the Na- 
tional Sportsmen’s Show will be held in 
conjunction with the league meeting. 

There will be more than a hundred dis- 
plays of guns, fishing tackle, outboard 
motors, boats, sports clothes, tents, camp 
equipment and the like. Everyone in the 


sporting goods trade is invited to attend 
the show. 
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William Phelps Lewis Passes Away 


Prominent Figure in National Hardware Circles and One of Leaders in 
Trade Succumbs to Effects of Long Illness 


William Phelps Lewis, one of the out- 
standing figures in national hardware cir- 
cles and prominent in association work, 
died at his home in Atlantic City, N. J., 
March 16, at the age of 68 years. He 
had been failing in health since last sum- 
mer, when he was forced to relinquish his 


labors. 





W. P. Lewis 
Mr. Lewis was born in New Albany, 
Ind., Nov. 27, 1859. After graduating 


from high school, he assisted his father 
as paymaster of the Louisville, New AlI- 
bany, Chicago Railroad, Monon Route. 
His start in the hardware business was 
made at Louisville, Ky. He then estab- 
lished a hardware business in Lakeland, 
Fla., in partnership with his brother, 
Henry Bangs Lewis. Later he returned to 
New Albany, where with Walter B. Creed 
he founded the Lewis & Creed Hard- 
ware Co. 

“Bill” Lewis was the second president 
of the National Retail Hardware Associa- 





tion. He was instrumental in forming 
the National Hardware Mutual Fire In- 
surance Company, of which he became 
secretary and manager in conjunction 
with the Hardware Mutual Fire Associa- 
tion of Pennsylvania. These companies 
were later merged into the Penn-National 
Hardware Mutual. 

He was an organizer and secretary of 
the National Retail Hardware Association 
Secretaries. For 10 years he served as 
secretary of the Pennsylvania and Atlan- 
tic Seaboard Hardware Association, re- 
signing Aug. 1, 1918, and to him must go 
the credit of planning and successfully 
carrying out the “Pasha Idea” of conven- 
tion buying on a big scale, which he thor- 
oughly instilled into the minds of the 
membership until the conventions and ex- 
hibitions have become the greatest in the 
United. States and now take on interna- 
tional importance. 

“Bill” Lewis will be missed by his hun- 
dreds of friends in the hardware trade, 
where his work as a general secretary was 
crowned with success and his concen- 
trated efforts in the insurance field were 
productive of excellent results. His spirit 
will carry on and his influence widen until 
the last Great Convention, presided over 
by the Supreme Ruler of the universe, 
where it may be said of him, “Well done, 
thou good and faithful servant.” 

Mr. Lewis leaves his wife, Alma Con- 
nor Lewis, and three sons, Whitney Con- 
nor, Henry Bangs and Frederick William. 
Funeral services were held at the home in 
Atlantic City on March 18, while burial 
took place at Huntington, Pa., on March 19. 





S. S. Rockwood Resigns From 
Osborn Manufacturing 
Company 


S. S. Rockwood, for several years dis- 
trict manager of the Osborn Manutactur- 
ing Co., Cleveland, Ohio, in the Southern 
territory, has resigned, effective March 15. 

It is understood that Mr. Rockwood will 
remain in the South and represent a man- 
ufacturer distributing exclusively through 
the wholesale trade. 


Catalog No. 27 Issued by Stand- 
ard Tool Co. 


The Standard Tool Co., manufacturer 
of twist drills, reamers, taps, milling cut- 
ters, drill chucks, etc., is distributing its 
Catalog No. 27, comprising 332 pages and 
covers, which contains many faithful re- 
productions, descriptions and other in- 
formation pertinent to the company’s line 
of manufactured products. 

The book is of a convenient hand-book 
size and is thumb indexed for ready refer- 
ence and should make a valuable addition 
to the hardware merchant’s reference li- 


brary. 





Saunders Norvell Joins Manhat- 
“tan and Bronx Association 


First love is oftentimes strongest, par- 
ticularly if we mean love of an industry 
or business. So it is with Saunders Nor- 
vell, contributing editor of HARDWARE 
AcE, who recently joined the Hardware 
and Supply Dealers Association of the 
Manhattan and Bronx Boroughs, Inc., and 
was promptly appointed to the finance com- 
mittee by president Edward F. Ferguson. 
Mr. Norvell is the author of “Forty Years 
of Hardware,” published serially in HaArp- 
WARE AGE, then put out in book form. 
His most recent business venture was as 
chairman of the board, McKesson & Rob- 
bins, Inc., but prior to that he was thor- 
oughly a hardware man. He started with 
Simmons Hardware Co., St. Louis, became 
vice-president, then entered business for 
himself as president of ‘Norvell-Shapleigh 
Hardware Co. After selling his interest 
in the latter concern he became a hardware 
publisher, then after a short retirement 
entered the drug field with McKesson & 
Robbins, Inc. His weekly articles in 
HARDWARE AGE are familiar to all hard- 
ware men. 
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a Grand Success 
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“Market Week,” staged in Pittsburgh 
during the week of March 14 by the 
wholesalers’ council of the Chamber of 


Commerce of Pittsburgh, proved to be all 


that its sponsors expected and then some. | 


No less than 100,000 invitations were sent 


out to retail merchants within a radius of | 
150 miles of Pittsburgh, and the response | 


has been heavy. For instance, on Tues- 


day evening, March 15, preparation had | 


been made for feeding 200 visitors and 


their hosts at the dinner which preceded | 


the entertainment and talk, and the actual 


attendance at the dinner was 376, while | 
at least 75 more came in after the dinner | 
So it was | 
on | 


in time for the entertainment. 
on the succeeding nights, notably 
Thursday night, March 17, when as a re- 
sult of the intensive efforts of the hard- 
ware wholesalers, under the direction of 
A. J. Bihler, of the James C. 
Pittsburgh Retail Hardware Dealers As- | 
sociation, through its president, Frank A. | 
Hegner, the largest attendance of the week | 
was achieved, there being more than 500_ 
present. Llew S. Soule, editor of Harp- | 
WARE AGr, was the speaker that evening, | 
and there were many retail hardware deal- | 
ers who wanted to hear his talk, “What | 
Does the Chain Store Mean to You?” 

In tangible results, the wholesale dry 
goods business appears to have benefited | 
to a greater extent than some of the other | 
wholesale trades from the movement, | 
which had for its primary object the ac- 
quainting of retailers of all lines with the | 
fact that Pittsburgh is a wholesale cen- | 
ter in which retailers adjacent to that city 
can supply their requirements with all the | 
advantages of costs and services that are 
available elsewhere. There no doubt | 
that the contacts made will mean much | 
for future business of Pittsburgh whole 
salers and jobbers, and there is little ques 
tion but that the visitors secured a proper 
appreciation of the city’s business facili 
ties. 


18 


John B. Garver, Garver Brothers Co., 
Strasburg, Ohio, addressed the meeting | 
held in the main dining room of the Cham- | 
ber of Commerce on Tuesday evening, | 
March 15. Mr. Garver is identified with | 
the “World’s Largest Country Store,” | 
handling everything from needles 
anchors, and in speaking on “Keeping | 
Home Trade Sold,” he was able to draw | 
from a rich fund of experience afforded | 
by the diversified character of the com- | 


to | 


pany’s business. 
L.. I. McQueen, secretary, Pittsburgh | 
Association of Credit Men, was_ the | 


speaker on Wednesday evening, March 16, 
and had as his subject, “Making Credit 
Increase Your Profit.” There was much 
of positive benefit in this talk to all pres- 
ent, because Mr. McQueen explained in 
lucid fashion just what was and what was | 
not credit. He warned his hearers that 





Lindsay | 
Hardware Co., with the assistance of the | 





credit was valuable and was not to be ex- | 


tended too freely if it was to be apprect- 
ated. 

Llew S. Soule recounted in interesting 
fashion on Thursday night. March 1/7, 
what his studies into the chain store method 
of distribution had shown him, and what 
the individual retailer had to do if he 
was to survive this sort of competition. 
He outlined individual factors which have 
contributed to chain store growth, and indi- 
cated points which hardware dealers could 
adopt to advantage. On Friday night, 
Frank Mappes, Emery Hardware Co., 
Bradford, Pa., was the speaker. His sub- 
ject. “Improved Store Service,” was rich 
in suggestions as to proper displays, and 
he also cited the stimulus to business 
arising out of the catching of the cus- 
tomer’s eye, and by the right sort of a 
sales personnel. On each evening enter- 
tainments of high character were provided. 


The companies participating in the 
movement and their lines follow: 
Alling & Cory Co., Paper: Arbuckles 


& Co., Grocers ; Arbuthnot-Stephenson Co., 
Dry Goods; H. F. Behrhorst & Sons, Gro- 
cers; Berkman Bros., Clothing; M. Bonn 
Co., Jewelers; Chandler-Boyd Supply Co., 
Mill and Mine Supplies; H. Childs & Co., 
Shoes: Colonial Supply Co., Mill and 
Mine Supplies; Demmler Bros. Co., Hard- 


ware and Tin Plate; The Dilworth Co., 


Grocers; Doubleday-Hill Electric Co., 
Electrical Supplies; Grafner Bros., Jew- 


elers; (Graybar Electric Co., Electrical 
Supplies; Jas. B. Haines & Sons Co., Dry 
Goods; Harris Pump & Supply Co., 


Pumps, Plumbing and Heating Supplies; 
Heeren Bros. Co., Jewelers; Ludwig Hom- 
mel & Co., Electrical Supplies: Hukill- 
Hunter Co., Hardware: Iron City Elec- 
tric Co., Electrical Supplies; W. J. John 
ston Co., Jewelers: George A. Kelly Co., 
Drugs: L. Kingsbaker & Co., Clothing: 


Allen Kirkpatrick & Co., Grocers; M. B. | 
Kline Furniture Co., Furniture: Kolb 
Bros. & Hulsman Co., Millinery; J. C 


Lindsay Hardware Co., Hardware 
Gregg Hardware Co., Hardware; S. A 
Maxwell & Co., Wall Paper: Pittsburgh 
Dry Goods Co., Dry Goods; 
Gage & Supply Co., Mill and Mine Sup- 


- Logan- 


plies; Puritan Paint Co., Paint; Rauh 
Bros. & Co., Haberdashers; Reymer & 
sros., Inc., Confections and Cigars; The 


Reynolds Co., Clothing; Rieck-McJunkin 
Dairy Co., Milk, Cream and Ice Cream; 
Robbins Electric Co., Electrical Supplies; 


L. P. Seeley Co., Hats; D. C. Shaw & 
Co., Grocers; Shipley-Massingham Co., 
Drugs; L. H. Smith Woodenware Co., 


House Furnishings, Toys; Somers, Fitler 


& Todd Co., Mill and Mine Supplies: 
Standard Talking Machine Co., Phono- 
graphs and Radio; Superior Furniture 


Mfg. Co., Furniture; Union Electric Co., 
Electrical Supplies; Samuel Weinhaus Co., 
Jewelers; J. A. Williams & Co., Hard- 


ware: Joseph Woodwell Co., Hardware. 
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G. C. Gillan Establishes 


Manufacturers’ Agency 


G. C. Gillan has established a manu- 
facturers’ agency with offices in San Fran- 
cisco and New York City. He will sell 
to the jobbing trade in the Pacific Coast 





G. C. Gillan 


and Rocky Mountain States, representing 


Schrade Cutlery Co., Walden, N. Y.; 
| Staybright Cutlery Co., New Haven, 
Conn.; Hobson Flatware Co., Lansdale, 


Pa.; W. G. Browne Mfg. Co., Kingston, 
N. Y., and Metal Spong Sales Corp., 
Philadelphia, Pa. 

Mr. Gillan’s New York office is Room 
404, 141 Fifth Avenue. His San Fran- 
cisco office will be announced shortly. 

Mr. Gillan has been selling the hardware 
jobbing trade for the past twenty years, the 
last twelve of which were with Ontario 
Knife Co., Franklinville, N. Y., as sales 
manager. He is well known among hard- 
ware jobbing circles and an active figure 
at all national conventions. 


Hegner Talks to East Liverpool 
Retailers 


Frank A. Hegner, Hegner Hardware 
Co., Sewickley, Pa., and vice-president of 


_P.A.S.H.A., was a guest of the East Liver- 


pool Retail Association, at its semi-annual 
meeting on March 8 Mr. Hegner gave a 
on “Competition” touching on the 
chain store, mail order, department store 


and drug store activities in goods that 
properly should be distributed through 
hardware retailers. The East Liverpool 


Association is an informal organization of 


retailers located in East Liverpool, Ohio, 
| Chester, W. Va., and nearby towns. Meet- 


ings are held twice a year, which are at- 


tended by store owners and their employees 
_and afford an opportun‘ty for the free ex- 
change of ideas. 


| 





Adam Daum Elected President 
Pittsburgh Paint Club 


Adam E. Daum of the Impervious Var- 
nish Co. has been elected president of the 
Pittsburgh Paint, Oil and Varnish Club. 
The other officers are Walter McGhee, 


vice-president, L. C. Sadd, secretary, and 
H. J. Irvin, treasurer. 
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N. Herbert Godschalk Offering 
Special Services to Merchants 


N. Herbert Godschalk, 9070 206th 
Street, Bellaire, Long Island, after several 
years experience in the retail hardware 
business is now offering his services to 
merchants for the sampling of panel dis- 
plays, trimming of windows and other 
special services of that nature. He is the 
son of M. M. Godschalk, New York man- 
ager, Duluth Show Case Co., and author 
of the several bolt, screw, etc., charts, 
published regularly in HARDWARE AGE. 





William J. Prentice Buys Retail 
Store at Sinclairville, N. Y. 


William J. Prentice has acquired the 
retail hardware store at Sinclairville, New 
York, of Fred W. Rice, assuming posses- 
sion immediately. Mr. Prentice, the new 
owner, it is reported, plans some exten- 
sive alterations and improvements to the 
store. 


Great Western Stove Co. to 
Distribute Lamson Ice Machine 


The Lamson Ice Maid Refrigeration 
Machine, manufactured by The Lamson 
Co., Inc., Syracuse, N. Y., will be dis- 
tributed in the States of Iowa, Kansas and 
Nebraska by the Great Western Stove Co., 
Leavenworth, Kan. This company, found- 
ed in 1866, is one of the largest stove 
manufacturers and jobbers in the country, 
maintaining large warehouses in many 
western cities. A special refrigeration unit 
has been formed to handle the sales of the 
Lamson product. H. R. Willson is presi- 
dent of the Great Western Stove Co. 





Lockwood Manufacturing Co. 
Completes New Warehouse 


The Lockwood Manufacturing Co., 
manufacturer of builders’ hardware, South 
Norwalk, Conn., announces the comple- 
tion of a new warehouse, the first unit 
of a proposed group of warehouses. 

This new warehouse will greatly facili- 
tate the handling of the firm’s finished 
and semi-finished products. 





James Chambers Dies 


James Chambers, a veteran hardware 
merchant of Troy, N. Y., died at his 
home in that city on March 5. In his 
younger days Mr. Chambers was engaged 
in the hardware and harness business on 
the Pacific Coast, later moving East, and 
since that time has been located in Troy. 





Turner & Seymour Mfg. Co. 
to Make Monarch Sharpener 


The Turner & Seymour Mfg. Co., 
manufacturer of egg beaters and can- 
opening devices, Torrington, Conn., has 
acquired the Monarch Knife Sharpener, 
formerly made by the Jaywoolf Manu- 
facturing Co., New York City. It will 


hereafter be manufactured by the Turner 
& Seymour Company in addition to its 
well-known Blue Line of kitchen utensils. 
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Chase, Parker & Company Takes 
on Two New Lines 


The wholesale hardware firm of Chase, 
Parker & Co., Boston, Mass., has been 
appointed New England distributor for 
the “Buckeye” line of lawn mowers, man- 
ufactured by Mast, Foos & Co., Spring- 
field, Ohio. 

The firm also announces its appointment 
as distributor for the Union line of tool 
chests, made by the Union Tool Chest Co., 
Rochester, N. Y. 


ooo 


E. F. Nowers Now Identified 
with Chase, Parker & Co. 


E. F. Nowers, for the past ten years 
in charge of hardware sales for the R. 
B. McKim Co., Boston, Mass., has re- 
signed, to become identified with the 
wholesale hardware firm of Chase, Parker 
& Co., Boston. 


Tell Berna Joins Union Twist 
Drill Company 


Tell Berna, formerly sales manager of 
The G. A. Gray Co., Cincinnati, Ohio, 
has recently been appointed sales mana- 
ger of the Union Twist Drill Co., Athol, 
Mass. 


Minneapolis Dealers Elect New 
Directors 


More than fifty dealers attended the 
annual meeting of the Minneapolis Retail 
Hardware Association, held in that city 
during the last week in February. Paul 
J. Stokes and H. W. Bervig, both from 
the office of the Nation Retail Hardware 
Association at Indianapolis were speakers 
at the meeting. 

The election of a new board of directors 
also took place, the following being se- 
lected: E. F. Carlson, R. Stremel, E. N. 
Johnston, L. R. Ellis, H. M. Gardner, 
William Simms, E. T. Nagell and C. R. 
Settergren. This new board will meet in 
the near future and choose from its own 
number the officers of the association. 


eee ee 


George F. Konold, Jr., President 
Warren Tool & Forge Co. 


George F. Konold, Jr., has been electel 
to the presidency of the Warren Tool and 
Forge Co., Warren, Ohio, to fill the vacancy 
caused by the death of James D. Robertson 
some months ago. 


—_—_~-—. --—--- 


James R. Gault Retires from 
Firm of McFarland & Gault 


James R. Gault, a member of the hard- 
ware firm of McFarland & Gault, Hanni- 
bal, N. Y., has retired from the firm and 
will in the future devote his time to his 
automobile business at Oswego, N. Y. 

George Chilson, dairy farm proprietor of 
Fairdale, N. Y., it is reported, plans to ac- 
quire Mr. Gault’s share in the McFarland 
firm, and business will be conducted as 
heretofore. 
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Baltimore Retailers 
Hold First Meeting 
of the Year 


Address by James H. Hepbron on 
Evolution of Crime a Feature 
of Meeting—Thirty-two 
Members Present 


Sketching the evolution of criminal jus- 
tice from the time when an eye must be 
given for an eye, down to the present age, 
when sympathy too largely is the rule in 
criminal punishment, James M. Hepbron, 
director of the Criminal Justice Commis- 
sion of Baltimore, Md., told the members 
of the Baltimore Retail Hardware Asso- 
ciation, at its meeting in the Virginia Dare 
Restaurant in that city on March 8, that 
in comparison with foreign countries, the 
United States is the most lawless country 
in the world, and that the punishments 
meted out are entirely too liberal and 
dilatory. 

He also said that lack of promptness 
in trying cases usually results in acquit- 
tal and allows the criminal to again re- 
sume his criminal activities, as he real- 
izes that his chances of being punished 
are all in his own favor. He requested 
the members present to accept jury duty 
as a civic duty, to uphold the character 
of the city. 

The meeting was the first regular busi- 
ness session of the year, and 32 members 
were reported present. The minutes of 
the last regular meeting of the assocation, 
held in November, were read, as was also 
a report of the Seventh Annual Banquet. 

Applications for membership were re- 
ceived from W. H. Schaaf and Charles 
Mall. 

A reading and discussion of the revolver 
law, now before the Maryland State Legis- 
lature, followed Mr. Hepbron’s address. 
W. Glenn Pearce, Pasha field secretary, 
spoke briefly. A question box discussion 
ended the meeting. 


Beechview Hardware Co. 
to Open New Store 


J. F. Bernath and F. J. Osterhout, oper- 
ating the Beechview Hardware Co., 1602 
Broadway, Beechview, Pittsburgh, on 
April 1, will open a second store at 630 
Washington Road, Mt. Lebanon, Pitts- 
burgh. In the new store, which is the first 
all steel equipped hardware store in Pitts- 
burgh, the firm will feature builders’ 
hardware as the leading line, but will 
carry a full line of hardware. Mr. Ber- 
nath will manage the new store and Mr. 
Osterhout will be in charge of the Beech- 
view store. 


G. N. Bull With New York 
Office, Lincoln Electric Co. 


G. N. Bull, formerly with the Wash 
ington, D. C., office of the Worthington 
Pump and Machinery Co., has been ap 
pointed district manager of the Lincoln 
Electric Co., manufacturer of motors and 
welders, Cleveland, Ohio, with headquar- 
ters in New York City. 
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Industry Marked Time During February According 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


KPORTS of the United States Employment Service, Department of 
R Labor, show that industry marked time in February. Only a few of 
the major industries increased their forces while decreases in employ- 
ment were noted in several of the important industries, a common turn for 


that month. 
steel than during January. 


A greater volume of employment was recorded in iron and 


The automotive industry increased forces during the month and all 
indications point to further increases during March. The textile industry 
in the South 1s on a satisfactory basis, while in the New England districts 


part-time operations prevail. 


tries showed further reduction in employment. 


Both anthracite and bituminous coal indus- 


Metal mining continued 


active, with considerable expansion and new development in New Mexico 


and Arizona. 


No improvement was shown in employment in the shoe in- 


dustry. Slight gains were reported in the rubber industry, with prospects 


for increased employment in the immediate future. 


The prospects for the 


next 30 days are encouraging for increased employment in practically all 


lines of industry. 


Large road construction programs will 
be started in many States as soon as the 
weather permits, and in some sections the 
work has begun with the prevalence of 
ideal weather. This work will take up 
considerable slack employment. Building 
operations, which have been retarded on 
account of inclement weather, will show 
a marked improvement in the next 30 or 
60 days. A noticeable gain was made in 
the lumber industry of the Northwest 
during February, and prospects are bright. 





Judging from the many commendatory 
letters received by the White House from 
the agricultural communities of all sec- 
tions of the country, the Presidential veto 
of the McNary-Haugen farm bill has in- 
creased rather than decreased the prestige 
of Mr. Coolidge. It is said that rela- 
tively few messages reaching the White 
House protest against his veto. Appar- 
ently the veto is going to be the source 
of adding to the warm greeting that is 
in prospect for Mr. Coolidge when he 
establishes the summer White House in 
the Middle West. This will make three 
White Houses that the President and Mrs. 
Coolidge will have occupied this year. At 
present they are living in a beautiful man- 
sion on DuPont Circle while the historic 
hut modest White House on Pennsylvania 
Avenue is being made safe for Presidents, 
Republican and Democrat alike. The job 
was begun about two weeks ago, and the 
contract requires that it be completed in 
120 days. The slowness of some of the 
workmen has already put the bosses on 
nettles, and even frequent observation by 
the President of the work has not spurred 
the employees to lively steps. Unless 
there is more action, the President may be 
a witness to a quick labor turnover. 





It was only a little more than three 
decades ago that some one got up in the 
House of Representatives and in excited 
tone protested because appropriations had 





almost reached the billion-dollar mark. 
Whereat Speaker Reed replied that the 
United States was a billion-dollar country. 
Today that sounds like small-coin talk. 
How vast have been the strides of a na- 
tion may be rather well indicated by its 
appropriations in peace times. Accepting 
this as a mark, the stature of the United 
States is shown by the appropriations of 
$4,211,201,270.41 (not forgetting the pen- 
nies) made by the second session of the 
recent Sixty-ninth Congress alone. And 
even this did not include the second defi- 
ciency bill, carrying $115,336,010.20, which 
failed of passage by reason of the Senate 
filibuster. The Sixty-ninth Congress passed 
1422 laws, of which 807 were of a public 
character. As much as this legislative 
activity adds to the already imponderable 
number of laws, it is small when com- 
pared with what was contemplated, both 
in good faith and in the mefest political 
faith, In the House there were intro- 
duced 17,415 bills and 897 resolutions, a 
total of 18,312. In the Senate there were 
introduced 5835 bills and 582 resolutions, 
a total of 6417, making a grand total of 
24.729. The Congresstonal Record for 
the session carried 6194 pages of reading 
matter, some of which really were worth 
the time of any citizen to peruse, but a 
great many of which were otherwise. The 
cost per page was $38. So that the ex- 
pense to the government of printing the 
Congressional Record was the tidy sum 
of $235,372, based on reading pages alone. 





In going over legislation passed, it is 
interesting to observe that Congress con- 
tinues its habit of feeding pap to farm 
and labor organizations. The army bill 
retained the provision prohibiting use of 
its appropriations for the pay of officers, 
managers, superintendents, etc., in gov- 
ernment plants while using the stop watch 
or time studies, better known as the Tay- 
lor system. The Department of Justice 
bill prohibits the use of its appropriations 





to United States Employment Service 


to prosecute labor or agricultural organ- 
izations or individuals “entering into any 
combinations or agreements having in view 
the increasing of wages, shortening of 
hours or bettering the conditions of labor, 
or for any act done in furtherance thereof 
not in itself unlawful: Provided further, 
that no part of this appropriation shall be 
expended for the prosecution of producers 
of farm products and associations of 
farmers who cooperate and organize in an 
effort to and for the purpose to obtain and 
maintain a fair and reasonable price for 
their products.” 

Even granting the justice of these pro- 
visions in themselves, it has been con- 
tended that they are rank discriminations. 
Imagine provisions of similar character 
being applied ‘to the manufacturer, job- 
ber and retailer! 





The Federal Radio Commission has 
completed organization and set about its 
many tasks, some of which promise to 
be extremely formidable. Members of the 
Commission have gone before the micro- 
phone and explained to the country what 
the Commission has done and its plans 
of operations. They have been hooked up 
in these talks with almost all the United 
States, so that the multitudinous fans may 
know all about it. The Commission is an 
independent organization, and started off 
in a more or less crippled condition owing 
to the failure of the second deficiency bill 
to be enacted, this measure having car- 
ried an appropriation for the new organ- 
ization. However, as pointed out in a 
statement issued by the Commission, it has 
been taken under the kindly wings of the 
Department of Commerce through the 
courtesy of Secretary Hoover and housed 
in the department’s bill and also given 
clerical and financial aid from that source. 
Also, the Department of Agriculture has 
assigned Sam Pickard, of its Radio Ser- 
vice, to act as secretary of the Commis- 
sion, while the Department of Justice has 
offered the necessary legal assistance, and 
the War and Navy Departments, together 
with other governmental agencies, have 
also offered their services. The Commis- 
sion held its first meeting on Tuesday, 
March 15, Rear-Admiral William H. 
Bullard, chairman, who called it, being 
unable to attend, a fact he radioed and 
cabled from China. Judge Eugene O. 
Sykes, of Mississippi, was made _ vice- 
chairman. Other members of the Com- 
mission present included O. H. Caldwell, 


New York; H. A. Bellows, Minnesota, 
and J. F. Dillon, California. The Com- 


mission already has issued orders, pre- 
pared forms of applications for licenses 
and arranged for public hearings in Wash- 
ington from March 29 through April 1 
in order that those interested may assist 
the Commission in presenting views as to 
general policies. 
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Spring Weather Stimulates Hardware 
Trade in General—Spring Lines 


More Active—Few Price Changes 


ARDWARE business has been quick to feel the stimulus of 
spring weather according to reports from the various hard- 
ware market centers. The demand for spring garden tools and 
equipment has shown a very comprehensive increase during the 
past week and factors in the wholesale trade report that retailers 
are placing orders, requesting deliveries as soon as possible. Some 
jobbers have discontinued future datings on orders for spring goods 
and most of them are enthusiastic in predicting a spring and sum- 
mer business of satisfying proportions. 

A decided improvement in most sections of the country in sales 
of staple lines is also apparent, although most factors say that trade 
in current business could be better. A larger volume of current 
business is anticipated within the next few weeks. 

Few important price changes have been announced during the last 
week. Rope prices for the March-April period show a one-half cent 
increase. Last week it was announced in this column that several 
manufacturers of builders’ hardware had again withdrawn prices 
and that another advance of approximately 20 per cent would short- 
ly be announced. This advance has now taken effect. New dis- 
counts on bolts and nuts will go into effect on April 1, and manu- 
facturers are sending out to the trade the new discount sheets at this 
time. 

Collections and credits are reported generally in fair condition. 














Steel Business Improves 
in Pittsburgh District 


The steel business in the Pittsburgh 
market territory is still in a favorable 
position, but the past week has brought 
about no further expansion of production 
and it begins to look as if an engagement 
of 85 per cent of ingot capacity in this 
and nearby districts and of about 90 per 
cent of the country’s capacity would prove 
sufficient not only to supply current re- 
quirements, but to permit some additions 
to reserves as a precaution against devel- 
opments that may arise from the termina- 
tion of the wage scale agreement between 
coal mine operators and the union on the 
last day of this month. In the past three 
years March has been the month of peak 
production of steel, and it would be no 
great surprise if this year followed that 
precedent. 

While the past week has been marked 
by an appreciable gain in the orders for 
steel from the automotive industry, fre- 
quent declines in prices of crude oil, due 
to overproduction, already have affected 
the demand for pipe for oil well drilling 
and have modified expectations as to 
spring business from that source. Rail- 


road buying of rolling stock has not held 





up to earlier promises, and there is some 
evidence of caution among the roads in 
the releasing of rails and track acces- 
sories. 

Heavy production of tin plate over the 
past four months, combined with the fact 
that the can companies have much money 
tied up in unsold stocks of canned goods, 
causes some doubt as to the maintenance 
of the recent rate of tin mill operations. 
It now seems probable that the acreage 
in the vegetable crops, notably in peas 
and corn, will be curtailed to permit of a 
liquidation of stocks, with a consequent 
reduction in the amount of tin plate for 
canning those vegetables. 

Rather more attention is being paid in 
this district than in some others to the 
possible effect of the end of the wage 
scale agreement applying to union mines 
on March 31. This is probably due to 
the fact that in western Pennsylvania and 
southern Ohio the operators are more de- 
termined in their opposition to recogni- 
tion of the union than is true of some of 
the other fields which have operated under 
the scale. It appears likely that the strug- 
gle will be a real one in those districts 
and there are many who subscribe to the 
belief that the union will make a drive in 
the non-union districts in the effort to re- 
gain its former strong hold. Disturbance 





vo 





in the non-union districts is most feared, 
but there has been such liberal prepara- 
tion for any emergency that only a long 
drawn-out dispute can seriously affect the 
production of steel. 





List Prices Completely Re- 
vised on Bolts and Nuts 


New list prices for nearly all kinds of 
bolts and nuts, effective April 1, have been 
issued by the Buffalo Bolt Co., North 
Tonawanda, N. Y. The lists were pre- 
pared after careful study extending over 
more than a year by leading operating 
executives of the industry and are based 
on costs of manufacturing the various 
products under most modern conditions. 
The comprehensive nature of the change 
is indicated by the fact that, although pre- 
vious list prices on most styles of bolts 
and nuts were issued on Sept. 1, 1923, 
those on others date back much further. 
For example, the previous list on bolt ends 
first became effective Feb. 14, 1895; and 
that on hanger bolts goes back to May 21, 
1902. 

The new prices were not only based on 
the present relative costs of the different 
classes of bolts and nuts, but in the inter- 
ests of simplicity, they were devised so 
that a single discount could be applied 
against them. 

An entirely new method of quoting has 
been introduced with reference to hot- 
pressed and cold-punched nuts. These are 
now listed by the piece instead of by the 
pound and are thus subject to a percent- 
age discount instead of a cents per pound 
discount as heretofore. 

An exhaustive analysis of the new prices 
cannot be made in the time available be- 
fore*this article goes to press. Fifty-four 
samples taken at random from five dif- 
ferent lists showed 28 reductions, when 
translated into net prices, and 26 advances 
as compared with present quotations. 
There was a wide variation in the extent 
of the advances and reductions. 

As previously indicated the advances ap- 
pear to be about as numerous as the re- 
ductions. In machine bolts 17 samples 
were taken, of which 10 proved to be re- 
ductions and seven, advances. The reduc- 
tions ranged from less than 1 per cent to 
29 per cent, and the advances, from less 
than 2 per cent to 14 per cent. Of II 
samples of lag bolts, five were reductions 
and six, advances. The reductions varied 
from 3 per cent to 7 per cent and the ad- 
vances, from less than 1 per cent to nearly 
30 per cent. Of nine samples of plow 
bolts, four were reductions, ranging from 
21% per cent to 10 per cent, and five were 
advances, ranging from 9 per cent to 50 
per cent. Of eight samples of hot-pressed 
hexagon nuts, four were reductions, rang- 
ing from 4 per cent to 15% per cent, and 
four were advances ranging from less than 
1 per cent to 11 per cent. 
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Conditions Continue to Improve as 
Weather Becomes Settled—Prices Firmer 


(Chicago office of HARDWARE AGB) 


HERE is a continued expansion in the hardware trade, al- 
though the improvement is rather irregular in various sec- 


tions of the Middle West. 


However, as the spring season ap- 


proaches conditions seem to be becoming more settled and dealers 


are beginning to buy in larger quantities. 


Most retail stocks are 


very low and as a result a fairly satisfactory volume of spring and 
summer merchandise is being ordered for immediate delivery to 


replenish these stocks. 


Staple items, too, are having a steadily in- 


creasing demand and the situation as a whole is favorable, although 
falling somewhat behind last year’s record. 

Two very encouraging factors in the general situation are the 
continued activity in the steel industry and the record amount of 


building construction. 


Steel mills in this territory report a sharp 


increase in orders booked and prices are stiffening up. Production 
is being maintained at about 88 per cent capacity. 

Building operations are progressing rapidly due to the milder 
weather and the demand for all kinds of materials is very active 
with a tendency toward advancing prices. 


Prices on hardware items are showing a renewed firmness. 


Job- 


bers’ prices show no changes this week, although manufacturers of 
builders’ hardware have announced an increase of approximately 


25 per cent. 


AUTOMOBILE 
The demand for auto accessories is 
improving slowly as the weather be- 
comes milder. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Poa. —Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, ‘45. each; Champion Blue 
Box line, 53c, each; C. 53c. each; 
lots of 100, 50c.; A. Cc. Special Ford, 
36c. each. 
we Light. — Appleton, No. 3280, 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

” an — Rose, 1% 
$1.85, 


stocks, 


in. cylinder, 


Tires and Tubes.—30 x 3% oversize 
cord tires, $8.75 each; regular cord 
$6.60 each: gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.50 each. 


BASEBALL GOODS.—The demand is 
large, with the dealers getting their 
stocks and windows in shape for Base- 
ball Week, April 4 to 11. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen: Special 
Official League balls, $8.90 dozen; 
Slugger bats, $16.20 dozen. 


BOLTS AND NUTS.—tThe new bolt 
list will be effective April 1. One dis- 
count is to apply on all cut-thread car- 
riage, machine and long screws. Prices 
on new list will make cost net some- 
what higher than at present. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount: small 
carriage bolts, rolled thread, 50-5 per 
cent discount; machine bolts, cut 
thread, 50-5 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ 


ACCESSORIES. — | 





i 


HARDWARE.—Builders’ | 





hardware manufacturers have advanced 
prices about 25 per cent. They have 
been selling far below costs and have 
apparently made up their differences. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts. 
old copper and dull brass finish, $1.80 
per dozen pair; 4 x 4 steel butts, old 
copper and dull brass finish, $2. 62 
per dozen pair; heavy steel bevel in- 
side sets, $4.60 per dozen sets; steel 
bit- keyed front door sets, $1.35 per 
set; wrought haan bit-keyed front 
door sets, $2.4 per set; cylinder 
front door sets, "s5.b0 per set. 

CHAINS.—Prices are recovering their 
firmness as the demand improves. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: % inch proof coil 
chains, $8.50 per 100 Ib. Henso Bull 
Dog and Brown coil —— 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 as dozen. 

COPPER RIVETS AND BURRS.—The 
demand is very satisfactory and prices 
are firm. 

We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40-5 per cent discount. 

EAVES TROUGH, PIPE, ETC.—Prices 
are without any change. Orders are 
very much improved. 

We quote from 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $3.65 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. 


ELECTRICAL MERCHANDISE. — 
Sales are increasingly good and prices 
are without change. 


stocks, 
and 


jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 

Electrical Merchandise.— No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in 1000 ft. lots, $6.00; No. 18 
lamp cords, $14.25 per 1000 ft.; in 1000 
ft. lots, $13.65; sockets, 15%c.; %-in. 


brush brass key sockets, 151é6c. each; 








45c. each; in lots 
two-piece attach- 
each; dry cells, 
less than 


two-way plugs, 
of 10, 40c. each; 
ment plugs, 7tec. 
boxes of 50, 32téc. 
case lots, 36c. each, 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 766, packages 
of 10, $1. 30; No. 767, $2.62 each; No. 
Lan packages of 5, $2.44 each; No. 

$3.40 each; No. 770, packages of 
iy 53) 17; No. 772, $3.62 each; No. 486, 
4 ~4 each: No. 486, packages of 5, 


Batter Cneraees. aa ee line, lots 
of less than 10, $13. each, 

Loud aay thet mn Electric 
No. 522 W, $2.50 list. Discount, 30 
per cent. 


FIELD FENCE.—The demand is good 


and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14%, $43.62 per 100 
rods; 2158-6-14%, $48.98 per 100 rods. 

FILES.— Some manufacturers have 
made a slight change in their dis- 
counts. The demand is good. 


We quote from jobbers’ stocks, 
f.o.b. American files, 60-10 per cent 
off list; Nicholson files, 50 per cent 
off list: Black diamond files, 50 per 
cent off list. 


FISHING TACKLE.—There is an 
active demand as dealers stock up in 
anticipation of the opening of the fish- 
ing season. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Bronson No. 100, $2. 25 
each; Chicago level windin reel, 


each; 


ete each; Symploreel No, 75 , $4.90 
each. 
GALVANIZED WARE.—A _ short 


maple syrup season restricted sales of 
sap pails, but pails have otherwise sold 
freely, and with housecleaning season 
in prospect, tubs are in good demand. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, 1, $6; o. 2, 
$6.85; No. 3, $8; qt., galvanized 
after-made pails, $2. 12; i qt., $2.33; 
14 qt., $2.60. One gal., all galvan- 
ized oil cans, $2.35 doz.; 2 gal., 
doz.; 3 gal., $6 doz.; 5 gal., 
1 bu. galvanized baskets, $6. 20 doz.: : 
No. 26% bu. bailed galvanized meas- 
ures, $4.50. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—A fairly good demand 
is developing as the spring season 
Prices are slightly lower than 


opens. 
last year. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., llc. per 
ft.; %-in., 12%4c. per ft.; 5 ply, good 
quality, wrapped, 14 - -in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprink- 
lers, Rain King, $28 a doz.; original 
fountain sprinklers, $6 doz. 


GLASS AND PUTTY.—Prices remain 
unchanged, with the demand season- 
ably light. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 87 per cent discount; 
single strength A, 34 to 40-in. 
bracket, 86 per cent discount: single 
strength A, all other brackets, 86 per 
cent discount; double strength A, all 
sizes, 86 per cent discount; single 
strength B, up to 25-in., 88 per cent 
discount; 34 to 40-in., 87 per cent, 
and balance 87 per cent; double 
strength B, up to 54 in., 87 per cent 
discount; balance 87 per cent. Putty, 
pure grade, $3.75 per 100 lb.; com- 
mercial, $3.40 per 100 Ib. 
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HANDLED HAMMERS AND 
HATCHETS.—Sales are increasingly 
good and prices have not changed in 


the past twelve months. 
HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen; 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b, Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—There 
is a good normal demand and prices 


are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork’ Handles. — Straight 
chucked and _ bored, best’ grade, 
4%-ft., $4.15 doz.; 5 ft., $5.00 doz.; 
pe 4 es, ft., $3.65 doz.; 5 ft., $4.45 
as = : 4% ft., $2.35 on: 5 ft., $2.75 
OZ. 


' Hay Fork Handles.—Bent-chucked 
and bored, best grade, with strap, 
ferrule and cap, 4% ft., $6.20 dez.; 
5 ft., $7.10 doz.; XX 4 ft., $5.00 doz.; 
4% ft., $5.40 doz.; 5 ft., $6.25 doz.; 
XX plain, 4% ft., $3.60 doz.;: 5 ft., 
” 80; doz.; X plain, 4% ft., $2. 70 doz.; 

5 ft., $3.25 doz. 

Manure Fork Handles.—Bent, best 


$4. : 
4% ft., $4.15 doz.; X plain, 4 ft., $2. 50: 
4% ft., $2.85 fon 

Garden Hoe +7 wer +. on ft., 
$3.20 doz.; ae 4% ft., $2.2 

Garden _ Ry RR, xx, °b% f 
$4.80 doz.; 5% ft., $3.05; 6 ft., $4. 00. 

Shovel Rm —Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4% ft., 
$3.50 doz. ; D handles, best grade, 
$7.00 doz.: = $5.50 doz 

Spade Handles. —D handles, best 
grade, $6.80 doz.; X, $5.2 


HANDLES, wile daaien are firm as 


the demand becomes more active. 


We te from jobbers’ stocks, 
f.o.b. Chicag 

Axe Handles. — No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Prices are very firm at the 
present levels and sales are increas- 


ingly good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., 72c.; 5-in., 98c.; 6-in., 
$1.10; 8-in., $1. 85; 10-in., $3.10 per doz. 
pair: extra heavy T hinges, in 
bundles. 4-in., $1.10; 5- in., $1.18: 6-in., 
$1.40; 8&-in., $2.38: 10- in., $3.36 per 

OZ. 


ICE CREAM FREEZERS.—There is 


a 


good demand as dealers stock up for 


the coming season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qt., $4.80 list; 2 qt.. $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8. 25 list; 6 aqt., 
$10.45 list; 8 qt., $13.40 list: 10 at., 
$17.90 list; 12 qt., $21.50 list; 15 aqt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt.. 
$4.60 list; 3 qt., $5.45 list; 4 at., $6 80 
list; 6 qt., $8.60 list; 8 qt., $11. 10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.95 list: 2 qt., 
$3.45 list; 3 qt., $4. i0 list; 4 ‘at., $5 
list; 6 qt.. $6.30 list; 8 qt., $8.20 list: 
10 qt., $10.75 list; 12 qt., $14 list; 15 
t., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.: 4 
qt.. enamel, $18 per doz. Above 
prices are net. 


LAWN MOWERS.—The recent warm 
days are stimulating some early de- 
mand for mowers. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in. ball bearing, 
5-knife, 11l-in., wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; = in., plain bear- 
ing, 4-knife, 10% wheels, $8.65 
each; 16-in., ball "honctenn. 4-knife, 
9 in. Wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9 in, ‘wheels, $7.35 
each; 16-in. ball bearing, 4 knife, 
S-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each 

NAILS.—Sales are quite lively. Prices 
remain firm at the lower basis estab- 
lished last month. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


OIL STOVES.—There is a good nor- 
mal demand as the selling season ap- 
proaches. 


PERFECTION 
i ee ee ss wae ood $17.50 
No. 73 3 burners.............-. 22.50 
ON EE ee 28.50 
TT eee 39.50 


Perfection dealers’ discount, 30 and 

5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
se i (Improved Model) 


tin uate 6 6. Oaae $17.50 
Se Fe ree 22.50 
a 28.50 
Puritan discounts the same as 
Perfection. 
o. ~w 6 1 
EE ae $9.50 
No. I EP ee 17.50 
INO. BIS BS BUPMOTH .occccccccces 22.00 
ee ee ee 28.00 
ee ee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 


9.7 
With vitreous enameled stove tops 
and splash backs: 
Se $35.50 
INO. BOG 4 BUPMOTD. .cccccccccces 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. 


Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 


No, 400 Built in oven model.... 63.00 
Dealers’ discount, 30 and 5 per 
cent. 
Ovens 
No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 


No, 112G 2 burners glass door... . i 
SN i i a ala we 6 aes 6's 

Dealers’ discount, on 10 or Bg 
30 and 5 per cent; less than 20, 30 
per cent. 


PURITAN 
No. 42G 2 burners glass door... $5.50 
Dealers’ discount, 10 or more, 30 
— 5 per cent; less than 10, 30 per 
cent. 


NESCO 
No. 05 1 burner solid door..... $2.00 
No. 5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 10 1 burner glass door..... 3.75 
No. 020 2 burners solid door... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No 30 2 burners glass door.... 5.20 
No. 0301 2 burners solid door 
thermometer ....... 6.40 
No. 301 2 burners glass door 
thermometer ....... 6.40 
Water Heaters 
eee Bee GE os bseweonsers $40.00 
Permian Bees GEE ccc cccccccces 80.00 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wick, 25c, each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND OILS.—Prices remain 
unchanged as the demand increases 
with the opening of spring. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, 90c. 
per gal.; 5-barrel lots, -87c. per gal. 
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Linseed Oil. — Boiled, barrel lots, 
938c. per gal.; 5-barrel lots, 90c. per 
al. 


Turpentine.—Drum lots, 80c. 

Denatured Ajlcohol. — Barrel lots, 

42c. per gal.; steel drums extra, $6 
returnable. 

White Lead.—500-lb. lots, $13.73 per 


100 Ib... net: 100-Ib. lots, $14; 50-Ib. 
lots, $7.25; 25-lb. lots, $3.65; 12%%-Ib. 
lots, $1.85. 


Shellac.—(4%-lb. cuts), white, $2.60 
per gal.; orange, $2.50 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7%4c. per 


Ib. 
PREPARED ROOFING.—There is a 
fair demand and prices are holding 


firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared _ roofing, 2.50 per 
square; best grade tale surfaced, $2.65 
per square; medium tale surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


PYREX WARE.—Dealers are finding 
that this is a good time to feature 
Pyrex ware in stores and window dis- 


plays. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 
New ‘Handled Casseroles. — Round, 


doz.; Shallow Oval, No. 642, $12 doz. : : 
No. 643, $14 doz. 
Pie Plates. —No. 208, $6 per doz.; 


Tea Pots.—2 cup, = doz.; 4 cup, 
$24 doz.; 6 cup, $28 d 

Utility Pans.—No. 931, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—The heavy de- 
mand continues and manufacturers are 
falling behind in their shipments. 


We quote from jobbers’ stoc Ks, 
f.o.b. Chicago: Union boys’, $1.40 pair; 
Union girls’, $1.50 pair; Chic ago boys’ k 
$1.30 pair; Chicago girls’, $1.40 pair; 
rubber-tired skates, boys’, $2.65 pair; 
rubber-tired skates, girls’, $2.75 pair. 


ROPE.—All rope sales are good, espe- 
cially manila, at the recently advanced 
prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brands, 23%c. to 26c. per Ib.; No, 2 
manila, 22%c. per I1b.; No. 1 sisal, 
15%c. to 17c. per 1b.; No. 2 sisal, 
1414c. to 16c. per Ib. 


SASH CORD.—Due to milder weather, 
sales are showing a decided increase. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard 
brands, $6.95 per doz. hanks; No, §&, 
$7.90 per doz. hanks. 

SASH PULLEYS.—Prices are un- 
changed and there is a steady increase 
in the demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
doz.; No. 10, 46c. doz.; barrels, 42c. 
doz. 


SCREEN DOORS AND WINDOW 
SCREENS.—There is a fair volume of 
business with indications of a substan- 
tial increase as the season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors: No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22.50 doz.; No. 311, 2-8 x 6-8, 
$27.20 doz. Window screens, No. 
1833, $4.05 doz.; No. 2433, $4.75 doz. 

SCREWS.—Sales are normal _ and 
prices are becoming firmer. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-10-10 per cent; round 
head blued, 72%-20-10-10 per cent; 
flat head brass, 72%-20-10-10 per 
cent; round head brass, 70-10-10-10 
per cent. 

(Continued on page 84) 
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HARDWARE AGE 


March 24, 1927 


New England Retail Sales Larger 
and Jobbers Are More Active 


(Boston office of HARDWARE AGE) 


EW ENGLAND retail hardware sales are larger than they 
were a week ago due to ideal weather conditions for both 
inside and outside work about the house, barn, garage, lawn, 


field and farm. 


Sales are about on a par with those of a year ago, 


but last year, it will be recalled, spring was backward and some- 


what less than at this time two years ago. 


Public buying, there- 


fore, is not developing as fast as in recent year, possibly because 
there is more unemployment in New England, particularly in some 


of the mill towns, than there has been in some time. 


In Boston it 


is estimated there are 15,000 men out of work to say nothing of an 


equal number of women. 


lishments are working on short time. 


Then, too, many manufacturing estab- 


Other retail lines, particu- 


larly food shops and markets, report much less improvement in 
business than do retail hardware dealers. 

Shelf hardware dealers are more active than they were a week 
ago, yet all of them express disappointment over the situation. They 
place particular stress on collections, which are slower than they 


have been before this year. 


money tied up on their books, which is difficult to liquidate. 


Retail dealers say they have a lot of 


The 


increased activity among jobbers is due to a better call for certain 
kinds of seasonable merchandise and to shipments of goods ordered 


some time ago. 


portant bearing on hardware values in general. 


Few price changes are announced that have im- 


New England mak- 


ers of hardware, it is understood, are securing good orders from 
other sections of the county; consequently are fairly busy, particu- 


larly those in Connecticut. 


AUTOMOBILE ACCESSORIES. 
—There is buying of automobile tires 


erate, 


in anticipation of higher prices within | 


the near future, but it is by no means 
active. Jobbers, some time ago, sold 
more tires than ever before, for March 
and April delivery, and shipments are 
moving out of stock regularly. The 
demand for accessories in general is 
cuite disappointing to jobbers. 
We 
stocks: 
Bumpers.—One to 49 count, 
cent discount; 50 to 249 count, 
5 per cent discount, 
Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 


i} and 5 per cent discount. 


quote from joston jobbers’ 


1) per 
10 and 


Horns. — Klaxon, qualities less 
than $50 in list value, 35 per cent 
discount: in $50 to $199 value, 40 and 
>» per cent discount; in $200 value, 
5? per cent discount. 

Tires. — Mansfield line, fabric, 


30 x 3 in., $6.35 each net; 
in., $7.25. Heavy duty cord, 
side, 30 x 34y in., $10.95 
each net; 31 x 4 in., $13.75; 32 x 4 in., 
$14.50; 33 x 4 in., $15.25; 34 x 4 in., 
; 32 x 4% in., $19.75; 33 x 4% in., 
; of x 4% in., $21. 25 ; _ 35 x 4% 
$22; 36 x 4% in., 33 xX 
, $26.85: 35 x 5 in., 
Truck.—Cord, 32 x 34" 
¢ 41% in., 
30 x 5 


- '39 x ; in., 
. $50. 40: 38 x 7 i 
Tubes. —Inner, tan, in nn 

30 x 3 in., $1.50 each net; 30 x 
in., $1.70; "32 x 3% in., $1.90 in eae 
of 12 or more deduct 10c. each tube; 
31 x 4 in., .40; 32 x 4 in. $2.50: 
33 x 4 in.. $2. 60: 34 x 4 in., 2.78: 
32 x 4% in., $2.90: 33 x 4% in., $3; 34 
x 4% in., $3.10: 35 x 4% in.. $3.30: 36 
x 4% in., $3.40; 30 x 5 in., $3.45: 33 x 
5 in., $3.75: 34 x 5 $3.85; 35 x 5 


clincher, 
50 x bly 
straight 


—~ 


in., 


- BOYCYCLES.—Jobbers 





in lots of alx tubes or more 
per tube; 32 x 6 in., $6.20; 
$6.15; 38 x 7 in., $9.40. 

have revised 
upward their prices on the Columbia 
line of boycycles. New prices show 
advances ranging from $1 to $1.50 per 
machine, and are as follows: 


in., $4; 
deduct 10e. 
36 x 6 in., 


We quote from Boston jobbers’ 
stocks: 

Boycycles.—Columbia line, No. 141, 
$S each net: No. 42, $9.75! No. 43, 
$11.50. 


BUILDERS’ HARDWARE.—A few 
orders for lock sets are being placed 
by those retail dealers who expect an 
advance in prices before long. The 
builders’ hardware market in general, 
however, is not especially active, and 
perhaps less so than it was the pre- 
vious fortnight. 


We quote from Boston jobbers’ 
stocks: 

Lock Sets.—Inside, No. 731, $4.75 
per doz. net; front door sets, No 


1124RY4, $5.25 each, No. 12282, $2.25, 
No. 7122E2, steel bit key, $1.25, No. 
0122, bronze, $2.25; vestibule sets, No. 
7122%E4, $1.10 each net; bath room 
sets, nickel finish, No, 0221E1, $8 per 
doz. net. 


CELLEO GLASS.—Local jobbing quo- 
tations on celleo glass have been ad- 
vanced. The market is back where it 
was prior to the fairly recent reduction 
in prices. 

We quote from Boston jobbers’ 


stocks: 
Celleo Glass.—In 100 ft. rolls, 13c. 
per sq. ft. net; in 50 ft. rolls, 13\c. 


FENCING, GUARD, GATES.—Sales 


of fencing, guard and gates are some- 


what ahead of those for the correspond- 
ing period of 1926, but during the last 
ten days business has been running 
along about even. 


We quote from 
stocks: 

Fencing.—Cyclone, Style L and L- 
extra, from store, 45 per cent dis- 
count. Direct shipments, 55 per cent 
discount, f.o.b. Waukegan, III. 
Gates.—Cyclone, from store, 40 per 
cent discount. Direct shipments, 53 
_ cent discount, f.o.b. Waukegan, 
ll 


Boston jobbers’ 


Guard.—Flower bed guard, 16-in., $1 
per rod; 22-in., $1.18. Style L, 18-in., 
45 per cent discount. 


FISHING TACKLE.—Retailers’ inter- 
est in all kinds of fishing tackle ap- 
pears to be growing although slowly. 
It is believed retail stocks in general 
are either broken or small in assort- 
ment, consequently jobbers look for in- 
creased sales. 


We quote from Boston 
stocks: 

Rods.—Steel bait, Vim, 55c.- each 
net; Sunnybrook, $1; bait casting, No. 
i $1.56; Sunnybrook fly, we BF, 
$1. 0; ce No. 86, 8 , $1.65, 
No. 96, 9%-f $1.65. 

Reels. cy "35, $3. 50 per foe. net: 
No. 75, $6; No. 150%, $10.5 No. 
125, $12; No. 250, $18.75; No. 350, $26: 
No. 500, $36. 

Rigged Lines.—No. 5, 40c. per doz. 
net; No. 550, 80c.; No. 1000, $1.20; No. 
2000, $1.75. Cod lines, No. 2500, $2.40 
per ‘doz., No. 40, $4; No. 50, $6. 


FREEZERS.—Some of the largest re- 


jobbers’ 





tail buyers of ice cream freezers have 
placed their orders for summer require- 
ments. The average retail dealer has 
‘not covered as yet but is expected to do 
so before long. 


We quote from Boston jobbers’ 
stocks: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 


$5 each; a qt., $6.30 each; & qt., 

: $10. 75 each; 12 qt., 
$14 each; 15 qt., “317 each, and 20 qt.. 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.75 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. hese are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—-2 qt., 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 
Auto-Vacuum Freezers. — No. 

$3.33 net; No. 2, $4 net; No. 3, $5.33 


net, and No. My $6.67 net. .These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers. — Bright, galv., 
tapered, 2 qt., $8 per dozen, same 
size, enameled-galv., $10 per dozen; 
4 qt. size, enameled-galv., $18 per 
dozen, and 1 qt. size, Junior enam- 
eled, $4.80 per dozen. These are net 
prices to dealers. 


Arctic Freezers.—1l1 qt., 2 at., 
$4.60; 3 qt., $5.55; 4 a. ‘$6. SG: 6 qt., 
$8.60; 8 qt., $11 1.10; 10 qt., $14. 80; 12 
qt., $16.65; 15 qt., "$23.30. These are 


list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


GRAFTING WAX.—Jobbers say there 
is quite a good demand for grafting 
wax. Indications are more of this ma- 
terial will be consumed this season 





than last year. 
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quote from Boston jobbers’ 
stocks: 

Grafting Wax.—In 1-lb. sticks, 38c. 
per Ib. net; in %-lb. sticks, 40c.; in 


% - lb. sticks, 43c. 

LAWN ACCESSORIES.—The recent 
warm bright days appear to have done 
more for lawn accessories than for 
most lines handled by the retail dealer. 
Sales of lawnmowers have been espe- 
cially good, and some good bookings 
of rubber hose, lawn rakes, sprinklers 
and the numerous other items going to 
make up this group of merchandise are 
reported by the jobbing trade. The 
outlook assuredly is encouraging. 


We quote from Boston jobbers’ 

stocks: 

Hose.—Commercial, 5, -in., 
16-in., 7 


per ft. net; Leader; 5% - 
in., 8%4c.; Viokson, %-in., Way Vigi- 
lant, %-in., 10%c.; Olympia, %-in., 
10c.; Good Luck; 5%-in., 10c.; Milo, %- 
in., 11%c.; Bull Dog, 5 -in., 13 %c. 
Add. %ec., per foot for 25 ft. lengths. 

Couplings.—Hose, Perfect Clinch- 
ing, $2.25 per doz. net. Hose men- 
ders, $8.40 per gross. 

awn Mowers.—Mast, Foos Co. line, 
Sky Pilot, ei ~ 80 each i 14- 
in., $5.10; oe se. 
Nie | ; 
18-in., $7 
16-in., 
14-in., 
Gold , $10; 
18-in., $10.50. Standard, 14. in., $10. 45: 
16-in., $10.95; 18-in., $11. 40; 20-in., $12. 
Duplex, 16-in., $13.35; 18-in., $14; 20- 
in., $14.75. 

Lawn Mowers. — Colonial, 16-in., 
$8.25 each net; 18-in., =. New- 
port, 16-in., $7.75; , $8.13. Im- 
perial, 14- in., $14; , $15; 18-in., 
$16; 20-in., $17. Competitive makes. 
14-in., $5.50; 16- in., $5.75 

Lawn Pat — Townsend 

in., 


_T%e. 


line, 


14-in., "$8; 16-in., $8.8 18-in., 
$9. 60: 20-in., $10.40. Red Bird, 12-in., 
$6.6 14- in., $7.40; »18- in., $8.14; 
18- in $8.88; 30- -in., $9.6 

Lawn Trimmers. ~ iheien makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment. — On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 
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Lawn Roller.—Water Weighted, 18 
in. diameter x 24 in. long, $13.34 each 
oer es 24 in. diameter x 24 in. long, 
15.3 

Sprinklers. —Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 


ROOFING MATERIALS.—AIl kinds of 
roofing material are selling, but the 
buying movement is slow in gathering 
momentum, say jobbers. Just now 
there is an especially good demand for 
No Tar in roof coating. 


We quote from Boston 
stocks: 

Roof Coating.—No ‘Tar In, black, 
in 1-gal. containers, 67c. per gal.; in 
5-gal. containers, 60c.; in 50-gal. 
containers (drums), 46c. Red, in l1- 
gal. containers, ow “y per gal.; in 5- 
gal. containers, $1. 


RUBBER anaes great many 
children during the past week had 
plenty of outdoor exercise. They roller 
skated up and down the streets and 
sidewalks; they played marbles and 
spun tops. Next, they will want rub- 
ber balls, and many retail hardware 
dealers have anticipated this desire by 
placing some good orders in Boston. 
We 
stocks: 
Rubber Balis.—lInflated, 


jobbers’ 


quote from Boston jobbers’ 


Red Star, 


2-in., No. 8174, 42c. per doz. net: 
White Star, 2-in., No. 8172, 42c.: 
3%-in., No. 8386, $2: 5-in., No. S576, 
$4; 7-in., No. 8775, $8. Return, 1% - 
in., No. 8150, 40c.; Junior baseball, 
No. 888, 80c.; League baseball, No. 
88, $1.50; Educational, No. 8399, $2: 


assortment No. 8010, one dozen, $2. 50: 
No. 8025, thirty-four balls including 
display stand, $11.50. 
SASH CORD.—Manufacturers of sash 
cord have advanced prices 2c. a pound, 
but jobbers have not changed their 
prices as yet. 


We quote from soston jobbers’ 
stocks: 

Sash Cord.—Samson, Nos. 8, 9 and 
10, 62c. a pound, No. 7, 638c. Acme, 
Nos. 8, 9, 19 and 12, 39c.; No. 7, 40ce.; 
No. 6, 42c. Berkeley, No. 7, 29c.; No. 
8, 28c. 
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TREE TANGLEFOOT.—Tree Tangle- 
foot is another item that is enjoying 
a wide distribution, according to job- 
bers. It is quite clear, they add, that 
retail stocks are small. 


We from Boston 
stocks: 

Tree Tanglefoot. —In 1-lb. contain- 
ers, $4.80 per doz.; in 5-lb. containers, 
$22: in 10-Ib. containers, $42; in 25-lb. 
pails, $96, 


SCYTHES AND SNATHS.—Certain 
retailers have already taken a stock 
of scythes and snaths; others are plac- 
ing their orders from day to day. The 
situation generally is satisfactory to 
Boston jobbers. 


quote jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Scythes.—North Wayne se Co. 
Little Giant, Grade A, No. $16 per 
doz. net; Clover Leaf, in "Engl and 
pattern B, No, 1 finish, $13.50; bram- 
ble, North Wayne Tool Co., $16.50; 
brush, North Wayne Tool Co., $16.50, 


Clover Leaf, $14. 
Snaths. —Ash, No. 50, $14.50 per doz. 
net; brush, No. 105, $16. 


SHOVELS.—tThere has been a further 
readjustment in local jobbing quota- 
tions on certain styles of Rugg snow 
shovels. Long handled shovels have 
been changed from $4.06 per doz. net 
to $4, and D-handle from $4.66 to $4.70. 
We 
stocks: 
Shovels.—Snow, Rugg line, steel, 
long plain handle, No. 78, $4.00 per 


doz.; split wood D-handle, No. 78%, 
et malleable D-handle, No. 79, 
4.70. 


Shovels.—Howard, black, No. 2, 
$11.51 per doz. net; fourth grade, 
polished, No. 2, $13.09; No. 3, $13.52; 
extra d-handle, No. 2, $14.34; No. 3, 
Second grade, polished, 
2, $14.67; No. 3, $15.20. Blair, pol- 
ished, No. 2, $16.25. Ames, polished, 
No $19.54; No. 3, $20.07; d-handle, 
$20.79. 

Scoops.—John $15.33 
per doz. No, 4, 
$16.38; 


quote from Boston jobbers’ 


Carr, No. 2, 
net; oO. 3, $15.86; 
No. 5, $16.91; No. 6, 
No. 7, $17.96 black, No. 4, 
No. 5, $15.33; No. 6, $15. 86. 
polished, No. 2, $20.20; No 
No. 4, $21. a6 fee 5, $21. 78: 
$22.30; No. 7, $22.8 


oo 
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oming Hardware iil 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 10, 11, 12, 13, 1927. 
Hotel headquarters, New Peabody Ho- 
tel, Memphis. Charles F. Rockwell, 
secretary-treasurer, 342 Madison Ave- 
nue, New York City. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Hotel Marion, 
Little Rock, May 10, 11, 1927. L. P. 
Biggs, secretary, Little Rock. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. S. H. Sale, secretary, Shreve- 


port, La. 





MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 

MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Jan. 23, 24, 25, 
1928. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June 27, 28, 29, 30, 1927. H.P. 
Sheets, secretary-treasurer, i30 E. 
Washington St., Indianapolis, Ind. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., April 19, 20, 21, 1927. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 

SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 10, 11, 12, 13, 
1927. Hotel headquarters, New Pea- 





body Hotel, Memphis. John Donnan, 
secretary-treasurer, Richmond, Va. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of ALABAMA, FLORIDA, GEORGIA 


AND TENNESSEE CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Windsor Hotel, head- 
quarters for Alabama, Georgia and 
Tennessee Associations, and Carling 
Hotel, headquarters for the Florida 
Association. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
17, 18, 19, 1928. Dan Scoates, secre- 
tary, College Station. 


VIRGINIA RETAIL HARDWARE ASSO- 
CIATION will hold a joint convention 
with the Carolinas Association at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier. Thomas 
B. Howell, secretary, 301 E. Grace 
Street, Richmond. 
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Current Business Continues to 
Improve in New York Wholesale 
Market—Spring Lines Active 


ALES of staple goods in the New York wholesale hardware mar- 
ket, while reaching more satisfying proportions each week, are 

not yet up to par, according to reports from factors in the metro- 
politan area. Decided improvement has been noted in current busi- 
ness from week to week during March, but local jobbers are practi- 


cally unanimous in stating that it should be better. 


However, the 


steady increases in this class of business during the present month 
are rather indicative of a larger volume within the next few weeks. 

The steady improvement in sales of spring garden tools and equip- 
ment, as announced from week to week in this column, has been fur- 
ther stimulated in the past ten days with the advent of more seasonal 
weather, and jobbers’ salesmen are obtaining larger orders for 
spring goods, for immediate delivery. Some wholesalers have dis- 
continued future datings on orders for spring equipment. 

No important price changes have been announced within the week, 
although bolt manufacturers are sending out to the trade new dis- 
count sheets on bolts and nuts, which are to become effective April 1. 
Collections and credits are reported in fair condition. 





Spring Garden Equipment 
Very Active in New York 


A very active demand for spring 
garden tools and equipment continues 
throughout the Metropolitan New York 
wholesale market area. Most jobbers 
say that these lines have taken on a 
new life within the past few days. 
Stocks appear to be adequate and 
prices, taken as a whole, are uniform. 


JOBBERS’ QUOTATIONS a. RE- 
TAILERS, F.O.B. NEW YO 


Garden Hoes 


Black finish, 7 in. steel blade, solid 
shank, 4% ft. ash handle, 49c. each. 
Same with 6 in. blade bronze finish, 
80%e. each; and with 7 in. blade, 
bronze finish, 81%c. each. 

Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63c. each, 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze_ socket 
shank, 4% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 


41%, ft. handle (ash), 7 in. blade, 80c. 
each, 

Onion hoe, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, 80c. to 88c. 
each. 

Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 95c. to $1.13 
each. Scuffle type hoes, 89c. each. 

Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.15 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.15 each. 

Mortar hoes are packed 12 in a 


bundle. 
Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 45%c. each: with 14 
a 50c. each; with 16 teeth, 54%6¢c. 
eac 


Medium bronze finish, straight 
teeth, 5% ft. ash handle, 12 teeth, 
75%c. each; 14 teeth, polished 82c. 


each; 16 teeth, 8644ec. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 ay $1.07% each; with 14 teeth, 

eac 


$1 
Rakes packed 6 in a bundle. 


Cultivators 


cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft., ash han- 
dies, 59c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 84%4c. each. 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, ‘4% ft. handle, 5 round 
tines, $1. 01 each. Same, with bent 
head, polished and bronze finish, 4 
angular back tines, 94%c. each. 

These are packed 12 ina bundle. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in tines, bronze finish, $1.53%4 each. 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules, steel capped, 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood han- 
dle, with 4 oval 15 in. heavy tines, 
$2.20 each. All of these manure 
forks are packed 6 in a bundle. 


Hay Forks 


Strapped ferrule, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.13% each and with 6 ft. 
bent handle, $1.37 each. 

Hay forks are packed 12 in a 
bundle. 

Five per cent discount off all prices 
on spring goods in bundle lots. 


Moderate Demand for 
Wood Screws 


Local wholesale hardware factors, 
in general, are still experiencing a light 
call and demand for screws. Stocks 
are complete and prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Discounts on wood screws: Iron 
Bright, Flat Head, 75 per cent; Iron 
Bright, Round and Oval Head, 72 
per cent; Iron Blued, Round Head, 
72% per cent; Brass, Flat Head, 72 
per cent; Brass, Round and Ova 
Head, 70 per cent. 

These discounts apply to revised 


Floral 





list of June 24, 19 
EX TRAS—20-10-10- 10-5 per cent. 
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Improving Activity for 
Wire Cloth 


Demand for wire cloth continues to 
improve throughout the New York 
wholesale hardware market area. Al- 
though ample stocks are reported in 
most cases, prices still show a slight 


variation. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Wire Cloth.—Black, 12 mesh, $1.80 
to $1.85 per 100 sq. ft.; galvanized, 14 
mesh, $2.45 per 100 Sq. ft.; copper, 
14 mesh, $4.80 to $4.90 per 100 sq. ft.; 
16 mesh, $5.30 per 100 sq. ft.; golden 
bronze, 14 mesh, $5.35 to $5.40 per 
100 sq. ft.; 16 mesh, $5.80 to $5.85 
per 100 sq. ft.; dark bronze, 14 mesh, 
$5.50 to $5.55 per 100 sq. ft.; 16 mesh, 
$5.95 to $6 per 100 sq. ft. 

Poultry Netting.—From store, 50 
and 5 oif list of Sept. 19, re from 
factory, 57% off same list 


Active Demand for Lawn 


Fence and Gates 


An improvement has been noted in 
the demand for lawn fence and orna- 
mental gates in the New York territory 
during the past week, according to 
local factors. Some jobbers have dis- 
continued future datings on_ these 
items. Adequate stocks are reported 
and prices are steady. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.0.B. NEW YORK: 

Flower Bed Guards.—i16 in., $8.18 

r roll; 22 in., $9.66 per roll. (165 


Lawn Fence. “ae 36 in., $11.88 
per roll; 42 in., $13.37 per roll; 48 in., 
$14.85 per roll. (165 ft.) 

Lawn Fence. —Double, 36 in., $16.34 


per roll; 42 in., $17. = at roll; 48 in., 
$20.80 per roll. (165 ft.) 
_ Ornamental Gates.— 
Single Opening Each Net 
36 in. 3 ft. $3.00 
42 in. 3 ft. 3.12 
48 in. 3 ft. 3.24 
36 in. 31% ft 3.12 
42 in. 344 ft 3.24 
48 in. 3% ft 3.40 
Double Opening Each Net 
36 in. 8 ft. $6.95 
42 in. 8 ft. 7.10 
48 in 8 ft. 7.20 
36 in 10 ft. 8.15 
42 in 10 ft 8.30 
48 in. 10 ft 8.40 


Call for Lawn Rollers 


Shows Decrease 


Metropolitan hardware jobbers re- 
port a somewhat inactive demand for 
waterweight lawn rollers. Stocks are 
adequate and prices, which are uniform, 
show no changes. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 


Waterweight lawn rollers, No. 2, 


$9 each; No. 4, $10.70 each; No, 5, 
ie 35 each: = 7, $15.35 each: No. 
, $17.35 each 


Steady Demand for Manila 
Rope in New York 


A steady demand for rope is re- 
ported throughout the Metropolitan 
New York territory. An advance of 
%c. per pound on manila rope has been 
put in effect, as announced in this 
column a week ago. Prices on sisal 
rope are unchanged. New prices to 
retailers f.o.b. New York for the 
March-April period are: Manila, first 
grade, 25c.; second grade, 23c.; and 
third grade, 21c. 


Reading matter continued on page 74 
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1781—Wire Scratch Brusr 
Standard Shoe Handle Brush fo: 
household, auto or factory use 
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Put one of these Osborn Wire Brush 
Assortments on your counter and 
watch sales and profits grow. 





nna 


These brushes are being bought 
every day for removing paint and 


Assortment “G”"—Consisting of 18 


~ ieee cemsiordinaten tee: varnish —cleaning wood, stone, 
7 different styles of brushes are in- . P 
cluded—all fast-selling numbers. brick, metal, iron-work foundry 
Assortment K"—Similar to assort- . 7 
ment “G"—containing 12 brushes. castings and rubber. 


There’s a ready sale—and a worth- 
while profit—for every one of them. 
Displayed where your customers can 
inspect and handle them, they give 
your selling effort a running start. 





1777—Steel Wire Scratch Brush. 

A narrow brush for pattern mak- 

ers and brazier’s oe — 

fgured brass and small catings TWE OSBORN MANUFALTURING LOMPANY 
INCORPORATED 


5401 Hamilton Ave. Cleveland, Ohio 





1779—WireScratch Brush. Made 
with curved back. For removing 
paint, varnish and rust. 


— SP 


BETTER WEARING BRUSH FOR EVERY USE 
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Cleveland ‘Territory—Prices Steady 


(Cleveland office of HARDWARE AGE) 


HE demand for staple merchandise shows an improvement. 
Retailers are stocking more freely in anticipation of better 
business during the spring. Seasonal lines of merchandise for 
spring are moving fairly well and sporting goods are taking on more 


life with activity in baseball goods, fishing tackle and bicycles. 


Re- 


tailers are beginning to show more interest in tires and indications 
point to a heavy consumer demand this spring. The demand for 
poultry supplies is breaking previous records. 


Prices are holding well. 


Price changes are very few in number. 


The most important is the issuance of new price lists on bolts and 
nuts and the adoption of a uniform discount, which will result in 


advances on some sizes and reductions on others. 
Retail business is spotty and on the whole 
The abnormal weather this month does not seem to have 


not apply to stove bolts. 
only fair. 


The change does 


proved much of a stimulus to spring buying, as there is a feeling 
that there will be another spell of winter before spring is really 


here. 
Collections are rather slow. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for tires shows 
an improvement, 


buying season. Prices are apparently 
at rock bottom and there is some talk 
of an advance because of the recent 
advance in crude rubber. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, : 32 x 4 in. Liberty cord, 
$11. 15: heavy duty oversize, ee 
balloon tires, 27 x 4.40, $9.15; x 
4.40, $9.65; 30 x 5.25, $15. 95; 32 ' 6, 
heavy duty, $22.50; 32 x 6.20, heavy 
$26.75; tan tubes; 30 x 3%, 
$1.60; 32 x 4, $2.50; 34 x 4%, $3.10; 
balloon tire tubes, gray, 27 x Yt 
$1.80; 29 x 4.40, $1.85; e130 x oaS, 
32 x 6, $3.10; 32 x 6.20, $3.5 

We quote from Saleceet 
f.o.b, Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 4lic. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes: 
50c. each for over 100. 


ALABASTINE.—This is a_ seasonal 
line for which an unusually good de- 
mand has developed recently. 


Cleveland jobbers quote alabastine 
at 15 cents per Ib. for white and 16 
cents per Ib. net in 5-lb. packages 
subject to a 35 per cent discount for 
less than case lots; 40 per cent for 
case lots and 45 per cent for 20 cases 
and over. 

AXES.—The demand is about normal 
for this season of the year. Prices are 
unchanged. 

Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15. 50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—Jobbers continue to do 
a very satisfactory business in radio 
batteries. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


stocks, 





as dealers are now | 
beginning to stock up for the spring | 





Unit Broken 

Packages Lots 

i ft ciestegeomennl $1.14 $1.22 
i ee es ee 1.30 1.40 
SS errr 2.44 2.62 
| ti cusadheonssenns 3.17 3.40 
ee 6bese0eks caneet 3.33 3.58 
Dry cell A. batteries, No. 7111, 
354ec. in standard pac es, 40c. 
in broken lots. Columbia igniter dry 


cell batteries, 32%c. in staridard 


packages, 36c. broken lots. 
BINDER TWINE.—Quite a fair vol- 
ume of business has been taken the 
past week or two or since the recent 
establishment of prices for this season. 


Cleveland jobbers quote binder 
twine at $6. 48% per 50-Ib. bale Cleve- 
land and $6.374%4 Chicago and North 
Plymouth, Mass. Auburn, N. Y., has 
been eliminated this year as a basing 
point. 


BOLTS AND NUTS.—Jobbers have 
received the new price lists issued by 
manufacturers who now quote a uni- 
form 70 per cent discount on all items 
except stove and tire bolts, which are 
unchanged. Hot pressed and cold 
punched nuts are now listed by the 
piece instead of by the pound and are 
made subject to the percentage dis- 
count. The change will result in some 
price advances and some declines. Job- 
bers have not yet announced the dis- 
count they will make to retailers. Old 
prices remain in effect until April 1. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent o 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, 


$6.90 off 
list; small rivets, 65 and 5 per cent 
off list. 


CORRUGATED ROOFING.—The de- 
mand shows more life with the ap- 
proach of the season for using roofing 
material in repair work. Prices are 
unchanged. 


Cleveland jobbers quote No. 28 
gage 1%-in. corrugated roofing at 
$4.01 per square f.o.b. Pittsburgh. 


Reading matter continued on page 76 





FERTILIZERS. — The demand con- 
tinues very active. 

Jobbers quote f.o.b. Cleveland: - 
Gardner, 1 lIb., 17 cents; : 
cents; 10 Ib., 70 cents; 25 lb., $1. 40. 

50 Ib., $2.45; 100 Ib., $3.85. 
GARDEN HOSE. — Orders are not 
plentiful, as retailers who did not buy 
early are rather slow in coming into 


the market. 
Cleveland jobbers quote standard 
sie double braid molded hose at 
per ft.; the same in higher 
grade, 10%c. per ft.; standard %-in., 
lle. per ft. 


GLASS BAKING WARE.—Retailers’ 
stocks have been pretty well replen- 
ished in the last few weeks and sales 
have tapered off. 
Jobbers quote f.o.b. Cleveland: 
Casseroles.—Round or oval, 1 aqat., 
$1.17; 2 at. $1.33; 2% qt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher 
Pie Plates.—$ “’ 50c.; 9 in., 60c.; 


10 ‘in., 
an ane,—2te. 212, 60c.; No. 214, 
No. 


Utility Dishes.—No. 231, 67c.; 
232, $1.17. 

Tea Pots.—2- -cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


HOSE REELS. — This is a seasonal 


item that is now moving quite well. 
Cleveland jobbers quote all metal 
reels with galvanized drum at $21 
per doz. for the plain reel and $24 
per doz. for reel with ratchet. 
ICE CREAM FREEZERS.—The de- 
mand is quite satisfactory for this sea- 


son of the year. 
Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 


White Mountain, 2-qt., $5.65 ea.; 
4-qt., $8. 25 ea.; 6- -qt., $10. '45 ea. 8-qt., 
$13. 50 ea.; this price is subject to 50 
per cent ‘discount. 

Lightning, 2-at., $5. 50 ea.; 4-qt., 
$8 ea.; 6-qt., $10 ea. ; 8-at., 3 ea.; 


subject to a 55 per cent discount. 
Blizzard, 2-qt., $5.50 ea.; 4-qt., $8 

ea.; 6-qt., $10 ea.; 8-qt., , 

subject to discounts of 55 and 7\le per 


cent. 

Acme, 2-qt. in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


INCUBATORS AND BROODERS.— 
Sales have been heavier this season 
than for several years. Buying now is 


pretty much over. 
Cleveland jobbers quote incubators 
and brooders at 35 per cent off list 
f.o.b. factory. 


NAILS AND WIRE.—Retailers are 
now stocking up on nails and wire to 
take care of the spring demand and 
sales show a fair improvement. Barbed 


wire is also fairly active. 

Jobbers quote as follows 
stocks: 

Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 Tb. ; No. 9 annealed wire, $2.90 per 

100 lb. ; cement-coated nails, $2.90 per 
100 Ib.; we fence staples, $3.60 
per 100 1 _— fence staples, 
$3.85 per 100 

Barbed Wire —Barbed wire stock 
shipment, Lyman, 4 point, $3.20 per 
80-rod spool. Hog wire, $3.45 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.— 
These are in good demand, both for 
early shipment and for delivery May 
1 and later. 


Jobbers quote f.o.b. Cleveland: 
Oil stoves, Nesco, No, 212 2-burner, 


from 
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What is Service? 


You may know the answer so far as you are — every door-way, from the one-car garage to 


concerned. So far as we are concerned we the largest industrial doorway. They advise 
know what the right answer is; and that’s Richards- Wilcox hardware for doors because 
what we do. they know it’s best; if they didn’t know that 


pai al te they’d tell us so, and we’d improve it. 
Richards-Wilcox is primarily a service or- ad , P 


ganization. We begin by making thehighest | We're able to deliver such service because 
grade door-hardware. We have within easy — we're the largest and the only makers of 
reach of every important point in the United = door-hardware that will efficiently handle 
States and Canada a staff of trained engi- | every door-way requirement. With us door- 
neers, ready to give service on all door-way — ways are the first order of business. 


problems; they’re often serious problems. Doors—in a building—are the only part of 


These engineers study your requirements and _it that has to work; the rest of the building 
give you unbiased opinions. They know stands still. 


Don’t experiment with doorway equipment. We’ve made 
all the experiments; we know. Our service is free. Write 


or call our nearest office. 


ichards-Wilcox Mf 


A Hanover forany Door that Slides. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louie New Orleans 
Chica Detroit. 





AURORA, ILLINOIS, U.S.A. 
go Minneapolis KansasCity LosAngeles Sanfrancisco Omaha Seattle 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON,ONT. - Winnipeg 
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$11.85 each; No. 215, 3- byrne, $14.60 
each; No. 214, 4-burner, Mae 0 each ; 
Harvard 2- burner, $11. 75 nag 3- 
burner, $14.75 each; 4-burner, $18. 85 
each; Harvard range, 

Gasoline stoves, Nesco, No. 82, 2- 
burner cook stoves, $18.80 each ; No. 
83, 3-burner, $23. 25 each; No. 
burner, $40. 65 each; No. 840 gasoline 
range, $53.25 each. 


PAINTERS’ SUPPLIES.—While sales 
are not heavy, a fair volume of busi- 


oz.; 18-hole, 
$2.50 per doz. 
fountain, 2-qt., 
$8 per doz. ; 8-qt., 


the jobbers report that their sales are 


heavier this year than ever before. 
Jobbers quote f.o.b. Cleveland: 8- 
hole round chick feeder, 80c. per doz. ; 
12-hole, $1.60 per doz. ; 
galvanized feeders, $9. 60 per wey 7, 12- 
hole Delphos feed troughs, $1.6 
d : $2 per doz.; 
Strap handle 
$7.50 per doz.; 4-qt., 
$11 per doz. 
phos bottom fill fountain, 1-qt., 
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prices are holding at the recent ad- 


vance, 

Cleveland jobbers quote best grade 
of manila rope at 24%c. per Ib. for 
factory shipment and 25c. per lb. for 
stock shipment; sisal rope, 15%c. per 

for factory shipment and l6éc. for 
24 “nee. shipment from stock; fodder twine, 
wall 21 oz. and coarser, 11c. per Ib. 


STEEL SHEETS. — Mill prices are 
somewhat firmer. Jobbers’ prices are 


8-qt. Delphos 
per Ib. 


Del- 
$2.50 


, , ; d ; 2-qt., 15 doz.; 4-qt. 
ness is being taken. Turpentine and en ane don haiphes thetenie coum. unchanged. 
oil show slight price fluctuations. an “2-gal. $2.50 Aa 3-gal., $2.60 Cleveland jobbers quote out of stock 
Cleveland jobbers quote as follows: oo ae ~ 100 a Ra Mgr ag Peerage Bag 6 
Mixed paints, regular shades, best PREPARED ROOFING.—Orders are per 100 Ib.: No. 10 blue annealed 
grade, $2.90 to $3 per gal. in 1 gal. rather moderate. sheets, $3 25° per 100 Ib. 
cans. Outside — $3 to $3.45 per ’ ° 


gal. in 1 gal. can 
Turpentine in bbis., 9214c., less than a eK at 11 
bbl., $1.13% per gal. me 4 . per roll; 
Linseed oil ~ bbls, 95c.; less than per roll, 


bbl., $1.05. Boiled, 3c. extra per gal. 
White lead in 100 Ib. kegs, 14%c. 
per Ib.; in 50 and 25 Ib. kegs, 14%c. 
per Ib.; in 12% Ib. kegs, 1ldc. per 
lb.; in 500 Ib. lots, 10 per cent dis- 
count; other prices are net. 


POULTRY NETTING AND WIRE 
CLOTH.—While most retailers have al- 
ready purchased their spring supplies, 
there is still a fair volume of current 


ness in 


over. 


Pruning shears, 
$11.50 per doz.; 


Cleveland jobbers quote light as- 


PRUNING SHEARS AND SAWS.— 
Jobbers are getting considerable busi- 
shears for trimming rose 
bushes and shrubbery. Buying of prun- 
ing equipment for fruit trees is about 


Cleveland jobbers quote: 


SASH CORD.—Jobbers have put in ef- 
fect the recent advance of 2 cents per 
lb. on the cheaper grades of sash cord. 


Cleveland jobbers quote Competition 
grade No. 8 sash cord, 28 cents per 
lb.; Sampson No. 8, 62 cents per Ib. 


STOVE BOARDS. — A moderate 
amount of business is being taken for 
early fall shipment. 


$1.10 per roll; 
heavy, $1.55 


Cleveland jobbers quote: Wood 
Clearcut No. 1004, lined stove boards, 30 x 30 in., $18.40 
Pexto, R85, $20 per per doz.; 33 x 33 in., $21.70 per doz.; 


< doz.: No. 5 per doz.; No. paper lined, 28 x 28 in., $8.40 per doz. ; 
business. $3.75 per doz. ; Wiss, No. 109, $28 per 26 gee gh od per doz.; 32 x 32 

Cleveland jobbers quote: 12-mesh oz.; tree pruners, Handy Andy, » $il. . 
black wire cloth at $1.65 per 100 sq, $12.50 per doz.; No. 5402, Clyde, $25 SWEEPERS.—A fair seasonal demand 
ft.: 12-mesh galvanized, $1.95 to $2 per doz.; No. 3 Disston Bulldog, $23.25 i @ yor 

er 100 sq. ft.; ie mesh galvanized, per doz. ; nate shears, Disston, 8-in., IS developing. 

2.45 per 100 sq. 16 mesh, gh $1.75 each; 9-in., $1.90 each; 10-in., Cleveland jobbers quote _ Bissell 
per 1000 sq. ft. ; nt 14 mesh, $9.5 $2 each. Standard japanned sweeper with plain 
oa a: aie ive, ad ROLLER SKATES.—Orders for early oo. as =, Great. — 

. rs » ° ° . ) e anne er OZ 
ized after weaving, 50 and 7% per shipment are quite satisfactory. Universal, Sapanned with ball bear- 


cent off list; galvanized before weav- bbe -? ings, $42 per doz. 
ing, 50, 10 and 7% per cent off list. BR ote at mags By geting es Per . Toy carpet sweepers: Little Helper, 
POULTRY SUPPLIES. — These are $1.42 ea.; No. 3, 75c. ea. oe Se Fg By 1 re a 





moving in large volume and some of 


ROPE. — The demand is steady and 





Junior, $16 per doz. 





With the Better Foot Forward 


N connection with certain recent 
police proceedings against types 
of plays in New York which were 


public morals, an interesting fact 
was brought to light. 

It was discovered, it seems, that 
most of these productions have 
been staged with two dialogue 
versions each. Version A, for instance, would include 
the salacious conversations, the double-meaning “wise- 
cracks” and the sex-filth which, strangely enough, con- 
tinues to appeal to a certain moron type of audience 
which always has money to spend freely at the box- 
office. But version B would be entirely different, more 
expurgated than a mail order set of de Maupassant, 
almost, if not quite, pure and unquestionable. The 
first version is that usually given, but the second is that 
which is quickly and easily substituted whenever the 
tip may be passed that the censorious police are out 
to gather new evidence. 

Heaven be praised, this matter of morals very seldom 
enters into the problems of retail merchandising. But 
nevertheless it is equally true that many a retail sales- 
person does have his or her Version A or Version B 
of selling-talk. When the boss or the known star-cus- 
tomer is around, it is so easy to substitute Version B 
and to be on best behavior with our best selling foot 
forward, watching our “P’s” and “Q’s” and putting 
our best efforts into our behavior and sales arguments. 
But how easy it is, when the boss is beyond possible 
ear-shot, and particularly when one of those inconse- 
quential customers from over in the gas-house district 
is Opposite us across the selling counter, to slip into the 
other version, with all of its slipshod, lackadaisical, 





considered to be such as to offend 


corner-cutting slovenliness. 

Of course, it should be needless to have to point out 
and say that the man or woman born to success in any 
line can never bring himself or herself to do anything 
which falls short of his or her fullest capabilities. On 
the other hand, the other important point must not be 
overlooked, that the salesperson may be far more easily 
fooled as to the type or importance of any customer 
than the actor-folk about censors in their audience. Im- 
portant customers have such an annoying and disconcert- 
ing way of not looking important, of not looking their 
parts, that it is like playing with dynamite to assume the 
responsibility for choosing the type of approach, even 
if the less desirable type may ever be justified. Better 
have that better foot forward all the time. Then you'll 
never be caught off-guard; and think of the extra prac- 
tice in really-efficient selling you will be getting in the 
meantime. 





Dad 


IX may wear a last year’s straw hat, his finger- 

nails may need manicuring; his vest may hang a 
little loose, and his pants may bag at the knees; his face 
may show signs of a second day’s growth, but don’t you 
call him “the old man.” WHe’s your father. 

For years he has been rushing around to get things 
together. Never once has he failed to do the right thing 
by you. He thinks you are the greatest boy on earth, 
bar none, even though you plaster your hair back, wear 
smart clothes, smoke cigarettes and fail to bring home a 
cent. He is the man who won the love and life partner- 
ship of the greatest woman on earth, your mother. 

He is “some” man, and not “the old man.” If you 
win as good a wife as he did, you will have to go some, 
boy.—Flash, Rotary Bulletin. 
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ROCK-A-TOT. 
Here’s a year 
round leader. Ad- 
justable seat re- 
mains level when 
in motion—new 
safety tray can be 
used as receptacle 
for food or small 
Beautifully 


BABY WALKER, 
Little tots enjoy 
learning to walk 
in this new Baby 
Abso- 
safe. 
Strongly braced. 
Rubber bumpers 







































wood. 


top. 


ble. 


Season |. 


is toy season with these fascinating Mengel numbers 


Here are a few of the Mengel proved 


favorites. Beautifully finished in attrac- 
tive colors, these playthings fairly sparkle 
with appeal. These are the toys that chil- 
dren beg their parents to buy for them. 


The splendid quality of Mengel Toys 
offers you another mighty big selling ad- 
vantage. For Mengel toys are made from 
the finest materials obtainable and put 
together with utmost care. They are built 
to stand the gaff. Thus, they bring more 
hours of healthful fun and frolic to the 
children. 


There are Mengel Toys for children of 
all ages. For every season—indoors or 
out. Indeed, these handsome toys offer 
you handsome profits the whole year round 
—from January to December. And, this 
year the new low prices on various Mengel 
numbers bring you the greatest selling 
opportunity that we have ever offered. 


The new Mengel catalog shows our 
entire line. It gives prices and complete 
information. Send for a copy of this catalog 
now. In the meantime, ask your regular 
jobber about the Mengel line. 


THE MENGEL COMPANY, INCORPORATED, LOUISVILLE, KY. 








PORCELAIN TOP 
TABLE SET. The 
children’s own 
table and two 
chairs to match. 
Strongly built of 
well-seasoned 


porcelain enamel 


SWAN SHOO 
FLY. A most pop- 
ular nursery toy. 
Cannot tip over. 
Exceedingly dura- 
Attractively 
finished in wash- 
able enamel. 














MENGEL SLIDE, 
Made of splinter- 
less,straightgrain 
Rock Maple. Very 
strong and sturdy. 
Quickly set up. 
Built in three pop- 
ular sizes. 


MENGEL 
COASTER 
JUNIOR 
Carefully built of 
well-seasoned 
kiln-dried Ash. 
Reinforced with 
hardwood cleats. 
Steel disk wheels 
with 5s-inch solid 
rubbertires. Made 

in two sizes. 































Youngsters 





SEE-SAW 
SIRCLE 


Here’s a toy the 
youngsters never 
tire of. The thrills 
of Merry-go-round 
and See-saw all in 
one. Roller-bear- 
ing pivot. Top 
board adjustable 
to balance differ- 
ence in sizes and 
weights of chil- 
dren, 


MOTOR BOAT. 
Built along the 
lines of a real 
power boat. 
Driven byasturdy 
spring motor. Will 
run more than 100 
feet at one wind- 
ing. Clear-grained 
genuine Mahog- 
any hull with full 
brass trimmings. 
Made intwosizes, 
14'2 and 18 inch 
lengths. 






just can’t resist these Mengel Playthings 


unique. 


Mengel Toys are fascinating because they are ingenious and 
Our designing department is constantly at work plan- 


ning new playthings and working out new toy ideas in order that 
the Mengel line may maintain its recognized leadership 


in the toy world. 


Mengel Playthings 
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ERE’S a proposition book 
that makes a real proposition, 

not just a promise. Doesn't waste 
your time telling what a wonderful 
bunch WE are, or the young for- 
tune that’s just waiting to be 
picked up. But it DOES tell what 





HARDWARE AGE 


Read It and Reap .. . 


New Business ! 





a 


other dealers have done with the 
proposition, what the possible sales 
are in your state, where your best 
customers come from, and how we 
do all we possibly can under the 
sun to help you make the most 
money out of this new business. 


SEMESAN 


MAKES SEEDS HEALTHY 


For that’s just what it is—a new busi- 
ness—not just another piece of merchan- 
dise to litter up your store. It isn't a 
useless doodad. County agents, agricul- 
tural colleges, and leading farmers say 


advances in agriculturai progress. 
Sells itself every time you sell seeds. 
Every Semesan purchaser is the entering 
wedge for 50 more. The meat of the 
story is in this out-of-the-ordinary propo- 


that Semesan is one of the greatest _ sition book. 
—_——" 
° . — 
The coupon will bring you a copy. adi 
. ° - 
Mail it now ! Patil H.A.MAR.24 
aa 
sl 
— E. I. DU PONT DE NEMOURS & CO., INC. 

> a Dyestuffs Department, 
> a Wilmington, Delaware 





QU POND 


Gentlemen: Please mai! me a copy of your proposition book. 


SSSSCSCCCHOSSHSCEECECHEOSECSCCSCHOEFCCSCSCRC HBR OC KCSHSHOEOR CESSES OSOSCSO HOO EEOS 
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Impassable Roads in Northwest Make 
for Temporary Sluggishness in Trade 


RADE in the territory tributary to the Twin Cities shows 
some tendency toward sluggishness at the present time, due 
perhaps to the fact that it is just between seasons, and that 
there is little inducement for retail trade to develop until general 
conditions are more settled. Roads are in the process of thawing 
out, and are practically impassable, reducing the amount of travel 


in that way to the minimum. 


On the other hand, statistics show that the Northwest is improv- 
ing in a general way, and that conditions are trending toward a 


more prosperous condition. 


It is stated, however, that the farmer 


is going to buy sparingly until he sees some signs of good crops 


this year. 


Those signs are present in the unusual amount of pre- 


cipitation, both in the form of snows during the winter, and lately 


in the form of rains. 





Some jobbers state that business is 
ahead of last year, others that it is 
behind a corresponding period for last 
year. Paints are moving very slowly 
from jobber to dealer. Dealers are 
filling in on other stocks also. 

Prices are very steady, showing no 
changes for the past week. 


AUTOMOBILE TIRES.—The_ excep- 
tionally mild weather has brought out 
many cars which otherwise would 
have remained in storage for a month 
or two, and consequently tires have 
been selling better in a retail way. Ke- 
tail prices are held down to a low point, 
which is a distinct advantage for the 
ear owner. Jobbing prices on standard 
lines have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 350 
x 3% Liberty cord, $3.60; heavy duty 
oversize, $8.75: 32 x 4 Liberty cord, 
$11.15: heavy oversize, $14.50; 
balloon § tire, $9.65; 30 x 
5.25. $15.95; heavy duty, 32 x 6.20 
$96.75: tan tubes, 30 x 3%, $1.70: 32 
x 4, $2.60: 34 x 4%, $3.25: balloon 
tire tubes, gray, 2 4.40, $1.90; 29 x 
4.40. $2.95: 30 x , ae. os aS, 
$3.20: 32 x 6.20, $3.70 each, net. 


AXES.—Demand is steady, with fair 


duty 
29 x 4.40 


x 
25 


Ctq=-) 


volume for this time of the year. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50: 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50: double bit, $19.50; 


handled, single bit, $19.50; double bit. 

$24.25 doz. net. 
BOLTS.—Call for bolts 
stocks in good condition. 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts, 45 
per cent: machine bolts, 50 per cent: 
stove bolts, 75 per cent: and lag 
screws, 55 per cent from lists. 


fair, with 
Prices are 


is 





BUILDING PAPER.—Dealers are fill- | 


ing in their stocks, with the expecta- 


tion of improved sales soon. Prices 
are steady and firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
paper at $2.90 and tarred felt at 
$3.10 ewt., net. 

CHURNS.—Call for churns still is 


light, with prices unchanged. 





GLASS AND PUTTY.— The 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 45 per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—There is some 
eall for this line, mostly for repair 
jobs. Stocks are ample for present 
needs, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.;: 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft.. and 3-in., con- 
ductor elbows, $1.78 per doz. net. 


FIELD FENCE.—Demand is begin- 
ning to show to some extent. Prices 
remain unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: 10 ga. top and 
bottom, 13 ga. intermediate, 26 in. 
fencing at $30.04 per 100 rods. 


FILES.—Call is steady, with perhaps 
Prices show no 


stocks, 


a slight increase. 

changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 


at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Some call for 
garbage cans and tubs is being noted. 


Stocks are in good condition, with 
prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 


galvanized tubs at $7.25: No. 2, $8.00; 
No. 3, $9.25; heavy tubs, No. 1, 
No 


$12.60: No. 2, $13.80: 3, $15: 
Standard 10-qt. pails, $2.55; 12-qt., 
$2.90: 14-qt., $3.25; stock pails, 16- 


qt., $5, and 18-qt., $5.50 per doz. net. 
real 
spring demand has not yet started— 
baseball season has not hit the sand 
lots yet. Storm sash are still on. 
Prices are steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 87 per cent, 
double strength, 88 per cent, and 
strictly pure putty in 50 Ib. drums at 
$4.85 ewt., net. 


HAMMERS AND HATCHETS. — Re- 


tail trade is still slow in this line, 
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awaiting the opening of building work. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mayvdole, No. 11% 
nail hammers, $12.60: Plumb No. FH- 
81, $12. Riverside, No. 611%. $12: 
Plumb Broad, No. 2 hatchet, $16.40: 


— 











No. 2 shingling, $12.50: No. 2 claw, 


$13.75 per doz. net. 


HOSE.—Dealers are filling in their 


_ stocks for the spring business, which 
is 


still Prices show no 
changes. 


We 


to come. 


stocks, 


quote from jobbers’ 
in., 


f.o.b. Twin Cities: Bull Dog, ™% 
7i-ply, 13%c. ft.; Competition, in., 
4-ply, 7¥%ec. ft.: Good Luck, % in., 6- 
ply, l0c, ft.; Electric double braid, 
% in., 50-ft. lengths coupled, 14%, 
ft., net. 


ICE CREAM FREEZERS.—Call for 
freezers still is light, there being the 
regular demand for this time of year. 
Stocks are ample for present needs. 
Prices remain unchanged. 


a 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and &-qt. at 


$6.75 each, net. 
LAMPS AND LANTERNS.—Call for 
lamps and lanterns is steady, and deal- 
ers’ stocks are in good condition. There 
is no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25; No. L427, $6: No. C329 lamps, 
$6.25; No. C318, $7; No. C317. $7.40 
each, net. 

LAWN MOWERS. — Dealers’ stocks 


are being forwarded in many cases. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia 
Stvles A and C, 45 per cent: Style 
K, 40 per cent. Riverside ball-bear- 
ing 14-in.. $7.90; 16-in., $8.15 and 
18-in., $8.45 each, net. 


MILK CANS.—The demand is steady, 
and shows good prospects for the com- 
ing year. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Railroad 5-gal. 
milk cans at $2.65 each, net. 
NAILS.—Dealers are ordering cau- 
tiously as yet, awaiting the opening of 
the building season for residence pur- 
poses. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.15 per keg. base. and 
cement coated wire nails in 100-lb. 
kegs at $3.15 per keg, base, 

OIL HEATERS.—Demand is steady, 
presaging the opening of the spring 
selling season in this line. Stocks are 
ample for present needs, with prices 
firm. 

We quote 
f.o.b. Twin 
oil heaters, 
$7.00: No. 016. $8.25; . 6190, 
$10.50: No. 151, $7.50: No. 0161, $8.75: 
No. 0191, $11.00; No. 505 Giant, $11.25: 
No. 605, $12.75 each, with discount in 
quantities less than ten, 30 per cent: 
ten or more, 30-5 per cent. 


stocks, 
Perfect 
15, 


jobbers’ 
Nesco 
5.50: No. 


from 
Cities: 
No. 12, 


PAINTS AND WHITE LEAD.—Some 


spring stocks have been shipped out to 
dealers, but the movement is still slow. 
Some demand for exterior finish be- 


gins to be noted. Prices have not 
changed. 
We quote from _ jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1 gal. cans, 


(Continued on page 84) 
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OW IS THE TIME 


to push farm chain specialties 


The farmer 1s repairing equipment 


Farm activity is beginning. From now on the necessity 
for new equipment can’t be overlooked by the farmer. for 192 7 
He finds he must buy harness chain, harness hardware 
and farm chain specialties. ° 
Is your stock complete—ready for this demand? Are 


you displaying these chain specialties in your windows 
and on your counters? 

















Are you stimulating demand by reminding farmers of 
their needs? 





Beosst a If you haven t started to get this profitable Spring 
chain business, you can’t begin too soon. 
Very popular farm chain If you need fill-in items to round out your stock, your 
item and a good profit- : 7 ; . . 
maker. Also a complete jobber will co-operate by rushing them immediately. 
line of Elwel Breast 


Chains in single, double, Check up stock and order NOW. Don’t wait for your 
or tapered chain. ; ; 
jobber’s salesman, as the season is already started. 
Push ACCO Chain Specialties—It PAYS. 







AMERICAN CHAIN COMPANY, Incorporated 


Tenso Pattern BRIDGEPORT, CONNECTICUT 
Halter Chains 


In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 


One of severa! ae 
styles of Halter District Sales Offices: 
Chains. Fitted Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco 


with welded ring, 
wire toggle and 
snap. Sizes 6/0 to 
1/0 inclusive. 


> 
Pan, 


EL-WEL- TRA Trace Chains 


These chains are formed and electrically welded on 
automatic machines. This assures uniformity of con- 
struction and strength. Thorough inspections and 
tests maintain ACCO Standard in every Trace Chain 
manufactured. Guaranteed to stand loads as per 
proof test of each size. 


ACCO 


CHAIN SPECIALTIES 


Made by the makers of the famous 
WEED TIRE CHAINS 
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Seasonal Weather Stimulates Hardware 
Business mn Pittsburgh Territory 


(Pittsburgh office of HARDWARE AGB) 


ARDWARE business in this district has been quick to feel the 
stimulus of spring weather and coming on schedule the sales 
season promises to be longer than it was last year or the 


year before and purchases are in keeping with that promise. 


Sun 


in the skies and mild weather ordinarily promote optimism and it 
is heightened by the fact that orders are gaining. Garden tools, 
fertilizers, house-cleaning supplies and builders’ hardware all feel 


the impetus of the seasonal weather conditions. 


There is a possibil- 


ity that demands from the mining company stores will fall off in 
the next few weeks, as the wage scale agreement between the opera- 
tors and the miners’ union expires March 31, and it does not look 
as though an agreement between the two factors would be reached 


in the meantime. 


Some of the mines which have hitherto been oper- 


ated under an agreement with the union, will shut down on April 1, 
while others, it is understood, will continue in operation on an open 


shop basis. 


Some disturbance of operations is likely, but the extent 


and its duration cannot be foretold. The steel industry is running 
at the highest peak in almost a year, with the average of ingot out- 
put in this district around 85 per cent and in the country at large 


at 90 per cent or higher. 


Steel prices generally are steadier than 


they were during the first two months of the year. 

The one important price development of the week is the new bolt 
and nut lists which began to reach the trade last week. They be- 
come effective on April 1, and jobbers have not yet begun to reflect 


the new prices in their resale prices. 


The new list makes advances 


and reductions, but it is said that taking in all bolts and nuts, the 
average of prices is 5 per cent under those recently ruling. 


BATTERIES.—There is the same 
steady demand for dry cell batteries 
there has been for some time past. 
Use of the radio sets still is common. 
Jobbers quote: 


Broken init 
Packages I’: kages 
ao Me esesesveud $1.05 $0.97 
nn De 6saee8e8es 3.85 3.33 
a De scseseeesess 1.22 1.14 
7 Se esesecees 1.22 1.14 
a Be esceseesee 1.40 1.30 
mh UE seneeseees 2.62 2.44 
en Ur scosseenes 2.62 2.44 
a Sl. oscudesads 3.40 3.17 
a Mn asageseses .42 .39 
a: We eeueeesene .40 351% 


No. 6 dry cells, 
packages, 32%c. ea 

Flashlight.—No. 935, 9%4c. each; No. 
950, 9%c.; No. 790, 0 
28c.: No. 750, 18%c.; 

Hot Shot.—No. 1461, 
1662, $2.37. 


BOLTS, NUTS AND RIVETS.—Job- 
bers have only just received copies of 
the new bolt and nut lists and have 
had too little time in which to analyze 
them and announcement of new resale 
prices also is delayed by the fact that 
the new prices are not effective until 
April 1. Rivets are not embraced by 
the new lists, but will probably be 
added in supplement a little later on. 
Prices of bolts and nuts in the new 
list are subject to a common discount 
of 70 per cent. Jobbers’ report a 
steady, but rather moderate demand. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list: all sizes 


oe type unit 


$1. 67: No. 








cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed square, tapped in '3-Ib. boxes, 
%-in., $16 per 100; 5/16-in., $14: %- 
in., $11; -in., 5% -in., 10; ¥, -in., 
$8: %-in., $7.50: rivets, small wagon 
and tinners, 60 per cent off list. 


BUILDERS’ HARDWARE.—There 
is some quickening in demand, as build- 
ing activity responds to seasonal 
weather. The strike of the building 
trades is over except for the steam 
fitters and they are likely to go back 
to work, as did the other branches, at 
the 1926 scale of wages. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $17 per 100 pair; 
3% in. x 3% in., $17.50; 4 in. x 4 in., 
$27.50. 

Hinges. .—Heavy strap, 
per doz.; 8-in., —_ 10-in., $4 14: 
extra heavy, T, 6 $1.87 per 
8-in., $3.18; 10-in., ‘2. 48; light strap, 
with 2 acked one pair in a 
box, 3- a= 7 per 100 pair; 4-in., 
$11. 20: ay cy 3-in., $10.67 per 100 
pair; 4- -in., $12.60. 

Hasps. —Hinge, without screws, sin- 
gle dozen lots, 3-in., 64c. per doz.; 
4%-in., 76c.; 6-in., $1; safety, 3-in.., 
97c. per doz.; 4%-in., $1.14; 6-in., 
$1.60. 

Garage Sets. = ale hinges, 10 
in., $2.50 per set. 


CARPET SWEEPERS.—Jobbers re- 
port a very steady demand for sweep- 
ers at former prices. They quote: 


Bissell’s Grand Rapids, japanned 
trim, $44 per doz.; nickel-plated trim, 
$48: Universal, $42: standard, $36: 


6-in., 
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Junior, $36; Little Gem, $4; Sterling 
sweepers, $24 per doz, 


FERTILIZERS.—Strong demand is 
noted for fertilizers put up in small 


packages. Jobbers quote: 
Old Gardner, 1l-ib. cans, $2.05 per 
doz.; 5-lb. pails, 45c. each; 10-Ib. 


buckets, 70c. each. 
GALVANIZED WARE.—There is a 
demand for this line at all times, but 
it is usually stronger in the spring than 
at other times of the year and this 
year is no exception. Jobbers quote: 
Washtubs.—With wringer attach- 


ment, No. 22, $8.50 per doz.; No. 23, 
$10; without wringer attachments, 
No. 2, $7.75; No. 3, $9. 

Pails. —Water, 12 at, $2.65 per doz.; 
14 qt., $3; fire, 12 q $4; cement, 14 
qt., $10; chamber, ib ‘at., $7. 20; 12 at., 
$8; well buckets, 10 qat., 50. 


Refrigerator Pans. —No. => $4.50 per 
doz.; No. 3, $6; No. 4, $7.5 
Garbage Cans.—Cans with lids, Se- 
a: No. -. $3 each; No. 2, $3.50; 
$4; Hercules, No. 171, $3; No. 
ist, $3, 25; No. 191, $3. 60. 


GARDEN TOOLS.—The weather is 
creating considerable activity in the 
family gardens and bringing out some 
good inquiries for tools. Jobbers quote 
14-tooth, bowed garden rakes at $9 per 
dozen and spading forks at $10.80 to 
$21 per dozen. 

HOUSE-CLEANING SUPPLIES— 
There has been real quickening in the 
demand for these lines under the in- 
fluence of spring weather. Jobbers 
quote: | 


Mops.—O-Cedar, 33% per cent off 


list; Star cotton, 20-o0z., $7 per doz.; 
24-02z., $8.40; 30-o0z., $10.80. 
Chamois Skins.—12 x 14 in., $3.50 


per doz.; 13 x 17 in., $6; 14 x 18 in., 
$7.50; 15 x 20, $9.20. 

Waxes.—Johnson paste wax, 1-lb. 
cans, 85c.; 2-lb. cans, $1.70; 4-Ib. 
cans, $3; 8-lb. cans, $6; Old English, 
1l-lb. cans, 85c.; 2-lb. cans, $1.70; 
4-lb. cans, $3; liquid wax, Johnson, 
pints, 75c.; quarts, $1.40; Old Eng- 
lish, pints, 75c.; quarts, $1. 40. Deal- 
ers’ discount, 331% per cent. 

Sponges. —Accordin to size and 
quality, $2 to $9 per 

Wall Cleaners. ieee City and 
Climax, $1 per doz. cans; Perfection 
paint cleaner, $3 per doz. 

Step Ladders.—Standard full rodded 
ladders, 28c. per ft.; extra, 46c. per ft. 

Floor Polishers. — Johnson’s elec- 
tric, $42.50 each, subject to discount 


of 25 per cent to retailer; — $3.75 
each; Old English, $2.60 each 

Carpet Beaters. — Justrite, $1.10 
doz.; No. 4, $1.20. 


ICE CREAM FREEZERS.—Shipments 
against early orders are quite steady. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 

Alaska Freezers.—1 qt., $2.95 each; 
ae $3.45 each; 3-qt., $4. 10 each; 4- 

$5 each; 6- -qt., 6.30 each; 8- -qt., 
os 20 each: 10- -qt., $10. 75 each; 12-qt., 
$14 each; 15- -qt., $17 each, and 20- -qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Gra os Freezers.—1-aqt., 
$3.25 each; 3.90 each; 3-qt., 
$4.65 each: ey 5.70 each; 6-qt., 
$7.25 each; 8-qt., $9.35 each; 10-qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2-at., 
5.60 each; 3-qt., $6.75 each; 4-qt., 
8.25 each; 6-qt., $10.45 each: 8-qt., 
$13.50 each, and 10-qt., $18 each. 
These are list prices and are subject 
to a dealer’s discount of 50 per cent. 
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Modern Retail 
Merchandising 








This training available 
after March 15, 1927 


GREAT many announcements are printed 

in this paper in the course of a year in the 

hope that they will be read by every merchant. 

But occasionally a really important announce- 

ment appears—so important that every live 

merchant who is in business to make a profit, 

and who has made storekeeping his life’s work, 
should read it carefully. 

This is such an announcement—for it touches 
the very progress of retail merchandising and is 
probably the first important step along this par- 
ticular line that has ever been taken. 

For eighteen years the Alexander Hamilton 
Institute has been offering an Executive Train- 
ing to business men thru its Modern Business 
Course and Service. It has enrolled in this Course 
of training over 300,000 men, among whom are 
many of the leading business executives of the 
country. 


Meeting the Retailer’s Needs 


It is not an exaggeration to say that there 
is hardly a manufacturing, industrial, or finan- 
cial organization of any size which has not at 
least some of its important executives enrolled 
with the Alexander Hamilton Institute. As one 
prominent business man said, ‘“‘The list of sub- 
scribers to the Institute Course reads like a list 
of Who’s Who in Big Business in America.”’ 

As a result of its unusual success in training 
business men in all fields the Alexander Hamilton 
Institute has, because of the frequent demands 


ALEXANDER HAMILTON INSTITUTE - 


of retailers, finally developed a Course of train- 
ing in Retail Merchandising. 

It will be a one year’s Course and will be 
known as 


The Modern Merchandising 


Course and Service 


This training, which will be available after 
March 15, 1927, will be given in exactly the 
same way and follow the same successful meth- 
ods that have made the Modern Business Course 
so. helpful and so highly regarded by leading 
business men—this method is a carefully directed 
course of reading designed to fit into your spare 
time, supplemented by personal service in re- 
sponse to inquiries. 

With the co-operation of the leading author- 
ities in every field of Retailing, the Alexander 
Hamilton Institute has assembled the funda- 
mental facts and principles of Modern Mer- 
chandising in this new Course and Service. 
Every man ambitious for success in retailing— 
every owner, every general executive, every 
buyer, every controller, every merchandise man- 
ager—all men who must think and decide will 
find sound guidance here. 

A booklet called ‘‘Progress and Profits,”’ giv- 
ing interesting details about the Modern Mer- 
chandising Course and Service, is on the presses 
now; the first edition will be quickly exhausted. ° 
For a complimentary copy write at.once. ’ 


° ALEXANDER 


Among the authors of the Texts, Written Lectures, Modern Mer- HAMILTON 
chandising Reports and other material, are the following men: ff INSTITUTE 


e 23 Astor Place 


* 





DR. PAUL H. NYSTROM, Director of JOHN BLOCK, Kirby, Block & - New York City 

the Associated Merchandising Corpora- Fischer, Resident Buyers; AMOS PAR- : 

tion; DR. LEE GALLOWAY, First RISH, Director, Amos Parrish & Com- y Send me a copy of ae 

Director of the School of Retailing, pany, Store Promotion Counselors; COL. ” ress and Profits’’ which te ° 
: ; ; . all about the Modern Mer 

New York University; a well-known au- DAVID MAY, Chairman of the Board, ° at ; 

wor ° chandising Course and Service. 

thority on Store Management; EDGAR J. May Department Stores; CLAYTON POT - A 

KAUFMANN, President of Kaufmann’s, TER, President, United States Stores; ee 

Pittsburgh; J.C. PENNEY , Chairman W. T. GRANT, Chairman of the Board, Pa ES a - 

of the Board, J. C. Penney Company; W. T. Grant Company; WILLIAM N. eS 

JOSEPH CHAPMAN, President, L.S. TAFT, Editor, RetailLedger; JOSEPH - » 

Donaldson Company, Minneapolis; HUSSON, President, Eleto Company, rol SE La a ORE ae Te ne ee ae 

PERCY H. JOHNSTON, President, New York; 

Chemical National Bank of New York; —and many others. P 





Company 








* Business Address 
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Blizzard.—l-qt., $4.65 each; 2-qt., 
$5.50; 3-qt., $6.50; 4-qt., $8; 6-qt., $10; 
8-qt., $13; 10-qt., $17; subject to a 


disc ount of 55 and 7% per cent. 


Lightning.—l-qt., $4.65, and 2-qt., 
$5.50; 3-qt., $6.50; 4- -qt., $8; 6-qt., $10; 
8-qt., $13; 10- -qt., $17; 12- -qt., $21; sub- 


ject to a discount of 55 per cent. 

Auto-Vacuum- Freezers. — No. 
$3.33 net; No. 2, $4 net; No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers.—Bright galvanized, 
tapered, 2-qt., $8 per doz.; same 
size, enameled- galvanized, $10 per 
doz.; 4-qt. size, enameled-galvanized, 
$18 per doz.; and 1-qt. size, Junior 
enameled, $4.80 per doz. These are 
net prices to dealers. 

Arctic Freezers.—1- > ee $4; 2-qt., 
$4.60; 3-qt., $5.55; 4-qt. "$6.80: §-qt., 
$8.60; 8-qt., $11.10; 10- -qt., $14.80: 12- 
qt., $16.65; 15-qt., $23.30. These are 
list prices. Jobbers quote dealer's 
discount of 50 per cent off this list. 
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PAINTING SUPPLIES. — Materially 
better demand is reported with the ad- 
vent of favorable painting weather. 
Turpentine is 5c. per gallon higher and 
oil has stiffened in price slightly. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gal- 
lon; lower grades, $2.25; white lead, 
14%c. per Ib. in 100-lb. lots; 10 per 
cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 91c. per gal. 
in barrel lots; raw linseed oil, 12.3c. 
per lb. in barrel lots. 


POULTRY NETTING.—Good call is 
_— for netting. Jobbers quote on 
ordinary lots of galvanized netting, 50, 
10 and 10 per cent off list before, and 
50 and 10 per cent off list after, 
weaving. 
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POULTRY SUPPLIES.—Poultry rais- 
ing supplies still are moving well in 
this market. — quote: 


Incubators, No $26. 25 each; No. 
2, $31.15; No. 3, $40.08; No. 4, $47.60; 
No. 5, $74.90; No. 14 E, $11.55; No. 16 
IX, $19.25; No. 17 E, $25.73; brooders, 
portable, No. 20, $8.23 each; No. 21, 
$10.85; No. 22, $13.30; blue flame, No. 
80, $14; No. 81, $15.75; coal burning, 
No. 117, $15.05; No. 118, $18.55; No. 
119, $26.50. 


ROLLER SKATES.—Demand still is 
strong for roller skates in this district. 
Jobbers quote: 


Roller Skates.— Union Hardware 
Co. line, No. 2, 70c. per pair; No. 3, 
75e.: No. 10, $1.05; No. 6, $1.55; 
Winslow line, No, 38%, $1.50; No. 38, 
$1.60. 





Impassable Roads in 


in 100 lb. containers 


net. 


and white lead 

at $12.64 cwt., 
PUMPS.—Call for pumps in a retail 
way is yet very light. Stocks are 
ready for shipment with the opening 
of spring sales. Prospects are very 
good for a good year in this line. 
Prices are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 


6-in. stroke, $6.85; adjustable stroke, 


$7.50; No. 495 underground discharge 
windmill force, adjustable. stroke, 
$14.35; No. 415, $14.65; No. 103, hand 
lift, 6-in. stroke, $14. 95: No. 182 hand 
lift, 6-in., stroke, 6-ft., set length, 
$5.25 each, net. 

REGISTERS. — Demand is _ steady, 

though not heavy so far. Residence 


building will add greatly to the call 
very shortly. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 


ROPE.—Sales are rather light at the 
present time, with ample stocks to care 


for the business. Prices show no 
changes. 
We quote from jobbers’ = stocks, 
f.o.b. Twin Cities: Best grade manila 


rope at 25c. Ib., base, and best grade 
sisal rope at 18c. Ib. base. 


SANDPAPER.—Call shows some im- 
provement from week to week, as 
spring decorating time draws near. 
Prices have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: Best Grade No. 1 
sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream, and var- 
net No. 1, $16.75 per ream, 


stocks, 





Northwest Make for Temporary Sluggishness 


(Continued from page 80) 


SCREEN DOORS AND WINDOWS.— 
Dealers are filling in their’ stocks, 
ready for the early business in this 
line. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-S screen doors, $1.97 each; 
wood adjustable 24-in. 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


SCREWS.—Sales are steady, with fair 
volume. Stocks are well assorted, 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 771% -10 per cent: 
flat head, brass, 7714-10 per cent; 
round head, brass, 75-10 per cent 
from lists. 


SCYTHE SNATHS.—Dealers are be- 
ginning to plan their stocks, with the 
season approaching. Prices as an- 
nounced have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe’ snaths, 
$13.20 doz., net. 

SOLDER.—Demand is steady, with 
stocks ample for the call. Prices are 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 44%c., arfd strict- 
ly half and half solder, 43%c. Ib., 


net, in 100-lb. lots. 
STEEL SHEETS.—Sales are steady, 


with a fair volume. Stocks in jobbers’ 
warehouses are in readiness for spring 


business. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 





base (24 ga.) 


at $5.15 cwt., 
$4.30 cwt., 


sheets, 


sheets 
and black steel 
base (24 ga.) 


WHEELBARROWS.—Retail call still 
is light, though there are now some 
indications of trade in this line. Stocks 
are being filled for consumer demand, 
with prices firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. ake Cities: Queen “B,”’ fully 
bolted barrel type tray wheelbar- 
rows, $40.00; Meteor, fully bolted, 


$36.50 doz.; No. tubular, $7.33; 
No. 1 garden, $4.00 and No. 1G Amer- 
ican garden, $6.25 each, net. 


WIRE.—Call for fence wire has not 
yet begun to any great extent. Deal- 
ers are filling in their stocks, and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $2.93 per 80-rod spool; painted hog 
wire at $3.13 per 80-rod spool; gal- 
vanized cattle wire at $3.13 per 80- 
rod spool; galvanized hog wire at 
$3.34 per 80-rod spool; smooth black 
wire, No. 9, $3.15 cwt., and galvanized 
smooth wire at $3.60 cwt., net. 


WIRE CLOTH.—Dealers have in many 
instances begun to order forward their 
stocks of wire cloth. Prices are firm 
as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and Alu- 
mina, 12 x 12 mesh, $2.10 per 100 ft., 
net, base. 


WRENCHES.—Sales are showing a 
slight improvement, with stocks well 
assorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; Coes’ 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 





Chicago Condislens Beginning to Improve 


SOLDER AND BABBITT.—Prices are 
strong and the demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $45 per 100 Ib.: medium, 45-55 
solder, $44 per 100 Ib.: tinners’ 40-60 


solder, $43 per 100 Ib.; high speed 
babbitt metal, $20 per Ib.; stand- 
aoe No. 4 babbitt metal, $14 per 100 


STEEL SHEETS.—Sales are showing 
a seasonal improvement and prices are 
becoming firmer. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 








(Continued from page 69) 


sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—Prices are quite 
firm and the demand is steadily im- 


proving. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.90 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, 5 per spool; 80 rod 
spool of galvanized hog wire, $3.17 
per spool. Polished fence staples, 


$3.40 per 100 Ib. 
WRENCHES.—Prices are unchanged 
and the demand is satisfactory. 


Reading matter continued on page 86 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount, 

Snap-on Wrenches. — Radio and 
electrical set, in metal cases, $2.75: 
No. 101 Master Service Set, $13.75: 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50: No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 square Socket Set, 
$3.70; No. 1878 Giant “‘Snap-on’’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount, 
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Quick turnover of stock, more Cross-Cut Saw 
sales and more profit are what you get when you 





. concentrate your sales effort on high grade saws like 3 
{  SIMONDS Sac" 
z Cross-Cut Saws 
‘ FS 
yi They are the fastest selling cross-cut saws in the world s} ; 
ch A 
Their popularity is due mainly to their wonderful edge- . 

holding quality and ability to withstand wear. Crescent- ¥! 


Grinding, an exclusive Simonds method, makes them 
smooth and easy cutting without binding in the kerf. 


Get our selling proposition and dealers’ discounts. 
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SAW ano STEEL COMPANY 
Established 1832 Fitchburg, Mass. 
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New Hole Saw Announced by 
Black & Decker Company 


The Black & Decker Mfg. Co., manu- 
facturer of portable electric drills, Tow- 
son, Md., has brought out a new Hole 
Saw, designed for cutting holes in cast 
iron, wrought iron, steel, brass and cop- 
per, wood, etc., and for use with the 
Black & Decker %-in. Special, %%-in. 
Heavy Duty, %-in. Special and %-in. 
Heavy Duty Portable Electric Drills. 

It 1s constructed of the finest quality 
saw steel, carefully hardened, is strong 








and durable. The mandrel automatically 
holds a %-in. Twist Drill, which drills 
the pilot hole to serve as a guide for 
the saw. 

The Hole Saw is made in two sets: 
an automotive and a plumbers’ and steam- 
fitters’ type. The former consists of five 
saws and two mandrels, while the latter 
also has five hole saws and two mandrels. 
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Refrigerating Unit Requires 
No Motors or Compressors 


The National Refrigerating Co., New 
Haven, Conn., has placed on the market 
a domestic refrigerating unit known to 
the trade as the Ice-O-Lator. It operates 
on the absorption system and requires no 
motors or compressors. The basis of this 
application of the absorption system to 
domestic refrigeration is the use of a solid 
absorbent material. The absence of mov- 
ing machinery is stressed by the manu- 
facturer as insuring silent operation at all 
times and practical elimination of ser- 
vicing. 

The Ice-O-Lator consists of a refriger- 
ating unit, installed in the cabinet, and 
a generating unit, to be -installed in the 
cellar or elsewhere. This unit contains 
trays for production of ice cubes. Either 
an automatically controlled gas flame or 








an electrical heating element operates the 
generating unit. Both models are avail- 
able. 


Empire Level Announces New Carpenter’s and Mason’s Models 


A new five-piece Mason Level and an 
Aluminum Bound Carpenters’ Level has 
been recently placed on the market by the 
Empire Level Manufacturing Co., Mil- 
waukee, Wis. 

The mason level frame is built up of 





ends added protection. The sights and 
finger grips are shaped and located for 
convenient reading and handling. The 
frame section is 2% by 1% in. 

The aluminum bound carpenter’s level, 
known as No. 60-E, is made in one size 





i ee ee 


five strips of wood, consisting of walnut, 
pine and mahogany, held together by ma- 
rine or waterproof glue. This construc- 
tion has been designed, according to the 
manufacturer, to insure strength, light 
weight and prevent warping. The wood 
is varnished with high grade spar varnish. 
It is designated to the trade as No. 62-E 
and is available in two sizes, 42 and 48 
in. The end plates are lipped to give the 









































only, 24 in. in length and weighs a pound | 


and a quarter. It has four plumbs and 
two levels set in oblong sights, which are 
painted white and sealed from dust and 
dirt by cover glasses. The vials are plain- 
ly marked with two black marks, and the 
curve of the glass is just enough to make 


the bubble quick-acting. | Mexican ma- 
hogany is used in construction. <A _ spe- 


cial aluminum alloy binds the end plates. 
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Improved Modern Gem 
Sharpener 


A swivel detachable clamp is one of the 
outstanding features of the Modern Im- 
proved Gem Sharpener, recently placed on 
the market by the Modern Grinder Mfg. 
Co., manufacturer of tools, grinders and 
vises, Milwaukee, Wis. This clamp, ac- 
cording to the manufacturer, enables the 
user to temporarily clamp the sharpener 
to any projecting surface or to screw it 
to a door or window frame. 





Another feature of this new sharpener 
is an improved large scissor guide. The 
scissor rest brings the scissor blade cor- 
rectly in contact with the upper part of 
the abrasive wheel, where the speed is uni- 
form and greatest. The one half of 
sharpening wheel is enlarged so that chisels, 
small plane-irons and light tools can be 
properly sharpened in a mechanical way 
on the face of the wheel. 

An increased gear ratio, together with 
the enlarged wheel, made of fast-cutting, 
artificially manufactured abrasive grain, 
facilitates proper sharpening of some of 
the larger tools, such as cleavers, sickles, 
grass shears, etc. 

The two halves of the wheel are evenly 
forced together by a three-prong spring, 
which distributes the pressure uniformly 
all over the wheel instead of concentrat- 
ing same at the center, around the spindle. 
The special spring takes up accurately and 
uniformly any wear which may occur. 

The main frame of the Gem is finished 
with attractive port wine color enamel, 
baked at high temperature. The gear case 
cover, which completely covers all the 





mechanism, keeping out grit and dirt, is 
finished in an attractive blue. The crank 
and scissor guide are coppered, making a 
neat finish and guarding against rust. 

Fach Gem is packed in an attractive 
five color carton, which carries instruc- 
tions, together with a broad and liberal 
guarantee. 
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f She set illustrated li 


is Catalog No. 1924 


Ohe sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 


of garage hardware sets. 






ranch Offices__, 
45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFORD ST BOSTON 
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New Features 


For New Profits 


Sree Fire Extinguisher advertising in 23 
representative magazines of national cir- 
culation is sending customers into the 


stores for 


The 
FIRE 
EXTINGUISHER 
AND 


Gam FIRE 
EXTINGUISHING LIQUID 


Why not cash in on this demand? 


IMPROVED 









Get your share of Ag Fire Extin- 
guisher business by keeping these 
extinguishers displayed out in front. 


You can make your tie-up with Bez 
Fire Extinguisher national adver- 
tising more effective by putting Heng 
Fire Extinguisher dealer helps towork 
for you— a Hew Fire Extinguisher 
display tells its own sales story. 


Sire Fire Extinguisher advertising 
is continually selling the consumer 
—is backing you up. Dealers have always 
made money selling Beg Fire £xtinguishers— 
and always will. They are favored for their 
dependability. Their new features mean new 
profits. Every home and automobile owner is 


a prospect. 
A Gout FIRE 
EXTINGUISHER DISPLAY 
Tells Its Own Sales Story 


A Srene Fire Extinguisher sales representative 
or your Jobber’s salesmen will gladly explain 
how these improvements have made a good 
extinguisher better. 


Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 
‘“*Fortify for Fire Fighting”’ 
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Order Your Complete Line of 
SPRAYERS:-”’ PLANTERS £ 


-Srom one house 


ACME hand operated Sprayers, Atomizers, 
Dusters, Corn and Potato Planters are sold 
by reliable jobbers everywhere. Carry a min- 
imum 
your nearest jobber 
vestment and quicker turnover. Insist on 
ACME tools and always have uniformly 
good quality — 


The Best Known 
Fastest-Selling Line 


Our nationally advertised slogan: “If 
| it isn’t all right, bring it back,” establishes 
the confidence of your customer in ACME tools. Our 
factory, the largest in the world manufacturing hand 
sprayers and planters exclusively was enlarged this 
year to take care of the increasing demand. This 
new, 140-foot, two-story addition equipped with the Get Our New 
most modern machinery doubles our capacity—assures Complete Catalog 
quality at an attractive price. Itis an authoritative en- 


Potato Implement Co. pee go 


















and replenish quickly from 
profit by the smaller in- 





cyclopedia of hand spray- 


Traverse City, Mich. dealer helps. Write today. 




















The Dlphos- Line of Hand Made Oil Cans 


Drawn 
Spout 
Double 
Seamed 


Into 
Breast 
of Can 


{' a 
JE. G 





These features make sales soon as shown. Drawn one-piece 
spouts, double seamed and clinched into breast of can. Spouts 
cannot be knocked off. Large filler openings which make filling 
easy. Collar clinched into breast of can. Edge of cap curled—- 
no raw edges. Top is heavily knurled. A reinforcing bead 
extends clear around can just above seam. This strengthens 
the can and protects the seam from injury. 


Made in four sizes: 1 and 2 gal. sizes with 2” diam. filler open- 
ings. The 3 and 5 gal. sizes with 2%” diam. filler openings. 
Red or blue striping as customers prefer. 


Good profit. Write for Complete Catalog and Trade-prices. 


The New Delphos Mfg. Co., Delphos, Ohio 
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True Time Tellers Displayed! 


True TJime “Jellers 


1817 
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This Handsome Display Case FREE 


With Each 
Selection 


of 


NEW HAVEN’S 


Unusual Alarm 
Clocks 
No. C124 


Handsome Display 
Case 
HE Display Case is 
1614 inches long, 18 


inches high and 84 
inches deep, made of 


metal, of strong, durable 
construction, attractively 
finished in dull mahog- 
any, full vision front 


glass. 


The clocks are placed 
on the shelves, and fit 
snugly into cut-outs spe- 
cially designed for each 
clock, preventing disar- 
rangement of display. 


Kach shelf is equipped 


with hinges, tilting back 


‘with ease. 


HIS Alarm Clock Selection consists of twenty-four (24) specially selected, quick selling True 
Time Tellers, varied in designs, sizes, finishes and dials, that are pleasing to the eye, and their 
moderate prices make them ready sellers. 


. : Dealer’s Total Suggested 

Summary of No. C124 Alarm Clock Selection— Cost Dealer’s Camsmanes's Retail 

. Price Cost Price Value 
iii hn ee ent et owner scares ceenewi $2.50 $5.00 $3.75 $7.50 
Se re OO, os oct odes cwscwseseetveceenns 3.15 3.15 4.75 4.75 
2 Square Tat-Too Jr., Silver Dial...... PER HEN EEN WON COS oo swore cesenes 2.20 4.40 3.25 6.50 
1 Square Tat-Too Jr., Silver Radium Dial...................-...0555. 2.85 2.85 4.25 4.25 
2 Square Tell-Tale, White Dial... ...........s2cccccccssscercrccccees 1.40 .80 2.00 4.00 
DS Demme Tele- Te, TOM DOORN. ooo nc cc ccc ces ccc cc ecceccccesese 2.05 10 3.00 6.00 
OO Serr rrr rer eT Sr rrr errr errr 2.20 .40 3.25 6.50 
y 9,  — RPO rer re rer re ere ec r try er ee Tee eee eee 2.85 85 4.25 4.25 
RE ee eee ee rare 1.70 10 2.50 7.50 
RR EE er ee eee eee er eee 2.35 .70 3.50 7.00 
Neen enn ne cce che evs cnnenebinms en vunw'eh 2.20 8.80 3.25 13.00 
EL a ee ee ere 2.85 5.70 4.25 8.50 
Ee xxXxXX xXxXX xxxxX xxxXxX 
A Total of $25.90 on an Investment of only....... 2.0... cece eee eee es $53.85 Retail Value $79.75 

Order from Your Jobber Today 
THE EW AVEN LOCK CO. 
EST. EW VEN ONN. 1817 
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NO. 7-T SPRING HINGE SET 


The materials necessary for the spring repairs 
represent a large volume of sales, and your 
best business hinges on this dependable mer- 
chandise. 


The Arcade No. 7-T Hinge Set includes one pair of 
No. 7 spring hinges, together with necessary screws, 
hook and eye, and door pull as shown in illustration 
above. This makes a convenient and salable package 
that will appeal to your customers. 


The Gem Line of 
Arcade Mop Sticks 


is the best that has ever been offered to the trade. 
Over fifty years of manufacturing experience have 
enabled us to make a product superior in every way. 
Look for the Arcade label! 


Our No. 0 Gem Mop Stick 


The No. O Gem Mop Stick for 
household use combines two 
essential features—strength and 
lightness. All metal parts are 
made of steel and heavily cop- 
pered. Handle is of waxed 
hardwood. 


The No. 50 Jani- 
tor Mopstick 
















jested arad Approveg 
‘> 180 


Good Housekeeping 
=, * institute 







aw 
, tte & 
fe cpl 
“OUSEKEE PING MR 


The No. 50 Janitor Mop Stick is 
for extra heavy use, in public 
buildings and apartment houses. 
Sturdily constructed, and a most 
satisfactory Mop Stick in every 
way. 





Areade Manufacturing Co. 
Freeport, Illinois 
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Change 
(Continued from page 49) 


into his business. The business shows substantial profits, 
but these profits often show up in inventories, in ac- 
counts, in buildings and frequently, cash is conspicuous 
by its absence. 

*x* *«*« * ; 

During these growing days, this merchant keeps his 
eye on every part of the business. He is often buyer, 
salesman, financier and accountant. He is chief cook 
and bottle-washer. He forms the habit of doing every- 
thing himself. He will hardly entrust anything to others. 
He does not know it, but he has been such a successful 
clerk that it is simply impossible for him to change from 
being a clerk into being an executive. I have even 
known men who occupied the position of the head of a 
business who were only interested in one department in 
their business. They had grown up in this department. 
They were not interested in any other department. Other 
departments, without proper supervision, but on account 
of the growth of the country, just grew up like Topsy. 
Naturally, a business in the hands of a man who is 
really nothing but a department manager does not reach 
its full development... A time comes when it is evident 
there is something wrong with the business. The head 
of the business comes and talks to us about his business. 
Often we have known him for years. Often we know 
a zood deal about his business, but naturally, we are 
entirely too tactful to tell him, without a substantial 
consideration for the information, that the real trouble 
with his business is himself. It is surprising how seldom 
this very practical idea ever occurs to the head of a 
business ! 

Then, there is another side to this evolution of the 
successful business man that is worth considering. In 
the beginning, he is poor. He is not worried about his 
outside investments. His family is small. His wife 
looks after the babies and the young children. Social 
engagements are not crowded upon him. The demands 
of his business are so insistent, both upon his capital and 
his time, that his mind does not wander to cruises around 
the world, to trips to Florida or to southern California. 
In other words, in the early stages of his development, 
he just works. } 
| e * > 

But after a while, as he grows older, what happens? 
He must look after his personal fortune. Possibly he 
has grown rich. As the Good Book states, money has 
wings and it takes a considerable part of a rich man’s 
time to clip the wings of money! So, in office hours, 
instead of devoting his time to the affairs of his business 
that has made him rich, he is devoting quite a good 
deal of time unconsciously to his investments. 

Then, if he owns houses in which he lives or houses 
that he rents, he must look after a lot of things. There 
are tenants, repairs, insurance, buying and selling. All 
this takes time. 

x * * 

Having gained a reputation as a rich man, people who 
have things to sell constantly seek him. They have 
bonds or stocks or businesses or wonderful enterprises 
with great prospects in which they desire to interest 
him. He of course must be polite to these visitors. All 
this takes a world of time and the time is taken away 


from his business. 
*k * x 


By this time his children have grown up. The boys 
are ready for college and the girls are ready to “come 
He has become a prominent citizen. 


out.” His name 
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is in the Society Blue Book. He of course must occa- 
sionally be seen with his wife! He is dragged into social 
affairs by his daughters. His son wants the Old Man to 
come down and meet the boys on Commencement Days 
at college. All these things are evidences of success. 
All of his friends down at the bank do these things, so 
he does them and doing these things takes a lot of time 


from business. 
*k * * 


Then too, his name, by reason of ‘his success, has 
become a synonym for good judgment. It is a good, 
solid, substantial name. Success stands back of this 
name. So several banks and trust companies in town 
want him on their Board of Directors. He of course 
accepts. All the other prominent men he knows are 
Directors in banks. It is the regular thing, but attend- 
ing these meetings in the banks, usually about lunch- 
time, takes a lot of valuable time right out of the middle 
of the day. It requires a lot of time to be a Director 
in a lot of companies. 

* * x 

Then of course his city is entitled to have part of his 
time for the public good. He becomes interested in 
civic affairs. He attends civic luncheons. He is the 
chairman of civic meetings in the afternoon. All this 
takes time. And there is his church. Such a promi- 
nent man in the community should give his support to 
religion. He becomes active in church affairs. Of 
course they tell him, when he accepts a position on a 
committee that it will take very little of his time, but 
just when he is busy on some business matter, the tele- 
phone rings and he is called to a meeting, so he drops 
his own affairs and goes to the church meeting. Religion 
may be worth it, but it takes a lot of time. (I have 
not said a word about golf!) 

x * x 


So, if this analysis of the average successful business 
man is correct, and I leave it to you whether it is correct 
or not, along about the time when he is between fifty 
and sixty, his own business is getting precious little 
attention from him. If it should be figured up every 
day just how much work he does for his own corpora- 
tion, he himself would be shocked to see how little it is. 
Now, here is the point of this entire article on personal 
change: If this man attempts to do all these things 
outside of his business and at the same time holds on to 
all the authority in his own business, what happens? 
Things can not be done without his approval. There- 
fore they wait. Things are not done. Mr. Smith is 
out—wait until tomorrow—wait until next week. 
“Manana” becomes the watchword of this institution. 
When the head man is absent, when heprocrastinates, 
naturally the next man is soon absent and also procras- 
tinates. After a while, the business runs into years 
of considerable volume but exceedingly small profits. The 
good old profits of the old days seem to have passed 
away. Usually this is explained by the one word, “Com- 
petition.” A closer analysis, however, of a good many 
businesses will show that the lack of profits is due to 
something else entirely different and the reason for this 
lack of profits is that these businesses are not being 
properly managed. 

x * Ox 

What is the answer? If a head man in a business 
wishes to devote his entire time and attention to other 
things outside of the business, he should either resign or 
he should give up his salary and turn over the manage- 
ment of the business to some younger man who is just as 
hungry for success as he was twenty-five years ago. 
This younger man should be given a stake in the busi- 
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The Challenge line of refrigerators is 
popular with the hardware trade and is 
handled by a large number of hardware 
merchants. The line is broad, starting 
with an inexpensive but well built box 
and grading up to a beautiful all porce- 
lain case. 


The Challenge factories-cover 20 acres 
and include our own porcelain plant and 
large warehouse facilities which enable 
prompt shipment. 


We make ice refrigerators only, and 
have been in the business for 43 years. 


More people than ever before are 
thinking about refrigerators today, and 
with the Challenge line you will be able 
to get your share of this business. 


Write your jobber or us for a catalog. 


CHALLENGE REFRIGERATOR COMPANY 
Grand Haven, Michigan 
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Empco Electric 
Heater 1809 


No. 1809 same gen- 
eval style, solid cop- 
per reflector. Screw 
element and remov- 
able guard. Finish 
gray duco enamel. 
Equipped with 
Standard cord and 
plug. 


Radiant Electric 
Heater S-72 


Radiant electric heat- 
er S-72—12 inch ad- 
justable, extra heary 
solid reflector —renew- 
able screw type core, 
remotable guard per- 
milting use for flood 
lighting. Cast base— 
finished Arabian 
bronze, equipped with 
seven foot standard 
heater cord and plug. 


Push this Right Now! 


Timely display of Empire heaters brings 
extra profit quickly. Quality merchandise at a 
low price that builds volume sales at a sur- 
wet rate. Generous discounts give you 
liberal reward for your work. Order from 
your jobber today. 


METAL WARE CORPORATION 


Factory, Two Rivers, Wis. Sales Office, Chicago, Ill. 





















de : 
Oliver 


FOR 64 YEARS A NAME REPRESENTING 


Quality and 
Service 


G9 






Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 










ow 





OLIVER IRON AND STEEL CORP. 


\ Pittsburgh, Pa. 












ness—a share in the profits—and if this is done, the 
business itself is a growing and profitable institution. 
If it is not done, the business runs for a while on 
momentum—just on its past glories—and then after a 
while it starts running down like a clock, simply for the 
lack of being properly wound up. 





The Man Who Showed the World a 
Better Way to Cut Glass 


P in New England, still 

spending most of his time 

on his pet idea, a visitor 
to the Red Devil Glass Cutter 
plant will be graciously received 
by Frank Woodward, the man 
who made the first steel wheel 
glass cutter. 

That was back in 1870. Mr. 
Woodward, now in his eighty- 
first year, still vigorous and alert, 
will tell you how, at first, he was 
able to make only a few cutters 
at a time and was compelled to 
peddle these from street corners 
because not many people could 

—— be induced to try the new tool. 

Increasing quantities of the 
new cutters were sold, however, and finally inventor and 
salesman joined forces. Landon P. Smith saw the 
Woodward Glass Cutters, became enthusiastic about 
their possibilities, and has since succeeded in selling 
them to a substantial portion of the world market under 
the familiar trademark “Red Devil.” 

Making glass cutter wheels is a delicate operation, 
demanding high skill and.experience. That these attri- 
butes are not lacking in the Red Devil plant is evidenced 
by the fact that twelve old employees have given a com- 
bined term of service to the company of 459 years. The 
engineering department has functioned successively since 
steel wheel glass cutters were made a practical tool and 
the advice of this department is always at the disposal 
of any glass worker to solve his problems. 

Growing complexities in glass manufacture demand 
increasing experimentation with steels and cutting 
wheels. In the plant from 7 to 12 months testing is 
given to all wheels produced from new steels, before 
the cutters are placed on the market. 

Landon P. Smith, Inc., manufacturer of Red Devil 
glaziers tools, has recently added to its line the Diamond 
Point Driver and Diamond Points. 








Price Tag Information 


“$55” reads the price tag on the table in the furniture 
store—yes, but in addition there is the following impor- 
tant information: “Top, solid mahogany; legs, birch; 
finish, wax.”’ Merchandise carrying price tags compar- 
able with that is capable of serving as its own sales- 
clerk to a very striking extent. Such price tags seriously 
attempt to give some idea as to qualities; in short, to 
“set down to brass tags.” Particularly in merchandise 
which runs into real money, we are going to see an in- 
crease in this type of informative price tags in order 
that the customer may, to a large extent, sell himself 
while perhaps waiting for the clerk to be free to take 
care of him. No, price is far from everything that 
should be on a price tag. 
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Ask Questions First 


NE of the English humorous 
weeklies prints the story 
about the woman who sought to 
make a purchase in a shoe store. 
It pictures a scene with one corner 
of the establishment piled high with 
boxes and with literally hundreds 
of shoes which have been tried on 
but without any success in effecting 
a sale until, at length, the following conversation takes 
place: 

She: “No—no! I simply could not walk a step in 
shoes that pinch like that!” 

Clerk: ‘I’m sorry, madam, but I’ve shown you all 
our stock now. These shoes are the ones you were wear- 
ing when you came in.” 

Of course, there are customers who simply cannot be 
suited, no matter what time or pains are expended in 
trying to suit them. But the fact remains, nevertheless, 
that the salesperson in any store which carries a multi- 
tudinous stock does well if he seems to make slow prog- 
ress at the beginning of each individual selling effort, 
as the result of asking whatever questions are necessary 
in order to give him a clear picture of just what is 
wanted or should be wanted. In that case, each sale may 
be more quickly and surely consummated in the end. 

Retail sales clerks are ever too afraid of hurting pros- 
pective customers’ sensibilities by first asking many ques- 
tions which may seem to pry into personal matters. But 
such things may be handled with such clever tact that 
not the least suggestion of offense is suggested. And, 
anyway, wherein lies the science behind the type of 
salesmanship which merely proceeds blindly, with a pur- 
poseless showing of the store’s stock without regard 
for the customer’s likes and dislikes, the size of his 
pocketbook or his station in life? 

It resembles too much the old game the children 
used to play, of pinning the tail on the picture of the 
donkey when one is blindfolded. Of course there is a 
possibility that the tail or the sale may get there correctly, 
but the chances are much against it and the probabilities 
are many that the donkey will be carrying a tail attached 
to his long ears or the customer an article of merchan- 
dise ill suited to him and his needs. 

Ask ’em your questions before you show the goods. 
You'll never get as favorable an opportunity again. 


The Customer Is Not “Always Right” 


HERE is danger in too much courtesy. Every 

virtue becomes a vice if it is carried too far, and 
frank rudeness is better than servility or hyprocrisy. Com- 
mercial greed, there is no other name for it, leads a firm 
to adopt some such idiotic motto as “the customer is 
always right.” No organization could ever live up to 
such a policy, and the principle back of it is undemocratic, 
un-American, unsound and untrue. The customer is not 
always right and the employer in a big (or little) con- 
cern who places girls (department stores are the chief 
sinners in this) on the front line of approach with any 
such instructions is a menace to self-respecting business. 
America does not want a serving class with a “‘king-con- 
do-no-wrong” attitude toward the public. Business is 
service, not servility, and courtesy works both ways. 
There is no more sense in business proclaiming that the 
customer is always right than there would be in a cus- 
tomer declaring that business is always right, and no 
more truth—From “The Book of Business Etiquette.” 











“The Blade With the Reputation” 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, New York 











Even the Man Who 
Knows Nothing 
About Good Tools 


Will Appreciate 
COES 


A man need not be an experienced 
user of tools to appreciate the good 
features of a Coes Steel Handle 
Wrench. The quality we put into 
these tools shows—anyone can see 
it by a casual examination. - 


If this is true of the unskilled 
user of tools, don’t you think that 
those who do know good wrenches 
will doubly appreciate the Coes? 


All leading jobbers carry the Coes 
and can supply it in sizes from 
GO” tw Zr’. 





COES WRENCH CO. 
“In Business Since 1841” 
W orcester Mass. 


SELLING AGENTS 


3. © Meee re BGO... cc kccas 29 Murray Street, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 




















9 
GREEN’S 
¥%/ 1 STOCK BOXES 
i?  ¥or the convenient hand- 
ling of shelf hardware. 


A strong, attractive box 
at low cost. 


Made in an assortment 
of sizes to fit every hard- 
ware need. 


Write for NEW Illustrated Price List 
THE GREEN CO., 250 W. 57th St., N. Y. 

















LUCENTI 
Screen & Storm Sash 


HANGER 


Made of heavy gal- 
vanized wire with a 
4%" offset, to take 
care of screens made 
of 7%” stock to fit on 
Standard 1%” win- 
dow frames. 

Extra eyes can be 
furnished without off- 
set for 1%” storm 
sash. 





James Lucenti 
15 Horton Ave., New Rochelle, N.Y. 

















Paine Star Drills 


Extremely Tough and Hard 
Carefully Tempered Have Plenty of Clearance 
UNQUALIFIEDLY GUARANTEED 





They will not clog nor stick. 
Four lengths 8”—12”—18”—24” 
any diameter from 4” to 1%” 
All carried in Stock 
Shipments prompt. Prices very attractive. 
Send for Literature and Prices 


THE PAINE COMPANY 
2951 Carroll Ave. Chicago, Iii. 

















DIAMOND “E” 


All-Metal Fly Screens 


The wire cloth of DIAMOND “E” Window Screens 

is made from No. 14 galvanized and No. 16 bronze wire 

of finest grade, closely meshed, and guaranteed fly and 

mosquito proof. Easy. to adjust. Sell all 
———— sizes: Galv. Wire, $1.00 to 
ne «©. $2.00; Bronze Wire, $1.50 
siete to $2.50. 





BUY FROM , 


Shi YOUR JOBBER (p DB 


+oeeret ela beeee 
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Bedell & Co., Washington, D. C., Comment 
on ‘““Why Business Leaves Home”’ 


We have received a very interesting letter from the 
firm of Bedell &°Co., upholstery supplies and cabinet 
hardware, Washington, D. C., in which they express 
much interest in the editorial “Why Business Leaves 
Home,” appearing in HARDWARE AGE, issue of March 
10. They also say that after a great amount of study 
on this question of buying out of town they have con- 
cluded that as the mail order houses receive their cash 
immediately the bookkeeping and collection expense is 
really their profits; and under those conditions only can 
the independent retailer compete successfully with mail 
order houses. 

An interesting letter being sent out to the firm’s cus- 
tomers on this subject was also enclosed with their letter 
to us, which we are glad to quote herewith: 

“As everyone knows, spring will soon be here. Then 
a general housecleaning. New draperies, new slip 
covers, odd chairs to be repaired or perhaps a knob is 
missing from the buffet or a caster is lost from some 
other piece of furniture. You wonder where you will 
find these things. We have all of them and many more 
that are needed in the upkeep of a home. 

“This spring there are more new and beautiful mate- 
rials for drapery and upholstering than ever before. 
Slip cover linen from Belgium in new, colorful stripes ; 
new patterns and colors of English cretonne, and many 
new designs in American fabrics. We have rods and 
fixtures for hanging draperies; fringes, braids, tap- 
estries, velour, leatherette, damask and all trimmings 
necessary for upholstering. 


Installments versus Cash 


“In our last message we were more or less criticised 
by several of the merchants who sell on the installment 
plan. We have no quarrel with the installment plan; 
in fact, we believe that the installment plan is a good 
idea if used in special cases; such as buying a piano, 
radio, electric sweeper or furniture; but in no case 
should more than one purchase be bought until the pre- 
ceding merchandise is paid for in full. The first pur- 
chase should not be bought until you have actual savings 
(with the money in bank) of at least one-third of the 
amount. The indiscriminate buying of draperies, cloth- 
ing, etc.,'on installments is very destructive to your peace. 
happiness and independence, if you do not work on the 
Budget Plan. 

“Now, we will take up the Cash system: the very 
large savings when you pay cash is illustrated by the 
increasing number of chain stores, tobacco, 5 and 10 
cent, cash and carry groceries, mail order concerns, etc., 
and the gradual decline of the individual merchant. 
How to keep the local trade is a problem. We know it 
can be done, and we are determined that it will be 
done. You have the joy of shopping and seeing what 
vou are buying, and your money remains in your purse 
until you get the goods, without paying freight. Also, 
the useless waste of bookkeeping, collecting, postage 
and bad debts are eliminated. Why argue in that man- 
ner and have a number of bookkeepers and collectors 
lose their jobs? Well, they do not, as they can easily 
secre a position as a salesman, and any intelligent 
hookkeeper or collector will make a first-class salesman, 
if he wants to be. in two weeks’ study, and there is always 
a scarcity of real salesmen; but a full supply of book- 
keepers. 

“When vou visit us, kindly note that every article 
is priced in plain figures, from which there is no devia- 
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tion in prices, and the salesmen are instructed to get 
the idea of what the customer wants, not what he wants 
to sell. Often the customer will want the salesman’s 
advice. In that case. he will do his best to help them. 

“It is very seldom that we have a customer leave the 
store dissatisfied; but many of them return after shopping 
elsewhere. We think the reason is that we have several 
signs in the store which read as follows: 

‘WE-SELL FOR CASH ONLY.’ 
‘DO NOT ASK FOR CREDIT; 
‘YOU" WILL BE REFUSED.’ 

“These signs rélieve our new customers and ourselves 
of any embarrassment. We do not blame the customer 
for expecting to buy on open account or installment, as 
so many stores beg them to buy on credit. What we are 
after is the trade that buy for cash, same as the Chicago 
and other mail order houses sell for; but here you have 
the pleasure of shopping and seeing what you intend 
to buy, and avoid paying freight charges and the many 
errors of wrong address, etc. 

“Tt will certainly be worth your time to visit our store 
and examine the new materials which are coming in 


every day. ~ , 
y aay “Bepett & Co., Inc.” 





Sanitation Angle in Selling Paint 


AINT manufacturers have conducted a series of ex- 
periments to determine what disease-destroying quali- 
ties were contained in paint. Apart from the well-known 
fact that the cleanliness of painted walls tended to pre- 
vent disease, it was somewhat surprising to find out that 
paint actually does present an obstacle to disease germs. 
It was learned that there was nothing in the paint for 
germs to feed on, despite the fact that they will derive 
nourishment from practically any organic material. It 
was also ascertained that most wall paints were poisonous 
to, and kill living cultures of most disease germs. 
The sanitary value of paint as a wall covering is rec- 
ognized by hospital managements and those in control of 
other public buildings. Houses and apartments are being 
decorated more and more with wall paint in preference 
to other coverings. As many beautiful decorative effects 
may be obtained with paint, it is obvious that here is a 
sales argument that will help move paint off the mer- 
chant’s shelves. 


And That’s That 


OT so long ago, the story runs, a traveling man 

visited a certain small town and sold the proprietor 
of its general store a bill of goods. When the roofing 
stuff arrived it was not as represented, and the mer- 
chant consequently returned it. 

But the company, nevertheless, attempted to collect the 
bill, and drew a sight draft on the merchant through 
the local bank, which returned the draft unhonored. The 
wholesaler then wrote to the postmaster about the finan- 
cial standing of the merchant, and the postmaster replied 
that it was O. K. Finally they appealed to the local at- 
torney to collect the bill, and received this reply by return 
mail : 

“The undersigned is the merchant on whom you at- 
tempted to palm off your worthless goods. The under- 
signed is president and owner of the bank to which you 
sent your sight draft. The undersigned is the postmaster 
to whom you wrote, and the undersigned is the lawyer 
whose services you sought to obtain for your nefarious 
business. If the undersigned were not also the pastor of 
the church at this place he would tell you to go to hell.” 
—Master Painter and Decorator. 
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Door Knobs 
That Lock 


Show your cus- 
tomers how quick- 
ly they can _ re- 
move regular door 
knobs and replace 
them with our 


Knobby-Lock Night Latch 


The whole job is done in three minutes 
without drilling or cutting of door. 
Your customer has a Sturdy Lock with a Five Tumbler 
Cylinder right in the knob. Write for “‘Trial Order” 
of 1%4 dozen sets. Order now. 


ADVANCE MFG. CO. 


620 St. Antoine St. Detroit, Mich. 
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HMLONTRE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, tni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 


Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 


2918 Terrace ‘Formerly, Schecters Ses) Buffalo, N. Y. 














PREMAX TENT EQUIPMENT 
Is Easily Handled 


“TOURIST campers want equipment that’s easily 
handled both in service and in transportation. 
Premax Rustless Steel Tent Stakes are packed twelve 
in a handy bag—they don’t get lost. 

Premax Telescoping Tubular Steel Tent uprights and 
Ridge poles collapse in one piece, and are completely 
adjustable for unevenness of ground and stretch of 
tent. Both Parkerized Rustproof. Send today for 
samples and prices. 


PREMAX PRODUCTS 
Niagara Metal Stamping Corporation 
Dept. HA-8 
Niagara Falls, New York 











Still Busy at the “Old Stand” 


Someone circu- 
lated a_ story 
that we were 
“Out of »busi- 
ness.’” You can- 
not believe all 
you hear. Fact 
is we are turn- 
ing out che same 
good Socket 
Wrench Sets 
that have long 
been the choice 
of Mechanics 
and Motorists 

who respect 
lasting quality. We are now making five styles of Socket 
Wrench Sets and can ship them promptly. A line re- 
questing Folder and Prices will prove that we are very 
much alive. 


WILL B. LANE UNIQUE TOOL CO. 
422 So. Dearborn St., Chicago, Ill. 
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that homely Smith girl?” 


“No, I’m not.” 


“Good for you, old man. 


“Married her.” 


fF riend—“What is son taking up 
in college this year?” 
Dad (disgustedly )—‘‘Space, nothing but 


space !” 


your 


“How about some brains, Mrs. Casey ”” 
“Orll take a couple of pounds, Mr. 
Casey ain’t had any fer a long time.” 


“What became of the scheme to stamp 
the date on eggs before they were put 
into cold storage?” asked Fogey. “I 
haven't seen a stamped egg for five years.” 

“No,” said Grouch. “The ink fades six 
or seven years after it is stamped on the 
egg. 


“Now, can any lady here define an ideal 
husband ?” asked the speaker at a woman’s 
meeting. 

“Yes,” replied one. “One who never 
passes a mail box without feeling in all 
his pockets for letters.” 


Visitor—“Sorry I couldn’t get to your 
wedding.” 

Film Star—‘‘Never mind, I'll have an- 
other one soon.” 


An Alabama darky was telling a friend 
of a certain church service he had at- 
tended. 

“De preacher wasn't feelin’ so good last 
Sunday,” he said, “‘an’ he made de stove 
preach de sermon.” 

“Made de stove preach?” 

“Yessuh; made it red hot from top to 
bottom, an’ den he tells de sinners to take 


949) 


a good look at it an’ go to thinkin’! 


If gold is found in quartz and dirt 1s 
found in yards, how many pecks has a 
woodpecker and how many gills in a fish, 
or what does the subway? 


“John, dear, I am to be in an amateur 
theatrical. What would folks say if I 
were to wear tights?” 

“They would probably say that I mar- 
ried you for your money.” 
thundered the 


“The time will come,” 


suffragette orator, “when woman will get 


a man’s wages.” 
“Yes,” sadly muttered Harrington, “next 
Saturday night.” 


THIS ONE ACTUALLY HAPPENED 

Herman Eulitz, Maplewood, Mo., sends 
the following and actually hap- 
pened across the counter in the hardware 
store: 

Lady Customer—‘“Give me a couple of 
fuse plugs.” 

Clerk—‘‘What size, please ?”’ 

Lady Customer—‘“I don’t know. 
not take any measurements.” 


Says it 


[ did 


A dusky lady went into a drug store 
and asked for one cent’s worth of insect 
powder. 

“But that isn’t enough to wrap up,” 
said the clerk. 

“Nemind ’bout wrappin’ it up. Jess blow 
it down ma back, dassall.” 


Patron—“Do you serve fish here?” 
Waiter—‘“Certainly ; we cater to every- 
9 
one. 


“Oh, John,” screamed the excited woman 
driver, “the car is running away.” 

“Can't you stop it?” asked her worried 
husband. 

“No.” 

“Well, then, see if you can’t hit some- 
thing cheap.” 





Country Cousin (after prolonged inspec- 
tion of building operations)—“I don’t see 
the sense of putting statues on the top 
of your buildings.” 

City Cousin—‘Statues? Those 
statues. They’re bricklayers.” 


aren't 


“What a terror you are for asking ques- 
tions,” cried the exasperated father. “I 
shall be thankful when the Christmas holi- 
days are over. I’d like to know what 
would have happened to me if I'd kept 
on asking my father questions when I was 
your age.” 

“Perhaps,” suggested the son in correct 
holiday spirit, “you’d have been able to 
answer some of mine.” 


Mrs. Knowall took a great interest in 
the doings of all the neighbors. 

“Well,” said her husband when he re- 
turned from business in the evening, “have 
you found out anything about the social 
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- ~ ee a 
: _ 
~~ 






How did you ever get out of it?” 


standing of the new folks across the 
street?” 

“Not vet,” was 
no car.” 

“No?” 

“Yes, and they have no pom, no phono- 


graph, no radio, and not even a grand 


the reply. “They have 


piano. I can’t imagine what they have 
got.” 
“Humph!” remarked friend husband, 


“perhaps they have a bank account.” 


Mr. Spendix—‘‘Any installments due to- 
day ?” 

Mrs. Spendix—‘‘No, dear, I think not.” 

Mr. Spendix—‘“Any payments due on 
the house, the radio, the furniture, the 
rugs, or the books?” 

Mrs. Spendix—*“ No.” 

Mr. Spendix—‘‘Then I have ten dollars 
we don’t need. What do you say we buy 
a new car?” 


Parson Johnson—“De choir will now 
sing, ‘I’m Glad Salvation’s Free,’ while 
Deacon Ketcham passes de hat. De con- 
gregation will please ‘member, while sal- 
vation am free, we hab to pay de choir 
foh singin’ about it. All please contrib- 
ute accordin’ to yo’ means an’ not yo’ 
meanness.” 


Here is an amusing story about the 
Prince of Wales: 

When he was little, his grandfather— 
King Edward—came upon him studying 
industriously, and asked what he was 
reading. 

“All about 
the Prince. 

“And who was Warbeck?” asked King 
Edward. 

“He was a pretender,” came the answer. 
“He pretended he was the son of a king. 
But he wasn’t. He was the son of re- 
spectable parents.” 


Perkin Warbeck,” replied 


The owner of a big plant, addressing 
a new employee: 

“Did my foreman tell you what you will 
have to do?” 

‘Vy a. k hi 

Yes, sir; he told me to wake him up 
when I see you coming.” 














March 24, 1927 














A Satisfied Cu 


and the reason —~ 


Customers who buy “SACMES”’ are satis- 
fied customers—pleased with their pur- 
chase and the store in which they bought 


them. 


This means profits, business and other 
sales. 


Forget the old-fashioned rigid caster and 
sell “ACMES.” They are ball bearing 
casters and roll along silently and smoothly 
in any direction and protect the floor and 
floor covering. 





Ball Bearing Casters 


Build up your caster business with this quick- 
selling proposition. Dealers everywhere are 
making money with ACMES because they 


give real satisfaction to the user. 





We'll be glad to send a sample and give you 
full particulars. Write us today. 


The Schatz Manufacturing Company 
Poughkeepsie -- New York 


AGENTS: J. C. McCarty & Co. 


29 Murray St. New York City 














stomer 














~—? 


6 





“ROLL ALONG ON ACMES"} 
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Original in 4 colors, 23 in. x 31 in. 


Personal! 
—to Win-Dor dealers 


If you haven’t yet received the 
new poster shown above, please 
send the coupon at once. Have 
you a copy of Bulletin 102 about 
the new Series 25 geared opera- 
tor? Send for that, if we’ve missed 
you. Both are unusually good. 


Wirc<Dor 
CASEMENT HARDWARE 


THE CASEMENT HARDWARE COMPANY 
406-A North Wood Street, Chicago 


CASEMENT HARDWARE HEADQUARTERS 
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CASEMENT HARDWARE CoO. 
406-A N. Wood Street, Chicago, Ill. 


Gentlemen: 
| | You may send me.a poster. 
|_|] You may send me Bulletin 102. 
|_|] I am a Win-Dor dealer. 
(] I am thinking of becoming one. 
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— Dépscroel 


Our New Victor Step Lad- 
der for home use is in a 














We manufacture strictly 


Spruce Ladders. ie 
we ° 

Spruce properly AIR iS class by itself. 

DRIED is superior to any . Our line includes Ladders 

other material for ladder for every purpose. We 

construction. i pay the freight. 





























W. W. Babcock Co. | 
bar al Painter’s Trestle Bath, N. Extension Trestle 
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‘Perfect 


QPWULAULiTA OAHU AAU CUAL 


The “Long Distance” Customer 








The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after and 
he’s going to get what he wants. 


The fact that your store may bea little 
farther for him to go—isn’t the point— 
Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 


gets the business. 


Your Jobber stocks “Perfect.” 


TON HNLL 





Tt Hittin i iil ; i il TT | 
Aut 0100000 AURAL 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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Casement Windows ‘stay put with 
Jie Monarch 
Control Lock 


and it creates sales that “stay put” too. 


V7, 


Wty, yy, 


, a greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every day, 
with dealers everywhere, because a sale is a sale, not 
the beginning ofa series of service callsthateatup profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No special 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for 
installation. Furnished in a variety of finishes. 


Ye 
The MONARCH Automatic Stay 


5 for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take apart 
to make adjustments or install. Fric- 
tion increased or decreased by slight 
1 turn of outer tube. Furnished in any 
finish desired. 


Write or Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
Owe it to yourself to get the facts now—before the building 
season starts. 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 


Makers of the famous 
Monarch Interlocking Self-adjustring Weatherstrip 
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PULLING! ‘ 


CLOVER Brand Flint Sandpaper is { ae 
; , vate 
pulling business for Dealers everywhere. Me 
rT. e ° . HG: & 
Chis hard crystal flint paper cuts right (aga 


into wood, takes off the rough spots, and 
leaves the surface smooth and clean and 
ready for finishing. 

From the finest to the coarsest grit, 
each sheet is as uniformly perfect as 
human skill and experience can make it. 

Send for SAMPLES and make a 
practical test of “CLOVER” in your 
own store, 


CLOVER MFG. CO. 


110 Main St., Norwalk, Conn., U. S. A. 


The Largest,and Oldest Manufacturers 
of Abrasive Compound in the World 


Clover Dealers Get Clover Business Service 
Free 


Handsomely Decorated Ream Package 


Two Color Box Package 
for Display Purposes 


or 
Bulk Consumers 







CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


Gentlemen: Please send us Samples of CLOVER 
Sandpaper and refer us to nearest Jobber. 
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More Work Glove Sales 
TWIN SEAM 444KS “Easy Grip” 


BETTER, longer wearing, guaranteed work 
glove which sells quickly and profitably at a 
popular price and pleases every customer. 






















ae 
Made from heavy 
Striped Flannel 
and genuine 
Horsehide leather. 
Leather finger 
tips, continuous 
leather thumb, 


re : 
wep ae 





leather knuckle 
strap and _ wrist 
protector. Extra 


Large Du p lex 
Gauntlet Cuff. 














Order TWIN SEAM From Your Jobber 
Good Jobbers everywhere sell TWIN SEAM Gloves, but if 
for any reason your Jobber cannot supply you—WRITE US 
DIRECT. 
U. S. GLOVE CO. Marion, Ind. 
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Better 
Machine Screws 


for the 


Hardware Trade 





HARVEY HUBBELL= 


MACHINE g& SCREWS 
BRIDGEPORT CONN. UV. S.a& 
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Milwaukee Cabinet furnished to TRUE-FIT Dealers. 


If you are not now handling TRUE-FITS, write now 
for facts concerning this very profitable line. 














TWO LONDON PATTERNS 


No. 116 5 inches wide. 
No. 112 5% inches wide. 


W. ROSE Tools 


Crucible steel, 


accurately treated. 


For sale by all wholesale houses. 
Selling Agents 


WIEBUSCH & HILGER, Ltd. 
110 Lafayette St., New York 


WM. ROSE AND BROS. 
Sharon Hill, Pa. 


























March 24, 1927 HARDWARE AGE 101 


“What's Beneath the Finish? ” 


Housewives are no longer content to buy bathroom fix- 



























tures simply because they present an attractive appearance, 
although attractiveness is highly desirable. 


Many are asking: “What’s beneath the finish?” This ques- 
tion needn’t annoy the Dealer who sells RINGGS Bathroom 
Fixtures. These modern fixtures sare as beautiful as 
skilled designers and heavy nickel-plate can make them. 


Beneath their finish is a body of solid, durable Brass that 
will give a life-time of service without rust or corrosion. 





Send for Catalog which describes over 300 items, made in 
both Nickel-plate and White Enamel finish. 


Write for the large runoco Catalog. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 


Boston—1!170 Summer St. New York—2 Hudson St. 
San Francisco—!16 New Montgomery St. 
Chicago——-29 E. Madison St. 





—because of Matchless 
Beauty .... and Price! 


Within just a few short weeks the Flamingo has won 
approval from hundreds of hardware merchants who 
have been looking for a radiant gas heater that com- 
bines beauty, heating power .... and the right price. 
Has all the sales appeals of the highest price fireplace 
type heaters. Offers you a generous margin. Guar- 
anteed by a company that has served the hardware 
trade 40 years. Ask your jobber or write direct for 
complete details. 





Jackes-Evans Mfg. Co., 1944 North Main Street, 
St. Louis, U. S. A. 


SS 


GAS HEATER , 
“Brings a touch of the Tropics 





Design patent pending 


-—with its matchless beauty and cozy warmth, it brings a 
touch of the tropics to your customers’ homes. 





















































Applied to Shelf or. LOCKS 
Overlapping Door. OPENS 


CUPBOARD 


A New Push Catch 


A slight pressure on button and 
door opens, a gentle push and 
door is securely latched. 

A quality article—made of solid 
brass throughout, with wide va- 
riety of handsome finishes. 


Your Jobber Will Supply You 


Manufactured by Rite Hardware 
Company 
125 W. Washington St. 
Los Angeles, Calif. 





Showing Strike 
Mortised. 


~~ . 
— 


————<—=} = 
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Applied to Rabbeted 


Door 
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Assortment No. 1100 
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Makes You 


SOCKET WRENCH 
HEADQUARTERS 


_ 





With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 


No. 1100 Assortment of 113 Parts, 
including 75 CHROME NICKEL 
Steel Sockets for Hex and Square 
Offsets, Tees, 
Connectors, Universal 
Joints, Extensions, etc. Graded in 
proportion to demand. All parts 
interchangeable. Net price, in- 
cluding all-steel cabinet, $54. 


Write ua for name of the Walden- 
Worcester jobber and for Socket 
Wrench Catalog No, 27. 


STEVENS WALDEN-WORCESTER, INC. 


Mfre. of Walden-Worcester Wrenches 
and Stevens “‘Speed-Up’”’ Toole 
Worcester, Mass. 


| STEVENS-WALDEN-WORCESTER 





Show More, Sell More! 





Carrick Hardware Co. are increasing their sales by using Heller Equipment 


Take the pictures out of the mail order catalog 
and they won’t do any business. 

Your display of the original article is more ap- 
pealing than any picture that may be had. 

A Heller man can show you how to get an in- 
crease of from 50 to 100% if you will follow his 
simple, inexpensive tried-out plan. It won’t cost 
a cent to talk to him. Just mail coupon TODAY. 

700 Bryant St., Montpelier, Ohiec 


W. C. Heller & Co. 20 Vesey St., New York City 


Kindly have your man call. I would like to increase my knowledge of 


Merchandising Hardware. 


Address 
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Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 





d, ¢ 
BRIDGEPORT. CONN. 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 


Milton Pray Co., San Francisco, Los Angeles, Seattle 


George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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The Saw Test 


—proves that the locking bolts cannot 
be sawed. Made in 

rim and mortise, 

front and store 
door patterns. 





" VAULT 
a a The 


It is guaranteed bur- 
glar-proof —it makes 
security doubly sure— 
it sells without effort. 










Francis Keil & Son, Inc. 
401-425 E. 163rd St. 
New York 


1876 
A Half Century of Progress 
1926 











When you buy Tacks or Small Nails 
by weight you should know that there 
is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 


Properly designed tacks are more 
expensive to make than miniature rail- 
road spikes. Do not let yourself be 
cheated or assist in cheating your cus- 
tomers. 


When you buy by count see that 
you get the weight. There is often a 
corresponding difference. 

Make the comparison. 

Every product of the Atlas Tack 
Corporation has been scientifically 


designed for its purpose and stand- 
ardized. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 
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The New 
Boston Rubber Chair Tip 


SprinGriP Trade Mark The Tip and Its Parts 
lll Hi Brass Washer Brass Nail 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded ia 
Same. 
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Patented 
Send for Catalogue 


THE ELASTIC TIP CO. 


Manufacturers of Rubber Specialties 


370 Atlantic Avenue, Boston, Mass. 











Follow Up Your Lawn 


Mower Sales 4 


Every lawn mower you sell 
will require frequent sharp- 
ening during the season. 
Sticks and other 
obstacles often 
spring or bend 
the straight blade 
or stationary 
knife bar and 
the cylinder 
blades or reel 
knives do not 
make proper con- 
tact and the 

mower does not 
cut properly. The 
Ideal Lawn 
Mower Sharp- 
ener (hand or 
power) is 


The Only Machine that will ried the Reel 
Knives to Fit the Straight Blades 


when this blade or bar becomes sprung or bent. 
This feature is one of the most important in 
lawn mower grinding. The Ideal will sharpen 
any style hand mower in from ten to fifteen 
minutes and do a job that will result in secur- 
ing many customers for you. 

The usual charge of from 91.50 to $2.00 in- 
sures a good profit. Write for Prices and Full 
Particulars. 


THE FATE-ROOT-HEATH Co. 
701 BELL ST., PLYMOUTH, OHIO 
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sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 
curtains may be hung 
inside without interfer- 
ing with operation. 


tical and _ absolutely 
guaranteed; an asset to 
the popular outswinging 
casement. Placed on 
top or within the frame- 
work as shown in fig- 
ures 1 and 2. 


Circular upon request. 





CASEMENT 
OPERATOR 


This Operator has 
been on the market six 
years; has been used 
from Coast to Coast in 
all sorts of buildings— 
both public and private 
—so we will simply 
state here that it opens 
and closes Outswinging 
Casement Windows 
from within, locks the 


Fig. |! 


Simple, strong, prac- 


9 





Fig. 2 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 


NEW YORK OFFICE, 101 PARK AVENUE, N. Y 





AS QUICKLY 
AS IT 





SELL 


MILLIONS OF 
PROSPECTS! 
THE MOST 

WIDELY 

ADVERTISED 
AND USED 
RIM TOOL 


5.00 


THE PACIFIC RIM TOOL metmatin simply turning the 
crank—removes the rim. Quick! Safe! Easy! A sturdy 
tool requiring no adjusting. 

A GREAT SPECIALTY FOR HARDWARE DEALERS. 
A real necessity for the millions of car owners who change 
their own tires. Specify balloon or high wa sizes. 


Pacific Rim Ask your jobber. port— 


Tool Co., CI bk 4 White- 
16606 wee." York 
ae City 
C1 = a JUNIOR yo ut 
evelan ve 
Ohio RIM TOOL ‘Seaitie 
The Senior—the New Combination tool (for shop use) 
is $10—One Size Fits all Split Rims. 























Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 
CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current edition. 
Hardware Wholesalers find Verified List of great value in 
“‘ohecking’’ their retatl prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 











Kitch-n-lint 


THE NEW FINISH 


Chi-Namel Product 


Spreads easier than paint. Finishes with a 
beautiful hard enamel gloss for every sur- 
face. walls or woodwork. 


Write for particulars of our merchandising wn 


THE OHIO VARNISH COMPANY 


OF Pe One Oe Oe. ee OHIO 








Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 

















J. L. THOMSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 
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Quick Turnover ! Anchor = Brand! 
3 Ball Bearing Clothes Wringers 











Bicycle Guarantee 
ieee iw este veder Warranty 5 Year 
Send for Price List 
LOVELL MANUFACTURING CO. ERIE, PA. 
Largest Manufacturers of Clothes Wringers in the World 
New York, 86 Warren St. Chicago, 52 E. Lake St. Boston, 52 Pearl St. 








e-em 4 
A good profit on 


Regulation 
Pitching Shoes 


“THE game of “horseshoes” has in- 

creased amazingly during the past 
few years. Pitching shoes sell well 
and show a good profit. 


These pitching shoes are made of heat 
treated steel and are attractively boxed 
and painted. Each box contains a copy 
of instructions and official rules. 


The “GOODWIN 
Grass Shear”’ 


(Ball Bearing) 









The Answer to the Call 
For an Improved 
Grass Shear 


The Goodwin will sell to everyone 
who has occasion to use a grass 
shear—particularly to those who 
have blistered their hands using 
the old type shears. This shear 
allows the use of either hand and 
the hand is always clear of the 
ground. Ball bearings give easy 
action. Blades cannot slip apart. 


Write for trade prices. 


Chicago Steel Foundry Company 


Kedzie Ave. at 37th Street Chicago, Illinois 


Eastern Representatives: 


George O. Paine & Company 
240 Revere Beach Parkway, Chelsea, Mass. 





“A pleasure to use and a profitable 
seller,” describes this shear per- , 
fectly. 


WHEELER RADIATOR & MFG. CO. 
1637 Collamer Ave., East Cleveland, Ohio 


Weight 2% Ibs. Will 
not break, nick or scar. 
Three colors, black, blue 
and red. Regulation 
steel stakes. 





PRUUUCATUALNVULA ANNAN NR 











AERO TP NTAMLTTATAUTOUAATA A  RM 





H.A. 3-24-Gray 
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You Can Make This Your 


Biggest Year in Freezer Sales 


There is more Ice Cream consumed continually, every year, and a very 
= large portion is made at home in our Freezers. Just feature the famous 
Lightning, or the Gem, with the Blizzard. They sell on a 35 year reputation and 
they stay sold. This means permanent profits for you. 

Women are quick to appreciate the satisfaction in having clean, pure, delicious, 
wholesome Ice Cream, made at home, under their own supervision, in our easy 
running, quick freezers. 

You have every advantage in placing your order now. Don’t wait for hot weather. 
Sales are made now, if the goods are on the shelves. Be sure to include sales helps on your order. 
THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 








More than 

300 Million Gallons 
Ice Cream consumed 
in the U. S. in 1925 
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FORSTNER BITS 





a 


THE PROGRESSIVE MFG. CO. - 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


TORRINGTON, CONN., U. S. A. 














American Steel & Wire 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, he te TACKS, Hot Galv’d Nails. 
ZINC INSULATED FE CES: American, Royal, Anthony, 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 
BANNER STEEL PO 
org REINFORCEMENT. 
ALE TIES: wa _— brands. 
TELEPHONE 


Company 
Chicago, New York, Boston 


Denver, Birmingham, Dallas 


WIRE for ag _ 
U. 8S. Steel Products Co. 
San Francisco, Los Angeles, 


y 7 Portland, Seattle 


Quick Delivery. Write us for selling plans. 




















The imposing, nation-wide list of jobbers handling A-P 
lines is staunch a of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door Hangers, Overhead Car- 


tiers, Fire Door Hardware, Rolling Ladders, Spring 
Hinges. 


Keep an A-FP catalog handy. It will help close many 
money-making hardware jobs. Write for your copy 
today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 


Beye) for hive full name 


Russell Jennings 


? 


stam] ed eaten Gelemm aeleiere o} our 


Auger Bits 


[he original « out W tw ist au’ FCT oe pat ‘metaue 


Nir Rosell Jennings in 1859 


Russell Jennings Mfg. Co. 
Chester, Conn. 









A Good Selling Mortise Lock Set 


Our No. 250-B sells on sight. The 
Glass Knobs are beautifully de- 
signed, ground, polished and silver 
backed, giving a high lustre. Lock 
is strongly made. 

Everything built to last and mod- 
erately priced to insure quick sales. 
Our Patented Dead Bolt Night 
Latch is also a 
rapid seller. 


Send for New 
Catalog No. 7. 


(US |NDEPENDERTIOCK T COD 


Fitchburg, Mass., U. 8S. A. 
Manufacturers of Oylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialities 


VERS Tin" 





















ERS 


Insure perfect shelf service for any line of merchandise. 

eng: handho tread steps, properly spaced, with convenient full 

andholds on both sides of ladder permit mounting 

with ease. Both hands free to remove or 

replace stock without hed of falling. Cushioned Tired 

Tolley and Truck Wheels eliminate noise and prevent 
vibration. Erection as simple as A, B, C. Utilize 

small space. Make mea safely available 

for stock papees. 3 One style--neat of 


tee cies, Teen 7 


oe 















































MANUFACTURERS OF 


BRAIDED CORDAGE 
AND COTTON TWINES 
BOSTON 


SASH CORD, CLOTHES 
apg LINES, SMALL LINES 
ETC. SAO SOP LAPALOG 


MASS. 











Confidence in 


ft IRHOTL, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 


“Licensed under the General Electric 
Company's Incandescent Lamp Patents.’’ 

















DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff 

ness and tensile strength. Made accurately 
and uniform in machining and finish. “Send for 
Oatalog B-23. 


ARMSTRONG BROS. TOOL CO. 
814 N. Francisco Ave., Chicage, Ill., U. S. A. 


















Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton—Chemical Cotton 
Cotton Clotheslines 
Send for samples and prices. 
MASSASOIT MANUFACTURING CO. 
Fall River, Mass. Oo. & A. 


New York OMMCE .ccccccescescescccces 50 Broadway 
Chicago Offlce ...-.ceececeeces 189 Went Madison St. 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices. 


MAKE EVERY DAY COUNT 


|= Johnson’s Arms & Cycle Works, Fitchburg, Mass. 





New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 





Osborne High Grade Punches 


O 





Arch Punches 


Revolving Punches 


Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. Also: 

ame Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
ools 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 
















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the A is 
utilized either for solid metal at the — or depth of socket 
for the wrench. All sizes in stock to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 








catalogue and sales proposition. 


| The ALLEN MFG. CO. ini#5i2°% a 


























Most convenient wrench made for general use. Com- 
bines Adjustable “S” Wrench with Nut Wrench in a 
practical way. 

Gets into and out of places where a Monkey Wrench 
cannot be used. Forged-steel jaw. Malleable handle. 
6 sizes: 4 to 14 in. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicage 











Wire Products 


for every need 
Nails of all kinds, Staples, 
Camb 


ria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. * 





BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 











Geo. W. Diener Mfg. Coa. 
400 N. Monticello Ave., Chicago, Til 
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Signs Bring Trade 


Your clerks can easily 
make them with a 
National Show Card 
Writer outfit. Think 
of the saving over 
what professional 
sign writers charge. 
Cost is low—results 
immediate. 


Send for 
Folder. It 
tells all about 
“The National 
way to make 
Signs Pay.” 
NATIONAL SIGN STENCIL COMPANY 


Manufacturers of the NATIONAL SHOW CARD WRITER 
1602 University Avenue Saint Paul, Minnesota 
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Classified Opportunities 





Classified Advertising Rates 
Opportunity Exchange Section 





Set Solid, Minimum of 5 lines..... $3.00 
Each additional line........... .60 

All Capitals, Minimum of 5 lines.. 4.00 
Each additional line........... .80 


t) Average 10 words to a line 


. Use the “Classified Opportunities Section” to reach Hardware Manufacturers, ) 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. | 











Allow One Line for Keyed Address 








BOXED DISPLAY RATES Positions Wanted Advertisements 
— $5.00 50% off rates quoted 
Each additional inch............. 4.00 Address your advertisements and replies to t) 

Hardware Age, Classified Oppor- 

tunities, 239 West 39th St., New 

Discounts for Classified Advertising York City ) 
4 insertions, 10% off; 8 insertions, 15% HARDWARB AGE is published each Thursday 

off Forms close Zen Days previous to date of 

Remittance Must Accompany Order publication ) 














BUSINESS OPPORTUNITIES HELP WANTED 














0 














— —- — SALESMAN—Acquainted with Hardware Jobbers of Middle West, 
) | traveling from Chicago, handling long established staple article. State 
GET MORE BUSINESS experience, age, references, salary expected. Address Box 7203-A, care of 
Harpware AGE, 1507 Otis Building, Chicago, IIl. 
Is the Universal Cry of All Hardware Retailers. 

Don’t hope and wait for it. Go after MORE BUSINESS—by WANTED—Young man with some experience in builders’ and shelf 
T1sING. em a eg age ae 7 a. pny lay Pt Mg tha of hardware to act as outside salesman for retail store on Long Island, New 

built and planned for Hardware Retailers. Write for information. York. Address Box H-484, care of Harpware Ace, New York. 
Hardware Age Service, 243 W. 39th St., New York, N. Y. (6th Floor) \WANTED—Salesman to sell saws, scythes, files and other high quality 





\} specialties to the egg trade. State experience, references and salary 
—__——— wanted. Address Box H-479, care of HARDWARE AGE, New York. 





PAINT AND HARDWARE business for sale in thriving Jersey town 





of 11,000 population. In order to wind up the estate of Earl E. Parker, 
we offer for sale the stock and fixtures belonging to this estate and located POSITIONS WANTED 


in Ridgefield Park, Bergen County, New Jersey. 


The business is being 








continued and represents an excellent opportunity in the zone of the new 

lIiudson River Bridge. Telephone or call on QOVERPECK TRUST COM- YOUNG MAN—Single, age 24. Employed for 6 years by manufacturers 

PANY, Ridgetield Park, N. J. Telephone Hackensack 1815. of Builders’ Hardware in office, factory and on road. Has successfully 

— ee a handled all classes of help. Has done employment, purchasing and prac- 
IT WILL PAY YOU to investigate ; we offer Financial Aid and Free tically all work connected with a manufacturing concern. Resi esigned to 

Sites to Industries locating in Newton Falls. Three railroads, electric become Manufacturers Representative, but does not like this occupation. 


freight service, main highways for trucking, the best supply of water Would like to connect with a Christian concern in any branch of the 
in Mahoning Vv alle right in the heart of the greatest industrial center hardware field ; either manufacturing or distributing. Will start at the 
in the world. NEWTON FALLS ROARD OF TRADE, Newton Falls, | bottom. Willing to go anywhere. Address Box H-467, care of HARDWARE 


(hio. 


Ace, New York. 





PATENT FOR SALE—Have an automatic check valve for oil cans or 





other similar products (U. S. Patented). Can be made as casting in sizes MARRIED MAN, executive ability. 1ienced b ~ gle mesowees and 


from % inch up or as standard part of can itself. 


Is designed to auto- other merchandising ‘lines. General am. -. farm machinery. 


matically check flow of oil and is located between hood and spout, operated Attorney. Want to connect with going concern doing 5 at business. 
by pressure on spring. Would have large market among mechanics and growed fitted for branch manager, department manager, buyer, position 








auto owners. For information address Box H-488, care of HARDWARE responsibility, where character, oe rg attention and wide acquaint- 
AcE, New York. ance count. Address Box H-423, care of Harpware Ace, New Yor 
~ GOOD - GOING hardware business, nile over 50 years. Live 
town in an exceptionally good agricultural territory. Well assorted stock. POSITION a oe Man 33 years of age, married, desires posi- 
Nicely arranged. Will invoice about $7,000. Ought to interest anyone -— ae roe gg or buyer for reputable store handling good line, me- 
looking for an opening. Investigate. Owner retiring. STAHL & chanics’ tools, shelf hardware and builders’ hardware; 12 years’ experi- 


BAILEY, La Rue, Ohio. 


ence, 5 years as buyer. A-1l references. State salary. Address Box H-457, 
care of Harpware AGE, New York. 








FINE opening for farm implement store in Electra, . Texas. Population 

9.500 and the trade area served by this city is approximately 15, 000. Con- HARDWARE MAN—40 years of age 20 years’ experience in general 
crete roi an —_ out into trade area in five directions. Fine farming. line as manager or buyer in large Lardware store. Three years’ road ex- 
Good climat No implement store here. For further particulars, address perience. Am at present on road. Middle West or South preferred. 


ELECTR A « ‘HAMBER OF COMMERCE, Electra, 





FREE FACTORY SITE available in Westfield, 


exas. Either inside or outside position with good future. Address Box H-450, 
care of HArpware AGE, New York. 
Y., located midway 





a oe ne NEY Felon me tailroads and Y) Chamber HARDWARE SALESMAN, twelve years’ experience in general hard- 
nar cel , ware and housefurnishing goods. Desires position with reliable manufac- 


turer or jobber; at present employed by jobber. Familiar with Philadelphia 





FOR SALE—Old established hardware business. 
and Implements; also Tin Shop in_connection 


hardware in town of 800. Address F. D. SPITLER. & SON, Blcomville, 


Ohio. 


territory. Excellent road record; salary basis; age thirty-three, married. 


Band Line of Plows Address Box H-473, care of HARDWARE Acre, New York. 


at invoice. Only 





HARDWARE SALESMAN with ten years’ experience in SALES 
PROMOTION WORK and wide acquaintance among JOBBERS and 





SPLENDID CSP OR EU NTS Y— eer jobbing hardware 
business and stock for sale. Established 18 years; 
St. Louis, Mo. Low overhead. $7,500 cash will handle. Address Box 


H-460, care of Harpwarre Acre, New York. 


RETAIL dealers, available May 15th for salary or commission proposition. 
profitable ey ng Pacific Coast territory. Address Box H-489, care of HARDWARE 
’ GE ew Yor 





MAN with over twenty years’ experience in the retail hardware busi- 





ness would like to connect with a manufacturing or wholesale firm. No 


FOR SALE—Established hardware business in South Jersey; city of objections to traveling. Address p ©. Bex 161. Deven, Conn. 


6,000. Fine opportunity for live man. Must sell account of health. 
Address Box H-465, care of HarpwaAre Ace, New York. 








HELP WANTED 


SALES ACCOUNTS WANTED 


MANUFACTURERS’ REPRESENTATIVE selling several lines—with 








EXPERT MAN for contract builders’ hardware in New York City. territory. Hardware and department stores 


twenty years’ established trade connections. New York and Pennsylvania 
etc. Am making some 


Must be able to thoroughly and accurately. schedule and order hardware | changes. want one or two good lines that will sell and repeat, commission 


from architects 


plans and full size details. Preference for one not in- | hasis. Fully responsible. Address Box H-487, care of Harpware AGE. 


terested in selling. In answer give particulars as to your knowledge and New York. 


experience in this work. Address Box H-463, care of Harpware AGE, 


New York. 





EXPERIENCED hardware specialty salesman covering Illinois, Iowa 





and other Midwest States, is open for one more good manufacturer’s line 


WANTED—€xperienced bookkeeper and stenographer. One familiar for jobbers, department store and large retail hardware trade. Has wide 
with hardware and plumbing stock items. Address Box H-474, care of | acquaintance of long standing. First class connections only. Address 
Box H-483, care of HArpware Acer, New York. 


Harpware Ace, New York. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 





SALES REPRESENTATIVES WANTED 











) E are an organization of Sales Repre- | 
Te costes with a thirty year record of 

} successful selling in heavy hardware and allied | 

lines in the inter-mountain territory with Den- | 

ver as headquarters. Our salesmen are com- 

(  petent, experienced, familiar with the trade, and 

are equipped to carry one additional line. If | 

} your company is looking for high-grade Sales | 

| Representation in this territory, you would find =} 

( it profitable to communicate with us. | 


Address Box H-480, care of HARDWARE AGE 
New York i» 5) 

















MANUFACTURE RS’ 
lowa, Minnesota and Illinois, 
with the trade, and can give best of references. 
NATIONAL SALES CO., Kenosha, Wis. 


SALES REPRESENTATIVES WANTED 


SALESMEN WANTED—Experienced cutlery men preferred, 
on commission basis, a high grade line of shears and scissors. All time 
to be devoted to selling the one line. Not to carry any side lines. State 
age, past connections, commission expected, territory covered, what class 
ot trade, references. In fact we want full information in the first letter. 
All communications will be treated in confidence. Address Box H-482, 
care of Harpware Ace, New York. 


AGENTS covering the States of Wisconsin, 
will consider one or two additional lines 
What have you to otter? 








to sell 





SALESMEN for a complete line of high class shears and scissors. If 
you are a first class salesman, this is an opportunity for a permanent 
position. No side lines allowed. Commission basis. Answer fully, giving 
details of experience, territory traveled, age, whether married and refer- 
ences. Answers will be treated confidentially. Address Box H-481, care 
of HarpWARE AcE, New York. 


WANTED—Experienced cutlery salesmen as direct factory 





representa- 


tives. Complete line of household cutlery and also scissors and shears. 
— confidential. Address Box H-477, care of Harpware AcsczE, 
ew Yor 





WANTED—Salesman to sell retail hardware trade only. mason and 
plasterers’ tools; 10 per cent commission. Territory, Central States. Ad- 
dress Box H-486, care of HArpWARE AGE, New York. 





| represent quality dry 


COMET COM PAN A 


{ LARGE MANUFACTURER of SHEET METAL 


hardware and specialties is looking for sales representa 
tives who cover the chain, department and novelty stores 


Nee Nee 


Proven sales must be shown. Address 


HARDWARE AGE, New York, 


in their territories. 
Box H-461, care of 

















WANTED-—Sales Agent with established following ‘calling on larger 
retail hardware trade in Metropolitan New York and also New York 
State to handle on commission basis a line of forged mechanics’ tools of 
recognized high quality already well known to the trade. State present 
lines carried. Address Box H-459, care of Harpware Acz, New York. 


MANUFACTURERS of high grade line of Builders Hardware inter. 
ested in representation in unoccupied territories. Write fully present and 
past connections, territory acquainted with, lines handled, etc. Commis 
sion basis. A real connection for a producer. Address Box H-437, care 
of Harpware Ace, New York. 


WANTED—DISTRICT SALESMEN FOR GOOD SIDE LINE. Re 
sponsible manufacturer of hardware specialties has attractive side-line 
proposition to offer good commission salesmen calling on retail hardware 
trade. State exact territory you are now covering. Address Box H-45 
care of HArpware Ace, New York. 








MANU F AC TU RERS of screw drivers, handikits, etce., 
sentatives in Middle Western, New England and Central Atlantic State 
calling on jobbers and dealers. Commission basis In answering state 
territory covered and lines now handled. BUELL BROS CO. r linton, 


Want live repre 


(Conn. 

SALESMAN—Who has a car and is acquainted with hardware trade 
in Missouri and Kansas, to sell on commission basis, a manufacturer’ 
line of popular priced lawn mowers which has already been introduced 
in parts of States mentioned. Address Box I1-485, care of Hasuwape 
Ace, New York 

“NEW ENGLAND’S largest clock house has territory open for live 
wire salesmen in South and Central States. Strictly commission propositior 
State Must have highest references INTERNA 


territor ry desired. 
De 


TIONAL CL K & WATCH CO., 93 Federal Street, Boston, Mas 





TO SELL quality line of automobile and hardware specialties to jobbers 
and large dealers. Give complete information concerning yourself with 
references in first letter. THE A. FISS COMPANY, 3939 Olive St, 
St. Louis, Mo. 





open Attrac tive propor 

hardware and factory 
Opportunity for right man. TH 
Superior Ave., Cleveland i 


SALESMAN WANTED—Valuable territories 
tion for side henge salesman calling on 
cell battery line. 

Dept. B, 5190 











j 





i 
‘ ’, 
® 


Wright’s Jennings 
High Grade 
Auger Bits 


The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 
U. S. A. 


\ 
‘\ 
ee 








STRATION ™*"* 
HANDLES 


For Small Tools, Utensils, Electrical Geods, Etc. 
Enameling, both beked end ow dried. 


STRATTON MFG. CO. Stratton, Maine 





= 7] 





Send for our illustrated Catalog of 


Granite Cutting Tools 
Trow & Holden Co., Barre, Vt. 











lak pi aboot 
TOOLS 











Robertson “Horseshoe Magnet’ Hammers 
Permanent magnet a ae 7 i0\ i 
the tack in positio . — 
rr 4 Awarded the Silver Medal —— 
é 


highest offered) at the Panama-Pacific Exposition. 


Good profit. 
Name and design trade marks registered U. &. Pat Of. 


ARTHUR R. ROBERTSON $4 Portland St., Boston, Mass. 


fea "LENOX” saws 


QUALITY SERVICE 
UNIFORMITY Costner Om 


_ Se 














“The Toots in Lhe Plaid Bow” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


“ACK SAWS - BAND SAS —- SCREW CPTVERS - GLASS Cv TTERS 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
A ee Se a Tc occ deceeccecsgcetse 94 P 
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alth-o-Meter 


GUARANTEED 


Automatic Bathroom Scale 








Fear Makes Them Easier to Sell 


The rapidly increasing tide of fear in regard to over-reduction, a fear right- 
fully fostered by the medical profession, is arousing women rapidly to the 
fact that as vital a factor as diet and exercise in any weight reduction program 
is a bathroom scale whose daily use will warn them if they are reducing too 


rapidly. 


This sentiment is making automatic bathroom scales easier to sell than ever 
—especially the Health-O-Meter. Its use is inseparably connected with 
health and beauty in the minds of millions of women because of our extensive 


national advertising. 


CONTINENTAL SCALE WORKS 


CHICAGO NEW YORK SAN FRANCISCO 
5703 S. Claremont Avenue 76 Murray Street 625 Third Street 
Desk 78-C 
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ING “IN LACQUER« 


Foss-set Will Stand the 


ACQUERS can’t harm a Foss-Set Brush. The 
bristles stay in under every condition... 
they can’t come out! Lacquer hasn’t changed 
that fact. When you sell a can of lacquer, re- 
member that many a job has been spoiled for 
the lack of a good brush. Sell a Wooster Foss- 
Set. Your customer will be pleased. He reads 
Wooster advertising, too. 
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WOOSTER BRUSHES — 


FOR PAINTING—VARNISHING — ENAMELING — LACQUERING — KALSOMINING 















